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APPRE 
NO OTHER BATTERY IS LIKE IT 








ED BY 18 MONTHS OF pup, ,,, 


The Layerbilt patented 


construction 


revealed. 


Each layer is an elec- 
trical cell, making au- 
tomatic contact with its 
neighbors, and filling all 


available 


Space inside 


the battery case. 


Eveready Layerbilt ‘*B’’ 
Battery No. 486, the 
Heavy-Duty battery 
that should be specified 
for all loud-speaker sets. 


This ts the most satisfactory and profitable “BY” battery 
to sell, because it 15 the most economical to use 


IN DAILY use in the home, Ever- 
eady Layerbilt “B” Battery No. 
486 has fulfilled all the promises 
ever made for it. You can tell 
your dealers that it is beyond all 
doubt the most economical ‘B”’ 
battery ever built. All loud- 
speaker sets require Heavy-Duty 
batteries, and the Eveready Lay- 
erbilt is absolutely the best of all. 

I.veready Layerbilt’s unequaled 
service is due to its unique con- 
struction. All other dry cell ‘“B” 
batteries are assembled of cylin- 
drical cells, with many soldered 
connections and much waste 
space. The Layerbilt is built up 


in layers of flat current-producing 
elements, that make connection 
with each other automatically, 
and that fill all available space 
inside the battery case. This bat- 
tery has more active materials 
than any other “B” battery and 
the Layerbilt construction makes 
those materials more efficient cur- 
rent producers. 

During 1927 this story is being 
told the public in smashing, con- 
vincing advertisements in leading 
national magazines and radio 
papers. Double-page spreads in 
two colors in The Saturday Eve- 
ning Post form the keystone of 


the biggest, most resultful adver- 
tising program ever planned for 
Iiveready Radio Batteries. For 
‘“B” battery profits, put your 
sales effort on the Layerbilt. 


Manufactured and guaranteed by 
NATIONAL CARBON CO., INc. 
New York San Francisco 
Atlanta Chicago Kansas City 


Canadian National Carbon Co., Limited 
Toronto, Ontario 





Tuesday night is Eveready Hour Night—9 
P. M., Eastern Standard Time, through 
the following stations: 


wEAF—New York 
wJar—Providence 
wEEI-Boston 
wTac-W orcester 
wFi-Philadelphia 
wor-Bufialo 
wcaAE-Pittsburgh 
wsal-—Cincinnati 


wtam-Cleveland 
wwj-Detrvit 
wcGNn-Chicago 
pied fo er , 
seco) Minneapolis 
WCCO) C+. Paul 
xsp-St. Louis 
wrc-W ashington 
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Cy THE front cover this month 
are the three executives most in- 
strumental in the substantial growth 
of the American Electrical Supply 
Co., of Chicago, one of the influential 
independent jobbers of the Middle 
West. Seated at the right is Charles 
E. Browne, president of the company, 
who has been identified with the elec- 
trical jobbing industry for many 
years. Facing him is E. H. Ames, 
vice-president and general manager, 
and standing is A. F. Hearl, sec.- 
treas., who also looks after credits. 

It will be our pleasure, from now 
on, to thus present on the cover each 
month men who are leaders in the in- 
dustry—men who by their ability, in- 
dustry, team work and compliance 
with the ethical standards of our bus- 
iness have become successful and are 


' respected by their fraternity. 


While the months roll around all 
too quickly for most purposes, they 
will not come fast enough for us to 
do justice to all who are deserving 
of this mark of respect, for many 
years to come. Perhaps we will never 
get caught up. But a start has been 
made at any rate and we hope that 

ou will like the new feature and 
ook forward with interest to the pan- 
orama of friendly faces as it unrolls. 


x * * 


LD Peter Heco says that inven- 

tories are now being taken in the 
harems of the Turks and that seragl- 
ios are being stocked anew and with 
more care, since hereafter wives may 
not be discarded easily in the Mo- 
hammedan land. All of which is by 
way of calling your attention to the 
series of instructive descriptions by 
jobbers, in this issue, of how they 
handle the vexing problem of inven- 
tory. , 

You will notice that of late we 
have been taking certain important 
subjects and handling them in this 
manner—that is, getting direct infor- 
mation from the jobbers themselves. 
About 25 are written to each month 
and the replies form an interesting 
story. When your turn comes please 
do not fail to respond. 
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More than forty individual num- 
bers and groups of numbers— 
all expressive of TORRID 
craftsmanship—are now on 
permanent display at 


200 Fifth Avenue 
New York City 


where we have provided unusual 
facilities for you to judge the surpass- 
ing merits of our popularly-priced 
line that far outsells all others. 


Let this, then, be our invitation to you. 
Whenever you are in New York City, 
feel free to make our Headquarters 
your Headquarters. Every possible 
service will be rendered, every cour- 
tesy shown. 


Ask for the facts 
which prove the success of our 


DISTRIBUTORS PLAN 














Hartford, Conn 


—the. Complete Line 





NO. 600— 


Reversible and adjust- 
able Toaster (patd. and 
pats. pdg.). One among 
many TORRID values 
that permit of no com- 
parison. Fully described 
in our Latest Listing 
and Index, copy of 
which will be sent you 
upon request. 


@ $4.50 


The FRANK E.WOLCOTT MFG.CO, 
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Editor’s Page 


A “Cheap” Practice 
N THE promotion of practically every ex- 
I hibit fostered by the prominent associations 

in the electrical industry, a condition crops 
up that is wholly unfair and is a sore spot not 
only with the officials who work hard to make 
the exhibit a success but the manufacturers’ who 
come into the exhibit and co-operate with the 
association. : 

This is the practice, on the part of some manu- 
facturers’, ‘to take no space in the regular ex- 
hibit, pay no part of its cost, and give it not 
one iota of support, yet try to cash in on the 
investment of the association by renting a near- 
by hotel room for a few dollars a day, putting 
in an exhibit of their wares, and then, with 
supreme gall, going around among the at- 
tendants at the convention and trying to hook 
them into their private exhibit. 

The matter has been called to our attention 
again, this time in connection with the National 
Lighting Equipment Exhibition. As is well 
known, the Artistic Lighting Equipment Asso- 
ciation, the National Association of Lighting 
Equipment Dealers’ and the Associated Light- 
ing Equipment Salesmen are co-operating to 
promote this exhibition. The A. L. E. A. is 
spending in promotional and advertising work 
and other activities, a sum in excess of $25,000. 

While the benefits of the many meetings are 
free to all—members and non-members, the 
exhibit space is open to members only. 

Several concerns, who have had an oppor- 
tunity to take membership have not availed 
themselves of it. But now that the convention 
and exhibition are to take place they are pre- 
paring to take space in other hotels during the 
week of the exhibition for the purpose of ex- 
hibiting their products. This is not only un- 
ethical—it is “cheap.” , 


*. s ® 


A Personal Slogan 
ONIFACE VIII, once sent out emis- 


saries to find an artist capable of decorat- 

ing St. Peter’s. One of them came to 
the studio of Giotto and asked for a sample of 
his skill as an artist to take back. 

The great artist dipped his brush in a pot of 
paint and with one sweep of his wrist drew a 
perfect circle on a piece of paper. 

-He knew that he could not send samples of 


his work, mainly frescos, so the best thing he 
could do was to send evidence that his eye was 
true and his hand firm. 

Neither can advertisers today send to all job- 
bers’ salesmen samples of their handiwork. But 
they can and do send messages more complete 
and more instructive than Giotto’s circle. These 
messages in the form of advertisements are im- 
portant to you. They give you ideas. They 
give you new and perhaps improved forms of 
expression. Ideas and forms of expression are 
the very foundation of salesmanship. 

“IT will study advertisements in ’27 
well be your personal slogan. 


might 


No Slump In Sight 


HATEVER his innermost thoughts 
may be, you never can get a banker to 


express his opinion of conditions cover- 
ing a period of more than six months ahead. 
In fact, six months is too long for him usually, 
for he is very conservative. 

Statements from high executives of many 
of the great financial institutions have been 
appearing quite frequently of late professing < 
feeling of great assurance that good business 
is in prospect for the first half of 1927. Further 
than that they do not express an opinion, but 
that much is a good indication, considering that 
they have “gone the limit” in making their 
prognostication. 

The forerunners of business depression—ris- 
ing prices, increasing .costs, labor inefficiency, 
excessive inventories, credit stringency—these 
are said to be conspicuously absent from the 
current statistics of business. Until such signs 
do appear there should be no fear of a real, old- 
fashioned depression. 

Speaking generally, they believe that some- 
where near the present volume of business can 
be expected and there is no reason to assume 
that it will be accompanied by a disconcerting 
diminution of profits. 

Jobbers are no longer concerned over 1926 
it was a good vear—what they want to know 
is if there are any clouds on the horizon. Well. 
if the bankers see a mackerel sky when they are 
so prone to see thunderheads, faith at least is 
strengthened. From all indications, 1927 ought 
to be another good year and here’s looking at 
you through rose colored glasses. 
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“T’d Like to Put These Words 
In Every Salesman’s Mouth”’ 


flow about 
SOIMEG 


OKONITE 
TAP E — Says the 


for that ob 2— Sales Manager 


If the Sales Managers of Electrical Jobbers 
would issue definite instructions to their sales- 
men to ask “How about some Okonite Tape 
for that job” when taking a wire order, their 
showing for the year would be increased be- 
yond their expectations. 


And, don’t forget we have a complete line of 
tape. In addition to “Okonite” tape, you can 
sell black “Manson” tape, “Dundee A”’ fric- 
tion tape and “Dundee B” friction tape. 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. | PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 

Canadian Representatives: Engineering Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 
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Selling To Industrial Plants 


Introduction to a Series of Articles Containing 
Suggestions for the Average Jobber and His 
Salesmen in Developing this Class of Business. 


first thing to get is a compass. The field has been 

fairly well charted, but it is very easy for the job- 
ber who is launching forth into it for the first time to 
start from somewhere and arrive at nowhere, or, at best, 
back at the place from which he started. And the old 
timers in the business of selling industrials—and by these 
are meant the 390,000 odd 


I N approaching the field of industrial plant sales, the 


dealer field, where they have long been predominant. 
Within the last year or two, however, there has been 
evident a change of heart in regard to industrial plant 
sales. More manufacturers have been coming into the 
field of late years who, with the expansion of their busi- 
ness, have reached the saturation point as far as indi- 
vidual effort is concerned, and are now sorely in need 
of adequate wholesale out- 





manufacturing plants of this 
country—do not go about it 
without a definite guide that 
will keep them in the lane 
which leads to the port of 
profit. selected. In the 

While there are a num- 
ber of electrical jobbers to- 
day who specialize in in- 
dustrial plant business and 
are successful at it, and yet 
others who derive a substan- 
tial part of their volume 
from this source, there is 
still a considerable third 





N ANY field, to make a system- 
atic effort to cultivate it, a def- 
inite mark to shoot at should be 


field, a grouping of such plants has 
been worked out and certain strata 
indicated wherein it would seem log- 
ical that the average jobber, without 
unusual advantages or affiliations, 
could make his bid for business with- 
out being under serious handicap. 


lets to enable them to keep 
up with the production fa- 
cilities already built up or in 
contemplation. On the other 
side there has been a large 
industrial plant increase in the number of 
jobbers. Both have been 
warranted by the general 
growth of the electrical in- 
dustry. Rearrangement of 
the old lines of distribution 
will surely come about as a 
result, and jobber and man- 
ufacturer are going to get 
together as an economic 








class that have stayed away 
from it and confined their 
attention wholly to their contractor-dealer trade. To 
the last class this article, and those which are to follow 
in subsequent issues, are especially directed. 

There is a tremendously large field for the sale of 
electrical equipment and supplies to industrial plants. 
Much of the electrical business originating there has been 
shunted around the jobber through various channels. 
This has not been altogether due to a special disinclina- 
tion on the part of the manufacturer to disregard the 
jobber. It has been partly due to the fact that jobbers, 
as a class, have not had internal organizations and the 
will to do, which would enable them to fight for and get 


this business, as has been the case in* the contractor- 


necessity, and pass more in- 
dustrial business through 
wholesale channels. Therein lies a great opportunity for 
the jobber. 

In the beginning it was suggested that a compass be 
used. But a compass is of no particular use without a 
ci.art. So the latter will next be presented. 

The diagram on the next page is based on government 
statistics, which indicate that there are upwards of 390,- 
000 industrial plants in the United States. As to size, 
these are divided as follows: Those employing 50 men 
or over number 25,000. They do 78.3 per cent of the 
business. Those employing 20 to 50 men number 25,000. 
They do 9.8 per cent of the business. ‘Those employing 
five to 20 men number 140,000. They do 6.9 per cent of 
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200,000 Industrials -Employ under 5 Men-Do 5% of the Business 


A. 25000 irmhestiaais Been 50Men at Over- Do 7 78. 3% of the Business 





Dark Area Shows Two Zones or Strata Wherein the Average Jobber Might Reasonably Expect to Secure Industrial Plant 
Business on a Profitable Basis. 


the business. Finally, those employing under five men 
number 200,000 and do five per cent of the business. 

Thus the jobber has before him four distinct strata to 
pick from. A concentrated drive for business can only 
be carried on if there is a definite mark to shoot at, and 
this classification does very well as a place to begin. In 
these four divisions or strata—A, B, C and D on the 
diagram—there are to be sold, in great volume, (1) 
motors, (2) motor control equipment, (3) fuses, (4) fac- 
tory lighting equipment, (5) safety switches, (6) wiring 
devices, (7) fire alarms and signaling equipment, (8) 
electric tools. 

To the jobber about to go after industrial business for 
the first time the question is: “Where shall I start?” 
To the jobber already in, ““Where shall I concentrate?” 

Leaving out exceptional cases governed by exceptional 
conditions, the logical field for the average jobber lies 
in the areas B and C. In those areas any jobber of 
reasonable size, reasonably equipped along lines to be 
mentioned later, and with the will to do, can get his fair 
share of profitable business. He sell therein the 
supplies and equipment enumerated above and take a 
And why? Go _ back to the 


can 


back seat for no man. 
diagram. 

There is an impression quite generally held that the 
jobber cannot sell the industrials, particularly such equip- 
ment as motors, motor control, panel boards, etc., 
the manufacturer will sell direct. 


because 
This argument might 
hold if all industrials were of a size to make it worth the 
while to do it. But they are not. The 
lower area—plants with 50 men or over—represents about 


manufacturers’ 





the limit of the field in which the large manufacturer, 
at any rate, with his branch offices, his high priced sales- 
men, engineers and specialists, can afford to play ball. 





If he sends his men out beyond this field—wherever he 
sees a smoke stack—to originate and develop business, 
he loses money. The individual orders, although they 
may aggregate a large total, are of a kind that will eat 
him up with sales expense. 

As a matter of fact this same subdivision is employed 
now by a large and well-known manufacturer. If one 
of this manufacturer’s salesmen or branch office men goes 
after business from a plant smaller than class A he is 
severely censured. His efforts, if not in that individual 
case at least in the long run, will represent a_ loss. 
Everything below class A is to be left to the wholesaler, 
who is welcomed in his designated field, who is given a 
carefully prepared list of class A prospects, so that he 
need net waste his time on them, and who is given 
technical help in closing those prospects who really be- 
long to him. 


Take another look at the diagram—class D. Here 
are 200,000 little one, two, three and four man concerns, 
making this, that and the other thing in little shops, 
basements and lofts. They represent the other extreme. 
Manifestly, in this field the jobber is up against the same 
proposition that faces the manufacturer above the class 
A line. This class D field should be left to your con- 
tractor and dealer, and the jobber should instruct and 
coach him in going after this neighborhood business. 

But in the B and C strata, as said before, lies the most 
promising field for direct sales on the part of the jobber. 
These represent concerns doing nearly 17 per cent of the 
manufacturing business in the country. They use in the 
aggregate great quantities of electrical equipment. They 
will appreciate the jobber’s service and attention to their 
They are neither too large nor too small for the job- 
(Turn to Page 64) 


wants. 
ber to tackle on the basis of profit. 
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Rebuilding A Mailing List 


Salesmen Made Reporters and Given Spe- 
cial Instructions for Collection of Data 


By John T. Bartlett 


An Interview with W. B. Satterlee, Pres. Columbian Electrical Co. 


HEN the Columbian Electrical -Co., of Kansas 

City, Mo., divided its trade into 20 arbitrary 

classifications, and set out to properly list each 
dealer, it converted the 


errors. 


It took but a moment to check this information. 
Heading a number of blank lines below, for the addi- 
tion of special information, the jobber declared, using 
an exclamation point, ‘““Com- 

mailing 





salesmen into mailing list 
investigators and reporters. 

A special mailing list in- 
formation statement was de- 
vised by W. B. Satterlee, 
president of the company, 
to go on the back of the 
daily expense report form. 
On yellow stock, punched 
for loose leaf book use, the 
mailing list reports as they 





appear upon an entire re- 
verse side are illustrated on 
the next page. The same 
form, reporting on a single 
dealer, was repeated here 
four times. 

This form had in the up- 
per right corner, in an ob- 
long space, the words, 


W. B. Satterlee 


effect a great 





ing work was turned 
over to the salesmen 
it naturally fell 
heavy at first. Now, 
however, information 
is only required on 
new 
changes in existing 
names, and is easily 
kept up to date. Im- 
mediately, after the plan was put into 
improvement 
noticed in the company’s distribution 
of advertising matter. 


plete and correct 
list information enables us 
to help you sell!” Sales- 
men were told, if they had 


HEN the mail- 
ing list report- 
more than four names in a 
town, to use the back of a 
second expense sheet. 
Satterlee told Tue Jos- 
BERS SALESMAN’S represen- 
tative that the measure had 
successful in 


been very 


dealers or quickly compiling accurate 
data. 


marked improvement in the 


mailing list Very 


company’s distribution of 
mail advertising matter en- 
was sued. Naturally, the heavy 
work in mailing list report- 
ing for the salesman occured 


when the plan was first in- 








“New,” and, “Old.” The 
salesmen checked which. If 
marked old, information submitted would be used in 
bringing up to date, and bettering the mailing list in- 
formation already’ possessed. 

There were three blank lines for name, address, and 
kind of business. Below in parallel columns were the 
20 stated classifications. Opposite each, to the left, 
was a checking square. 

The first classification was for dealers to whom the 
Columbian company’s “Electric Broadcaster’ should be 
sent. Second classification was for recipients of “Radio 
Broadcaster,’ another company catalog-price list pub- 
lication. Then came, in order, a classification each of 
the following: electrical contractor or buyer of con- 
struction materials; electrical dealer or buyer of mer- 
chandise items; ‘Handles lighting glassware or fixtures ;”’ 
“Buys motors or does motor repairs;” “Our Mazda ‘A’ 
agent;” “Prospective ‘A’ agent; expiration date....... “a 

There were classifications for. “Large industrial,’ and 
“Small industrial,’ for music dealers, telephone com- 
panies, auto and batteries dealer, hardware dealers, cen- 
tral stations. Others were indexed, “Buys radio sets,’ 
“Buys radio parts or builds sets,’ “Authorized RCA 
dealer.” 

One of the 20 classifications was a blank line, for 
special classification not applicable elsewhere. 

Upon the back of each expense report, Satterlee placed 
four of these forms, with the instruction, “Indicate proper 
listing by X. Print or write name plainly to avoid 


troduced. At present, in- 

formation is only required 
upon new dealers, and for reporting changes in existing 
names. 

Having collected all these data for a really compre- 
hensive mailing list, of course the next thing to do is to 
use it intelligently. That is a story in itself, although 
brief mention may be made of one of the direct by mail 
pieces that is sent out to that part of the list interested 
—the “Columbian Broadcaster.” 

In a recent issue he uses the inside front cover for a 
double purpose. 

“Save on freight—buy from Columbian,” is the head- 
ing of a piece of copy. Now, freight savings are talked 
by electrical jobbers a thousand times a day—but, 
strangely, catalogs do not play up the appeal nearly to 
the extent that salesmen find it pays them to. “Here,” 
Satterlee starts out by stating, “are the L. C. L. first 
class freight rates per 100 lbs., from three major dis- 
tributing centers to various points in your territory.” 

In tabulated form are presented rates, respectively, 
from Kansas City, St. Louis, Chicago. 
points are selected in each state for typical examples— 
Atchison, Manhattan, Wichita, and so on in Kansas; 
Joplin, Springfield, and others in Missouri; Bartlesville, 
Enid, Muskogee, Tulsa, in Oklahoma. Good stuff! 

And just below, under the heading “Good Job Done in 


Representative 


Dodge City,” he gives an example, with illustration, of a 
recent apartment building in which were installed various 
products handled by Columbian. 
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This kind of a publication, into which real thought 
is instilled is result-getting,—provided, and that is im- 
portant—that it gets into the hands of a real dealer. 
Manifestly a power plant engineer would get little kick 


“FOUNDED ON THE BELIEF THAT 

The next to the last page in the issue referred to was 
called the “Hot Shot” page, devoted to a drive on 
certain specialties, and following it was a perforated 


cover. 


convenient 


special offer to dealers of an 


the 
matic 


one 


~ 


sending in the 
iron to the 


The inside of this cover was made up into two 








‘Kind of Business. 
“ () 1. Send Electric Broadcaster. 


© 2. Send Radio Broadcaster. 
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0 16. Music Dealer. 

(7 17. Auto and Battery dealer. 
(0.18 Hardware dealer. 

0) 19. Large Industrial. 


: 2) 20, Smail Industriat. 
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Kind of Business...............:.. 
1. Send Electric Broadcaster. 
2. Send Radio Broadcaster. 


de Elec. Contractor or buyer 
of const, materials. 


4. Elec. Dealer or buyer of 

5. Handles lighting glassware 
or fixtures. d 

6. Buys Motors or does motor _ 
repairs. he 

7..Our Mazda “A” agent. 


8. Prospective “A” 
agent, yee 

















7. Our Mazda “A” agent. 
8. Prospective “A” - 


agent. Exp date. 


9. Buys Radio Sets. 


C18 Baws Radio Pars obit 
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C) 13. Central Station. 
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© 15. Telephone Company.. 

() 16. Music. Dealer. 

© 17. Auto and Battery dealer. 
© 18. Hardware dealer. 

© 19. Large Industrial. 

O ®. Small Industrial. 
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6. Buys Motors or does motor 
repairs 


7. Our Mazda “A” agent. 
8. SAP 
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‘Indicate Proper Listing by X) Print or write names plainly to avoid errors. 


Complete and Correct Mailing List Information Enables Us to Help * You. Sell 
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NOTE—If you have more than four names in a town use the back Se daietlinc! cpabids abt 
Write “complaint information” or information about “new jobs” on sess. son sheet of paper 
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The Form to Be Filled in for Securing Mailing List Data is Printed in Quadruplicate 
as Shown Above, On the Reverse Side of the Salesman’s 
Regular Daily Expense Report Form 


order forms. And 


housewife. 


on 


automatic 
best idea on how to sell the 


outside was a 


the 
electric iron to 


auto- 


out of it. And it is for the purpose of seeing that his 
direct mail seed falls on fruitful soil that Satterlee has 
gone to unusual effort in preparing and subdividing his 
mailing list as described above. 
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Exact Knowledge Brings the 
Power to Sell 


Ability to Expose the Defects of Old Factory Lighting 
and to Suggest New Systems and Show Their Advan- 
tages Mark the Real Salesman 


By FRANK H. BERNHARD 


the salesman. Many times lack of confidence is 
due to lack of knowledge of the goods and what 
useful ends can be accom- 


CC ttc sstsnan, in what he sells is a great asset to 


lighting with its dark shadows and gloomy workrooms, 
nor for excessively brilliant and glaring lighting. The 
best working conditions, both for employer and employe, 


are found where the need for 





plished by them. This is likely 
to be true of strictly modern 
factory lighting. 

Present standards in this 
line call for an_ installation 
that is liable to cost somewhat 
more than what was put in, say 
10 years ago. Without com- 
plete knowledge of the short- 
comings of the old and the 
decided advantages of the new 
systems a salesman may hes- 
itate to justify the change to 
the probably more costly in- 
stallation. Such hesitation is 
often accentuated by fear of 
underbidding by competitors. 
This is notoriously so among 
contractors. 

Ten years ago improvement 


up-keep.” 





A Service 
66X70 SALESMAN should 


hesitate to recommend an 
installation that provides plenty for 
of light, but good light that is 
well diffused and free from ob- 
jectionable glare. This requires 
efficient equipment of the high- 
est grade. Only such equipment 
will give the most satisfaction in 
the way of productive lighting, 
greatest net savings, reliable and 
economical operation, 


“More and Better Light” is 
fully met. 

It should not be difficult to 
recognize bad lighting on going 
through a plant. Reference 
been made to numerous 
A drop light 
and work 
is an obsolete and in- 
for trying to 


has 
examples of it. 
each machine 
bench 
efficient means 
light a shop. 

small 


It lights only a 
leaving the sur- 
roundings in deep shadow; it 
throws glaring light into the 
it is 
acci- 


area, 


eyes and injures them; 
responsible for many 
dents; its upkeep is high. 
Almost as bad lighting is ob- 
tained from reflector-equipped 
lamps that are hung high, but 


and low 








in factory lighting had not 
advanced very far. The pre- 
vailing equipment consisted of drop cords with bare lamps 
and sometimes flat or cone shades in more or less poor 
condition. Where enameled steel reflector units were used 
they were poorly spaced and gave non-uniform illum- 
ination. The reflectors were commonly too shallow to 
screen the lamps properly from view. Diffusing means 
for reducing direct glare from clear, high-power lamps 
were seldom employed. Shadows were dense. The light- 
ing was frequently dim, uneven and glaring. 

By the time we got into the war and the call for high- 
speed production’ sounded through the land, better reflec- 
tors were developed and more attention was given to 
reduction of glare. There was quite a spurt in lighting 
improvement with resulting stimulation of production in 
what were called the essential industries. The new 
plants built, as a rule, were well lighted. Tests showing 
the productive value of good lighting began to be reported. 
But then the industrial slump set in and lighting better- 
ment was practically put to sleep for some two years. 

When the revival set in still better lighting equipment 
was at hand. At present there is available plenty of choice 
among lamps, reflectors, standard and special fixtures to 
meet the most exacting lighting requirements. Conse- 
quently there is no longer any excuse for insufficient 


are too small to give enough 
light, or too widely spaced to 
give evenly distributed light. Unless hung very high, clear 
lamps in wide reflectors give serious direct or reflected 
glare; in modern reflectors the lamp does not protrude 
below the bottom of the reflector. Of course, makeshift 
or cheap equipment, like tin or cardboard shades, as 
well as that poorly maintained, like burned out or broken 
lamps and reflectors, can yield nothing but poor lighting. 

All these and many similar instances of bad lighting 
may appear to the factory owner who knows no better, 
to be economical means of lighting his plant. Actually 
they are very wasteful, because the employer is losing 
money on account of them every day. 
hampered in their work, valuable time is 
material is spoiled, accidents are increased, 
impaired and no one is contented. 

He may not realize this, but he will if it is pointed 
out to him. Salesmen have found it very effective to 
take the owner through some badly lighted part of his 
plant and show him cases of waste of time, accident 
hazard, or eye strain, due to inadequate or other bad 
lighting. Thus having him realize his loss makes it much 
easier to convince him that it can be eliminated by an 
improved lighting system. 

The advantages of really good factory lighting have 


His men are 
wasted, mucl: 
evesight is 
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been proven by numerous conclusive tests and in count- 
less installations that have demonstrated to owners all 
that was claimed. In a recent issue of THE JoOBBER’s 
SALESMAN tests were reported in which the saving from 
an increase of production of 12.5 per cent was nearly 
six times the additional operating and upkeep cost of 
the new lighting. In many cases the production increase 
has been 25 or more per cent. 

Besides this there 
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For difficult ones the salesman is urged to send dimen- 
sions and other particulars to the engineers of the manu- 
facturers, who will gladly prepare a complete layout. 
This is good advice to follow. 

In the absence of such booklets it may be of value to 
put down here a few of the general ideas carried out in 
modern lighting. 

(1) Abundant illumination should be provided to 
facilitate seeing the 





has resulted a _ de- 
crease in accidents 
and compensa- 
tion costs averaging 
15 to 20 per cent. 
Good lighting has 
brought about a fur- 
ther saving of large 
amounts through di- 
minished spoilage. 
The improved working 
conditions and greater 
contentment of the 
workers resulting 
from lighting better- 
ment have decreased 
labor turnover. All 


work without eye 
strain or fatigue. For 
rough work at benches 
or machine tools this 
requires about 6 foot- 
candles at the plane 
of work; -for medium 
machine work about 10 
or 12 foot-candles; for 
very fine machine or 
bench work, such as 
watchmaking, engrav- 
ing or glass cutting, 
from 20 to 50 foot- 
candles is required. 
Tables showing the 
required foot-candles 





these and other inci- 
dental savings have 
materially increased 
the total saving be- 
yond that realized 
from production in- 
crease, although the 
latter is usually the 
one most directly no- 
ticed. 

From the foregoing 
it should be clear that 
jobbers’ salesmen who 
bring about improve- 
ment in factory light- 
ing can take pride in 
what they are thereby 
doing toward promot- 





for many more occu- 
pations are obtainable 
from lamp manufac- 
turers. 

(2) Uniform gen- 
eral illumination of 
the entire room should 
be provided, usually 
from lighting units 
hung as high as pos- 
sible to give wide dis- 
tribution of the light 
and freedom from 
dense shadows. 

(3) The lighting 
should be free from 
direct or reflected 
glare. The simplest 





ing economy and 
safety in production, 
conservation of eye- 
sight and greater hap- 
piness. They can get 
further inspiration from knowing that‘they can add a 
respectable amount to their income from pushing this 
business. : 

To push this business effectively, the salesman should 
know not only the faults of old lighting methods and the 
advantages of the modern ones, but just what a good 
modern lighting system should be for any particular 
plant. He should know at least enough about the latter 
to fill out the order for the new equipment. 

Booklets that have been prepared for this purpose by 
the manufacturers of lamps and reflectors can be ob- 
tained by the salesmen handling their lines. In them 
suggestions are given for solving the simpler problems. 


Examples of Properly Lighted Industrial Plant Interiors. 





way to meet this re- 
quirement when reflec- 
tors open at the bot- 
tom are employed is 
to use the new inside- 
frosted lamps up to and including the 100-watt size and 
bowl-enameled lamps for larger sizes. “Glassteel- 
diffusers” are still better in this respect, besides having 
other advantages. 

The first of the above requirements affects principally 
the size of the units, the second their spacing and mount- 
ing height, and the third the selection of the equipment. 
In laying out the lighting for a new system, unhampered 
by any effort to use old outlets, the equipment is usually 
selected first, then the height and spacing, and finally the 
size. 

For most factory rooms the R L M standard dome 
reflector is quite satisfactory. For very high rooms, such 
as erecting shops with a traveling (Turn to Page 58 ) 


Above, 
Stewart-Warner Speedometer Corp., Below, Grebe Radio 
Factory, Richmond Hill, N. Y. 
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Zink Doesn’t 


INDUSTRY.” 


Give a Hang 


For Volume 


A California Executive Trains His 
Men to Go For the High Profit Business 
By RUEL McDANIEL 


BOUT the best way to work with salesmen is to 
know the 
knowing the mind of a salesman is to be one. 
portance of these two obvious 


salesman’s mind. The surest way of 


The im- 


Know- 
ing it, he knows what to do to keep salesmen fighting 


So that is why he knows the salesman’s mind. 


for the house and themselves every day of the year. 
First of all, Zink remembers 








facts is illustrated by the ex- 
perience of one of the youngest [ 
and most energetic executives 
in the electrical jobbing field 
in the West—Ralph J. Zink, 
vice-president and sales mana- 
ger of the Coast Electric Co., 
San Diego, Calif. 

But for other outstanding 
characteristics, one would think 
Mr. Zink was one of the com- 
pany’s newest recruits to the 


sales force; because you usual- 
ly see him busy at or near the 
long counter on the main floor 
of the building, where custom- 
ers buy over the counter or 
come to ask questions. You 
never see Ralph Zink far away 
from that counter during work- 
ing hours, for he has his desk 
near, so that even when he is 
forced to attend to desk duties 
he is always within greeting 
distance of the counter. 

His energy while talking 
with customers and_ serving 
them reminds you of the new 
salesman, striving to please 
and eager to learn. You ob- 











O HIS men, Zink is not the 

‘Boss, but Ralph; to him they are 
Bill and Fred and Jack. It is said 
that he knows the salesman’s mind 
for he has himself been a salesman, is 
one now and always will be one. 


his own selling days and knows 
the mental reaction of the av- 
erage salesman toward various 
little things in his relation to 
the house. For instance, some 
salesmen, when they are in 
headquarters, act like stran- 
gers. They are not themselves, 
because they have not been 
made to feel that they are a 
part of the home organization 
as well as the sales force. 

To overcome this feeling ‘on 
the part of timid salesmen, Mr. 
Zink strives to make every man 
feel at home when he walks be- 
hind the counter of the main 
plant or into an executive's of- 
fice; for only when a man feels 
perfectly at ease can he do his 
best thinking; and men are 
supposed to think in the office 
= as well as out. 

To his men Mr. Zink is not 
the Boss, but Ralph; to him 
they are Bill and Jack and 
Fred. Thus they talk with 
each other freely and frank- 
ly about their problems and 
thoughts. 








serve quickly, however, that no 
recruit could have the same sureness of his job. 

Mr. Zink is only 32 years old and he looks 27. Before 
he was large enough to hold a regular job, he became 
office boy for a local wholesale electrical firm. From of- 
fice boy he was promoted to detail clerk, then stock clerk. 

As soon as he was old enough, and before the average 
person would say he looked old enough, he was given a 
try at selling. He was then barely 22 years old. Evi- 
dently he surprised some of the wiseacres, for he sold 
continually thereafter. He still is a salesman and always 
will be, he declares. 

Seven years ago when the Coast Electric Co. was or- 
ganized, he became one of its salesmen. Since that time 
he has progressed to the job of vice-president of the 
company and head of the sales department. 


Mr. Zink requires that all 
his salesmen spend a part of their time every week behind 
the sales counter. They usually are there on Saturdays, 
and when they are at the office in the morning, at noon 
or in the afternoon before closing time, they are expected 
to work behind the sales counter the same as the regular 
floor men. 

This is done for several reasons. In the first place, 
it is one of the things that makes the salesmen feel at 
home and at ease when they are at headquarters, for a 
man soon comes to feel at home when he works at a place 
for a time. In the second place, they are required to 
work a certain amount behind the counter in order to 
keep them familiar with the stock, and to meet their own 


customers across the counter occasionally as well as in 
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Knowing the stock that is on the shelves and working 
behind the counter often enough to keep the salesmen 
familiar with new stock is a big factor in their selling, 
because they can better visualize it to the customer; and 
it is a favorable change to have the customer of a sales- 
man come in occasionally and see him behind the counter, 
because it impresses the customer with the fact that the 
salesman knows his stock and is an integral part of the 
parent organization as well as the sales force. 

The company “raises” all of its salesmen. ‘We had 
rather have a young man who had never sold anything, 
and especially lacking experience in selling electrical 
goods at wholesale, than an experienced salesman,’ de- 
clares Mr. Zink. “A man who knows selling already has 
too much to forget in order to sell our way. It is usually 
more difficult to train a man to drop his own selling ideas 
than to teach a new man to sell our way. Whenever we 
are ready to put a new salesman on the road, we take 
some young chap who has been with the company long 
enough to know the policy of our organization, our meth- 
ods of selling and the stock. If he has all of these things 
thoroyghly in mind and is completely sold on our organ- 
ization and the industry we represent, then the mere 
selling ability soon comes as a matter of course if the 
youngster has the energy we think he has when we start 
him on the road.” 

In order to overcome the price-cutting problem that is 
making life miserable for many a sales manager, the 
company exercises exceptional care in buying. “We stock 
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the customers’ own store or other place of business. 










primarily the merchandise that is well-known,” says Mr. 
Zink. “Such merchandise usually has a reasonably stan- 
dard resale price, and that means that it cannot be cut 
far below the right price if it is handled at all. 

“Above all things, we watch our profits, and forget the 
prices of competitors. We realized a long time ago that 
there was no credit to a concern to pile up a great volume 
of sales if profit were lacking. We have quit watching 
volume figures and look to the next column on the books, 
which tells us the profits we make. Volume does not pay 
overhead and salesmen’s salaries. If there is not a fair 
profit along with volume, the more business a firm gets the 
more money it loses.” 

Salesmen are on a straight salary basis. By thus pay- 
ing them, it is not so difficult for the company to induce 
its men ‘to look at the profit column, rather than the gross 
sale figures when considering an order. Mr. Zink de- 
clares that the firm’s salesmen have been thoroughly 
trained to count their work in profit and not in volume. 

“We impress upon our men that we had much rather 
they sell 50 dollars’ worth of merchandise and make a 
fair profit on it than to sell a five hundred dollar order 
on which we get merely a handling charge,” says Mr. 
Zink. ‘The sooner the jobber can train his salesmen to 
sell upon a profit rather than a volume basis, the quicker 
his profits will look more like they ought to look.”’ 

Mr. Zink deals with his salesmen in a manner that 
teaches them to think for themselves. They do not meet 
a customer’s demand for price shading by telling him 
(Turn to Page 62) 
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HIS looks like “the place where the winds come from.” 

business. 
the winter. 
condition for next summer.—Underwood Photo. 











We wonder what jobber and jobber’s salesman gets this bit of 
This is the store room in the Capitol at Washington where the Senate and House electric fans are kept during 
Phil. H. Crook, custodian of the cooling breezes and his assistant are shown getting their supply of fans in 
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Pooling Ideas to Form a 


Dealers’ Sales Plan 


How a Jobber Worked Out a Uniform Plan 
By Making His Salesmen Reporters of Ideas. 
By J. E. BULLARD 


O SALE is really closed until the dealer or the 
N contractor has turned the goods he has bought 
into money. Up to that time there is always a 
possibility of those goods being 
shipped back. They may be 
shipped back because the cus- 
tomer cannot pay for them, or 
they may be shipped back be- 
cause he decides he does not 
want them and finds something 
about them that he can claim 
is not as they were represented 
to be. After he has sold them 
and collected the money for 
them, the jobber has really 
made a sale but not until then 
is the sale absolutely certain. 
It is this fact that is leading — 
to a different type of selling 
from that of the.old days. A 
distributor of domestic appli- 
ances is making a very great 
success of his business because 
he makes it a point to work out 
a sales plan and to see that the 
plan is carried out every time 
he makes a sale to a retailer. 
The result has been that in 
some cases he has sold carloads 
where otherwise he would have 


value.” 








“AS A matter of fact, the sales- 

men of this jobber have become 
interested to the degree that every- 
one of them scrutinizes his territory 
with the hawk-like thoroughness of 
the aerial photographer and the re- 
sults of their findings are pieced to- 
gether into a composite plan of great 


ings are pieced into a composite plan of great value. 


From the different methods used, the best points have 


been selected and worked up into a sales plan that any 


retailer can use. There is absolutely no theory 
about the plan. Every feature of it has been 
taken from actual practical experience. It re- 
quires no additional salesmen on the part of the 
retailer. The whole thing depends upon ad- 
vertising and displays. 

Perhaps the best part of the whole idea is 
that the jobber and his salesmen play so small 


a part in it aside from passing 





on information to the customer. 
They act as instructors rather 
than as directors of a selling 
campaign for the dealer. 


Just what is accomplished is 


indicated by one case. This 
dealer had never sold appli- 
ances in any volume. In fact 


he decided that 25 of one kind 
would be all he could order. A 
campaign that he could put on 
without adding to his force was 
outlined to him. Some special 
advertising matter to mail to 
prospects were supplied. He 
was shown how to compile a 
satisfactory mailing list and 





given some points on writing 





sold but dozens of appliances. 
This particular distributor maintains a force of salesmen 
who do house to house work for the retailer, but another 
distributor has found that it is not necessary and many 
times is not good policy for him to put a sales force into 
a town to sell for the retailer. 

This other distributor relies entirely upon the work of 
his salesmen. When any one of these salesmen finds a 
retailer who.is making more than an ordinary success of 
selling appliances, he studies that method until he knows 
every detail of it. Then he passes on all the information 
he has gained to the other salesmen of this jobber. In 
this way some very valuable material has been gathered 
together. 

As a matter of fact, the salesmen of this jobber have 
become interested to the degree that every one of them 
scrutinizes his territory with the hawk-like thoroughness 
of the aerial photographer, and the results of their find- 


good sales letters. The entire 
campaign was mapped out but it was left to him to look 
after all the details. The salesman merely gave him 
advice and some assistance where he needed it most. 

In 10 days that dealer sold 50 appliances without add- 
ing a single person to his force. He did it by making 
effective displays, by using the mail, by using the news- 
papers and by doing some telephoning. 

A person who did not know the results that were ac- 
tually attained and who examined the plan would hardly 
have thought that such results could have been attained. 
They were accomplished partly because the jobber’s 
salesman sold the idea thorougi:ily to his customer, and 
partly because each and every detail was entirely prac- 
tical. The plan was merely a composite of the most ef- 
fective methods used by dealers throughout the territory 
covered by this jobber. 


It was not the doubling of the order taken, however, 
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that was best about this case. Once that dealer learned 
how to sell appliances successfully he has kept right on 
selling them. The volume of business he is doing is sev- 
eral times greater than it was before he was shown by 
an actual demonstration he made himself that he could 
sell them. 

Had the campaign in the case of this dealer been con- 
ducted largely by the jobber, it is quite certain that after 
it was over the dealer would have gone back to his old 
rate of selling. Because he did the selling himself he 
learned by experience, acquired confidence, and was im- 
bued with the enthusiasm needed to continue the effort 
to sell. 

This jobber is doing a large appliance business be- 
cause his salesmen are really closing sales. They are 
seeing to it that the customers not only buy in larger 
quantities but that they sell at a rate that insures fre- 
quent re-orders. 

It requires co-operation between the salesmen and it 
requires the backing of the jobber himself to put over 
such plans as this one. Unless each salesman is on 
the watch for successful selling methods and unless all 
this information is pooled and gone over by the men, 
discussing between themselves the strong and weak points 
of the plan, no such effective methods of selling goods 
for the dealer can be worked out. 

Rendering such service as this to the customer has one 
very decided advantage for the salesman. It means that 
the dealer comes to depend more and more upon him and 
confines his purchasing more and more to this salesman. 
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In addition to the increase in volume due to the assistance 
that has been given toward increasing the dealer’s sales 
there is the addition resulting from the customer buying 
from the salesman who has helped him—dgoods that other- 
wise he might buy from some other jobbing house. 

One retailer when he started in business began buying 
from a certain jobber. He bought from him very largely 
because the salesman from that house was one of the 
first to come around. At the start he did some buying 
from other jobbers as well. But this particular sales- 
man seemed to take a real interest in the business. He 
made suggestions frequently, advised in regard to the 
goods which would sell best in that community, told about 
sales plans that had been used successfully in other 
places and helped in other ways. ‘To-day that retailer 
buys from no other jobber except those things this par- 
ticular house does not carry. 

Another jobbing house has fitted up a fixture display 
room which it places at the disposal of contractors. The 
salesmen found it was not an easy matter to sell many 
fixtures to the contractors in that city. As a matter of 
fact these contractors liked to get away from the fixture 
business as much as possible. Some of them had no place 
in which to display them and had adopted the practice 
of selling fixtures from a catalogue and ordering for each 
contract. If people were not satisfied to buy from a 
catalogue then they were permitted, perhaps even advised, 
to go to some fixture house. What the contractors wanted 
was the wiring and not the fixtures. 

It was to meet this condition that the fixture display 
room was opened. In this display (Turn to Page 60) 
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HE largest luminous-tube electric sign in the world has been placed on top of the new Union Station, Chicago, and was 


lighted for the first time a few weeks ago. 
erect it. The huge sign takes 14 kilowatts per hour. 
containing a rarefied gas. 


made by neon gas and mercury vapor.—Underwood Photo. 


The sign ‘is lighted in two colors, red and green. 


The sign is 23 feet high and 288 feet long and it took three months to 
The high potential electric current passes through an evacuated tube 


The red is made by neon gas, and the green is 
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The Reply of the Present Minute 


By DR. FRANK CRANE 


E OFTEN say: “This 
man is a failure,’ or, 
“That man is a success.” 
But perhaps during the minute we 
are saying he is a success, the man 
is a failure, or in the instant we 
pronounce him a failure, he is a 
success. There is no such thing as 
“a failure’ or “a success.” The 
question is never settled in the 
present tense. When applicable it 
is always in the past tense: “He 
was a success,” or, “He was a fail- 
ure.” It never becomes a solidi- 
fied matter. 

It is not a question of checking 

up so many points or so many dol- 
lars, having a flower pinned to 
your coat lapel and then stepping 
over into the ranks of The Suc- 
cessful. Your only charter to the 
title lies in continued performance. 
During each hour you are either 
a failure or a success—then. You 
may have done wonderful work up 
until now but if you are neglecting 
the present duty you are now a 
failure. Of course in the end, the 
sum total of your minutes give you 
your final title. But having been 
a success for a hundred minutes 
will not make you one in this min- 
ute if you are not doing what you 
know you should. 
The popular conception of success is a gate. You 
force it open. You step inside. You are a success. And 
the rest of life is a vague, blissful period of -“enjoying 
success.” The truth is that real worth while success 
on the other side of the gate is much like a treadmill. 
It is a case of keep going or get off entirely. Success 
means responsibility not freedom. 

The big business man, the big newspaper editor, the 
all the men who are 





star actor, the noted preacher 





now making the large successes—are tied down by those 
successes. Outstanding achievements are made against 
the current. ‘To cease rowing means being carried back 
downstream. 

Thinking of success as something settled produces 
stagnation. It is never settled until the end. 

Each day must give its own answer to the question, 
“Are you a success?” 


Copyright, 1926, by Dr. Frank Crane 
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Why the Large Jobbers Should 


Extend the 


Glad Hand 


It Is Not Sufficient that the Doors of the E. S. 
J. A. Have Been Opened to the Free Lance 
Jobber. Let Us Freshen Up the Welcome Mat 


By McKEW PARR 


off Actium by the strikingly inferior squadron of 
Octavius, because the powerful triremes of 
Antonuis was so much larger and heavier than the smaller, 


T HE mighty fleet of Mark Antony was defeated 


active ships of the enemy that they were unable to. 


grapple with, or engage, the 


Many times have the masters of the great ships pleaded 
with the manufacturers to refrain from supplying am- 
munition and ships’ stores to the corsairs, but all in 
vain. 

There has been no embargo upon the contraband of war, 

and in recent years the number 





agile dodging galley that con- 
stantly eluded their attacks and 
that struck back so swiftly in 
return. It was described as a 
battle of whales against sharks. 

So, also, was the Invincible 
Armada harried and _ broken 


Let 1927 Bea 


Co-operative Year 
N OUR trade, there has been 


of newly fitted out and effec- 
tive privateers has grown so 
greatly that many of the 
heavier galleons have had to 
seek shelter under the flag and 
guns of one or other of the 
great powers and to become 





by the small, handy frigates 
of Drake and Hawkins. There 
is nothing more pathetic than 
the Spanish version of that en- 
gagement. Their powerful 
battle-ships stood so high above 
the English vessels that the 
broadsides went clear over 
them and they could not de- 
press their muzzles sufficiently 
to rake the swift little cruisers 
that darted about like savage 
boar hounds worrying a giant 
tusker. 

In both of these famous con- 
tests the defeated forces dis- 
played heroism and resource- 
fulness, but were fatally handi- 
capped by bulk and immobility. 

For many years, in the elec- 
trical jobbing world, there has 
been constant economic warfare 





a great deal of injurious com- 
petition and resentment, which 
has been one of the causes of the 
present unprofitable and very 
unsatisfactory competitive situa- 
tion that is criticized alike by 
manufacturers, contractors and 
central stations. The present- 
day jobbing houses are organ- 
ized partly for privateering and 
fighting and only partly as cargo 
carriers and merchant ships. 
The problem of the improve- 
ment of distribution is of the 
greatest importance to all classes 
of jobbers. All should be 
brought into the E. S. J. A. that 
they may co-operatively seek the 
solution of this problem. 








affiliated with one of the sup- 
ply house chains that are iden- 
tified with the great manufac- 
turers. 

This affiliation does not give 
the larger jobbers freedom 
from competition, or insure 
their safety, but it probably 
does help them to solve their 
problems in many very prac- 
tical and substantial ways and 
is without doubt of great bene- 
fit. 

However, to carry the naval 
analogy further, let us recall 
that: Four hundred years ago, 
the grand Empire of Spain 
started to develop the com- 


merce and industry of the vast. 


American continents in a very 
progressive, and, for those 
times, enlightened manner. 





or competition between the “Big Jobbers” and the “Little 
Jobbers,” and it has been a most extraordinary engage- 
ment because the units of the two fleets have exchanged 
broadsides with one another as frequently as with the 
opposing forces. 

It has been a fight of ferocity and ruthlessness on both 
sides, and we have seen, not only many a petty craft 
overwhelmed, but also, to our consternation, some of the 
stateliest and most renowned of our great galleons have, 
without any previous warning, gone down with all on 
board; honeycombed below the water line by the steady 
pounding of the smaller ships; and others of them are 
seen drifting, dismasted and water-logged so that the 
utmost seamanship is necessary to bring them to port. 





Great cities, highways, harbors and canals were con- 
tructed and mining, forestry, stock raising, vine-growing, 
and agriculture were developed on an advanced scale. 
The entire hemisphere blossomed into civilization many 
years before the Pilgrim Fathers sailed to land in bleak, 
undesired New England. 

The civilized development of this half of the world 
was blighted and arrested by one condition. The out- 
put of the farms, mines and forests of California, Mexico, 
Cuba, the Philippines and South America was of no 
market value until it could be transported to the con- 
suming and industrial markets of Europe and to do this, 
Spain, Portugal, Italy and Holland, then all part of the 
Spanish Empire, developed huge (Turn to Page 50) 
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Pictorial Review of Electrical Developments 





} ( If you happen to be in the immediate vicinity of this 
| ‘ machine it will register your untruths. It is the “Lie 
| : Machine” exhibited at the recent Power Show in New 


York.—Herbert Photo. 







Marking the air route from Los Angeles to Seattle. 
Twenty-six beacons, as shown at the left, each visible 75 
miles, will guide the pilots——Underwood Photo. 
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This is the part of the switchboard that controls the lights in 
the auditorium and stage being built for the Roxy Theater, New 
York. This does not show the immense amount of associated 
equipment placed in the basement. It has a total of 1,200 con- 
trols, each one having control over one of the many groups of 
colored lights. The switchboard has between six and eight miles 
of fireproof wire. It controls 1,100 H.P. of energy. 





Pretty girl sitting at the entrance to the 
automatic electric elevator tower which fur- 
nishes the only means of access to the lofty 
apartments situated on the mountainside to the 
right of the tower. The automatic elevator 
was constructed and is operated on a co-opera- 
tive basis. The family garages are in a row, to 
the left at the entrance to the tower.—Under- 
wood Photo. 





















THE JOBBER’S SALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Gloria Swanson does her stuff or radiates her charm from the 
inside of a 5,000,000 candle power searchlight used in making 
movies. This is called the “Superlyte.”—Underwood Photo. 





A monument to “filmdom art.” A picturesque 
view of the new Paramount Theatre, Broadway 
and 43rd St., New York, at night, showing the 
massive edifice which rightly deserves the title 
of the “Woolworth Building” of the Rialto. 
Underwood Photo. 





A remarkable 
night view in Chi- 
cago, looking up the 
river along Wacker 
Drive. At the left is 
the Wrigley tower, 
center, London 
Guarantee, right, 
Bell Bldg. 
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Silhouette The 
Skyline 


} | \REMENDOUS publicity value is 


given a beautiful building whose 
snowy tower gleams against the 
night skyline. 


X-Ray floodlight is your best bet now! 


The capacity of X-Ray projectors 
ranges from 200 to 1000 watts. They are 
equipped with powerful X-Ray reflectors. 


Sell X-Ray floodlighting for advertis- 
ing, beauty, utility and profit. 


CURTIS LIGHTING, Inc. 


1119 West Jackson Boulevard 
CHICAGO 


31 West Forty-Sixth Street 3113 West Sixth Street 
New York Los Angeles 


X-Ray Projector No. 51 Engineers in all principal cities 


Capacity 250 watts 
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33) OR no particular purpose Uncle Sam bought Alaska for $7,200,000.00. For 

¥) thirty years Alaska was generally considered a bad bargain, and then some 

aay half frozen trapper discovered gold in the Klondike. Today Alaska pays 

Nae Ze for itself in gold once in every four months. 

DY James Monroe bought Florida for $5,000,000.00 which is less than the 
price of one hotel down there now. 

@We bought the Louisiana tract for less than 2!4 cents an acre, which is one of the 

greatest real estate bargains ever transacted. 

The site for the Panama canal cost $40,000,000.00 but we had to have it and pride and 

satisfaction will remain long after the price is forgotten. 

So it was buying and selling that gave us half our territory and it is buying and selling 

that gives us our present prosperity of today. 

@Jay Cooke was unquestionably the first Sales Manager. His fellow bankers were shocked 

and astounded at his methods, of course. He advertised bonds for the Federal govern- 

ment, they said he was crazy. After the noise and shouting was over it was found that 

Cooke sold $1,240,000,000.00 worth of bonds. Such was the result of the first sales 

campaign. 

@Salesmen have done more for civilization and progress than we imagine. 

@Without their valuable aid wheels of Industry would cease to turn. 

@New inventions to make necessary work easier and homes and working conditions better 

owe their success to the salesman. The inventor makes them, but it takes the Salesman 

to put them on the market. 

Both the demand and goods have to be manufactured. Advertisement and the salesman 

have to persuade the public to let go of old fashioned ideas. 

€Today we walk up to the counter and buy the article that is Nationally known remark- 

ing that it should have been invented twenty years ago. Probably it was, but advertising 

and selling was not as efficient in those days and the public was slow to let go of old 

fashioned ideas. 

There was no demand for the Railroads and for years people thought that to go faster 

than thirty miles an hour would stop the circulation of the blood. 

There was no demand for the steamboat, the sewing machine, the telegraph, the air 

brake, the electric light, the reaper, radio, telephone and any other invention that today 

seems a necessity. 

@It is not true that new goods are manufactured to supply the demand. Nobody takes 

to new ideas. It’s up to the salesman to create this demand, to sell the public. 

So it is with KONDU THREADLESS FITTINGS. Last year there was no demand 

for a threadless fitting. Today, thanks to the salesmen and the Advertising campaign 

conducted to create this demand that we now enjoy. Thanks to the Jobbers who have 

realized that KONDU-BOX is not a necessary evil but in demand today by the public. 


We Wish You One and All Prosperity for 1927 


ERIE MALLEABLE IRON COMPA 


and all its representatives 
ERIE, PENNA. 













_ Throwing away good money for snow drifts.. 
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Give the Salesman 


Credit 


The inventor invents the 
article but the Salesman 
makes possible lower costs, 
higher profits, higher wages 
and twice the output. 


should read 
this 


KONDU-BOX 


Reg. in U. S. and Canada 


THE THREADLESS 
CONDUIT 
FITTING 


Vitally important wher- 
ever electricity is used. 


Used by Nationally known in- 
dustries all over the country. 
Names of users gladly given on 
request. 
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be 


LINES THAT WILL INCREASE YOUR PROFITS 
— AND YOUR REPUTATION! 








DIRECT 
COMMUNICATION» 


BETWEEN Office and Storeroom 


for less than the weekly salary of a 
stenographer 





BETWEEN House and Garage 


for less than the cost of a shoe for 
the car 





YANKEE WALL SET 


BETWEEN Box Office and Manager 


for a fraction of a day’s takings 









YANKEE 
HAND SET 


THE YANKEE PHONE IS AS GOOD AS ITS NAME AND IS THE 
BEST TELEPHONE VALUE IN THE WORLD 


Write us for Bulletin, Price List and Discounts 
AND SPECIAL QUANTITY DISCOUNTS 


S. H. COUCH COMPANY, Inc. 


TELEPHONE AND APARTMENT HOUSE MAIL BOX MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


SALES OFFICES 


BOSTON CHICAGO NEW YORK 
170 Purchase St. 809 W. Jackson Blvd. 76 Varick St. 
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SALES REPRESENTATIVES 


ST. LOUIS DETROIT LOS ANGELES OMAHA SEATTLE 


G. H. Stienhans Cadillac Metal Products Co. Sierra Elec. Co., Inc. G. S. Felt Sierra Elec. Co., Ine. 
ASHEVILLE, N. C. SAN FRANCISCO PHILADELPHIA DALLAS, TEXAS 

L. E. Perrault Sierra Elec. Co., Inc. John R. Hollingsworth Gottschall & Westcott 
PORTLAND, ORE. MONTREAL WINNIPEG VANCOUVER 
Sierra Elec. Co., Inc. Mac Gillivray-Beatty Co., Ltd. Cochrane, Stephenson Co., Lid. Cochrane, Stephenson Co., Ltd. 


MANUFACTURERS OF THE COUCH ‘“‘AUTOPHONE” SYSTEM 
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At 68 degrees north, in the little town of Wiseman, Alaska, 
a lone private of the U. S. Army, C. J. Ulen, is in command of 
the radio station, the most northern in the world maintaining 
a regular schedule. In addition to being the radio operator, 
Ulen is commissioner and postmaster.—Underwood Photo. 


All American’s photographer succeeded in getting an 
unusually artistic picture to illustrate one of its newest 
sets. 


Jobs held by men in the tunnel system 
that honeycombs the “loop” under Chi- 
cago were the most lonesome in_ the 
world until radio came along.—Under- 
wood Photo. 


arveréc 


On the outskirts of Berlin is an electric culture experimental station 
where tests have been carried on for some time with the use of aerial 
induction to help improve the growth of crops. To date it has been 
very successful as can be judged by the crops produced under electric 
culture. It is interesting to note that the idea of free electricity by 
aerial induction had its origin with our own Benjamin Franklin. 
Underwood Photo. 
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Ross Hartley 


President, The Electric Corporation, Los Angeles 
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MEN YOU SHOULD KNOW 


Ross Hartley 


close to details in his business lacks vision and can- 

not measure up to the big opportunities. But in 
Ross Hartley, president of The Electric Corporation of 
Los Angeles, we have a successful jobber who gives close 
personal supervision to his business, knows the ins and 
outs of all its ramifications, is in close personal contact 
with everything that goes on 


I T IS sometimes said that the man who keeps too 


President 
The Electric Corporation 


definite understanding that he remain for three years. 
The promise was kept and at the end of the period, 
after three years of good training—three years’ experi- 
ence in electrical merchandising—he returned to Califor- 
nia. 

Then he opened the Century Electric Co. of Los An- 
geles, which he. managed for one year. At the end of 
the year he borrowed $300 
from his father and went into 





and yet has had the vision and 
ability to plan and build big 
things for his business and 
earry them through success- 
fully. His very attention to 
details is one of the factors 
of his success. 

A few years ago The Elec- 
tric Corporation erected a new 
building in Los Angeles and 
in the planning of the building 
every detail was gone over and 
studied by Mr. Hartley—the 
placing of the shelves and 
bins, the arrangement of desks 
and windows, the arrangement 
of stock and detail handling of 
orders, etc. The result of all 
this supervision is that the 
company occupies one of the 
best equipped and most effi- 
ciently operated electrical 
warehouses on the _ Pacific 


Coast. opment. 
Like almost all electrical ‘ 


salesman 


go. 


Electric 





A Good Team 


OSS HARTLEY 
type, 
gressive and always ready to 
His associate, Edward F. 
Reilly, secretary and treasurer 
of the company, is of the oppo- of 
site temperament, deliberate in Co. of 
action, possessing the financial 
mind—a_ conservative 
Together, they make an admir- 
able team and have built up The 
Corporation from a 
small beginning to a concern 
that does a business of $2,000.,- 
000 annually, in the short space 
of eight years. Both share the 
honors of this successful devel- 


the “curbstone”’ electrical con- 
tracting business. 
three years the new venture 
prospered until a depression 
hit California and forced the 
business out of existence. 
But this was merely a tem- 
porary set-back. In 1907 
Hartley joined the sales force 
the California Electric 
Los Angeles, the 
predecessor® of the Western 


For two or 


is the 


keen, ag- 


Electric Co., now the Graybar 
Electric Co. 
first city salesman of the elec- 


analyst. 
He became the 


tric jobbing fraternity of Los 
Angeles. For three years he 
held the position of a jobber 
salesman. That he was a suc- 
cessful salesman is evidenced 
by the fact that Col. Carter of 
the then newly organized Pa- 
cific States Electric Co. made 
offer which 


him an was ac- 








jobbers now in business, Ross 
Hartley came up from the 
ranks of a jobber salesman. And if he had not been a 
good salesman he never would have become a successful 
jobber. He was born in Iowa in 1881. His father was 
a Methodist minister; and few ministers remain long 
in one location. Until he was 11 years of age the family 
lived at different places in Iowa and Kansas. In 1892 
they moved to San Diego, Calif., where young Ross con- 
tinued his schooling. 

But for an active, strong, energetic, restless, young 
man who enjoyed athletics and an active life, the con- 
finement of a classroom was trying. To such a young 
man a classroom meant stagnation. 
derlust broke forth and the spring of the year found 
him aboard ship bound for Honolulu—a restless young- 
ster headed for adventure. Stripped of whatever ro- 
mance the journey may have had, it brought him into 
the electrical industry. A new-made friend in Honolulu 
was resigning his position in the office of the Hawaiian 
Electric Co. A few words spoken in behalf of the new- 
comer from the States, a strong recommendation for him 
and presto, the job was his. So Ross Hartley entered 
the employ of the Hawaiian Electric Co. but with the 


So in 1900 the wan- | 


cepted to manage the Portland 
office of this company. 

For seven years he continued in this capacity, building 
the business to a profitable basis. But ambition was 
strong and in 1917 he returned to Los Angeles once 
more and joined forces with Edward F. Reilly, the pres- 
ent secretary-treasurer of The Electric Corporation of 
which Mr. Hartley is president. 

For the past eight years the destinies of both Mr. 
Hartley and Mr. Reilly have been so closely interwoven 
in the development of The Electric Corporation that it 
is fitting to interpolate at this point in the story of Mr. 
Hartley, a short sketch of Mr. Reilly. 

In contrast to Mr. Hartley, Mr. Reilly is considered 
a man of deliberate action and quiet manner, possessing 
the financial mind—conservative and a keen analyst. Mr. 
Hartley on the other hand is the salesman type—aggres- 
sive, quick. Together they form an ideal combination 
for the successful development of a business. 

In 1905, Mr. Reilly was managing a contractor-dealer 
business with supervision over three stores in three 
small cities adjacent to Los Angeles. In 1911 he was 
employed by the Illinois Electric Co. of Los Angeles. 

In 1917 he and Mr. Hartley ac- (Turn to Page 56) 
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Jobbers’ Methods of Handling 


Combination of Perpetual 
and Three Month 


Inventories. 


By J. O. MORRIS 
Vice-Pres., and Gen. Mgr. 

E. S. & E. Co. 

Albany, N. Y. 
N FORMER years we ran a per- 
petual inventory in all of our six 
houses, “‘costed” each ticket, and took 
a physical inven- 
tory once a year. 
After the phys- 
ical inventory 
everybody held his 
breath to see what 
the answer would 


be. 


Today we have 
a perpetual inven- 
tory at our general office here in Al- 
bany for the purchasing department’s 
information. We do not cost tickets 
but merely estimate profit and take in- 
ventory of all our houses four times 
a year. 

This may seem on the face of it to 
be a tremendous job, but after a force 
becomes used to taking inventory it 
is not the bugaboo that it was form- 
erly. 

In the first place, if you take in- 
ventory every three months, your 
stock does not have a chance to be- 
come cluttered up and obsolete, and 
the number of items difficult to in- 
ventory at once is simplified. 





Inventories 


In the second place, we write up 
the inventory cards from our general 
perpetual inventory, with items and 
cost but with the amount left blank. 
These cards are written up once for 
the entire year, and the same cards 
are used four times over. 

These cards are then mailed to the 
branch houses and are placed in the 
bins a day or so before the inventory 
is started. 

At inventory time the entire force, 
including salesmen, work on the count. 
* After the count is made, one of our 
executives, either Mr. Wilcox, my as- 
sistant, or Mr. Powers, our purchas- 
ing agent, goes through and checks 
up, at the same time checking the 
count roughly. 

This may appear too crude to sat- 
isfy some accountants, but again, 
when inventory is taken so often, 
when an error creeps in it is rectified 
at the next three months’ period. 

After the inventory is all completed 
the cards are checked against our per- 
petual inventory at Albany and a re- 
port of any serious shortage is sent 
to the branch houses for their investi- 
gation. 

If the shortage is considerable on 
any one item, we check back through 
the entire period of sales to see if 
over-shipment has been made. 

Some time ago we made a test case 
to see just how rapidly the inventory 
could be taken, figured and adjusted 


on our books. 














INVENTORY 
N2 3500 
Section 
Article 
Description 
Manufacturer 
Date 
Unit Cost Count Extension 
May 1, 1926 
Unit Cost Count Extension 
Aug. 28, 1926 
Unit Cost Count Extension 
Dec. 31, 1926 

















Inventory Card seUd By E. S. & E. Co. 


We closed our Albany branch, 
which is our largest, on a Saturday 
at 12:80; the fiscal inventory was 
completed that night about 11:30. 

The next day on Sunday we 
worked two comptometer operators 
and with the aid of our accountant we 
had the answer and the adjustment 
on the books by 5:00 in the after- 
noon, about 28 to 30 hours after the 
inventory was started. 

This, of course, was only done for 
an experiment and the average inven- 
tory covers about a week, without the 
employment of any additional help. 

a ee 


Use of the Kardex System 


By W. R. HOPPEN 


Treasurer 
Hessel & Hoppen Co. 
New Haven, Conn. 
E HAVE used a perpetual in- 
ventory since we started in 
business over 15 years ago. While 
no such inventccy can be_ kept 
100 per cent perfect, it is so much 
better than any other system that we 
know of, that it is well worth while. 

We are enclosing a sample inven- 
tory card. All material received is 
entered on these cards from the re- 
ceiving records. All warehouse ship- 
ments are entered before orders are 
sent to our shipping department. 
Theoretically, our cards should show 
exactly what we have in stock after 
all orders are completely filled. 

When the records show that we 
have reached the minimum and a 
requisition is entered, the card is 
checked to the quantity actually in 
stock. This gives us a frequent check 
on the accuracy of our inventory 
record. 

At least once a year, and some- 
times twice a year, we take a com- 
plete inventory, when all salesmen are 
called in from the road and work day 
and night, in relays, until it is com- 
pleted. All discrepancies between 
actual inventory figures and_ those 
shown on our inventory cards are cor- 
rected after being rechecked. The 
quantities shown on our cards are 
then entered in our permanent inven- 
tory record. 
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The Home Ventilating Fan 
that sells on sight — 








Home Ventilation Af- 
fords a Large Mar- 
ket. Are you selling 
your share? 


The increased interest 
in home ventilation has 
opened up a vast new 
field for the wide-awake 
electrical jobber and 
dealer. Our plan enables 
you to sell this field at 
minimum cost to you. 








“BUFFALO BREEZO” 


Distributors of the Buffalo Breezo line of fans tell us that this 
home ventilating fan sells on sight. Men like its sturdy, light 
weight construction and easy installation. Women admire the 
handsome red and grey finish, silent motor, reversing feature, and 
the effectiveness of the fan in operation. 


Exclusive Features 


When you point out the all-steel, vibrationless construction of 
the whole unit, the sturdy, fully enclosed motor which requires 
lubrication only once every 1500 hours of running, the simplicity of 
installation and operation and the remarkably low price of the fan— 
you have little difficulty in closing the sale. 


Special Distributors Plan 


Buffalo Distributors work under an exceptionally attractive plan 
which does not tie up money in a stock of fans yet enables them to 
make quick delivery. If you haven’t had our proposition by all 
means write for it today. 


Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 
In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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Our cards show consigned material 
as well as that purchased outright, 
the only difference being that cards 
for consigned material are typewrit- 
ten in red ink. 

The cards are kept in a “Kardex’’ 


cabinet, 55 cards to a tray. 
* * 


Perpetual Inventory 
Invaluable 


By JOHN J. COOPER 


President 
Mountain Electric Co. 
Denver 


E HAVE a perpetual inven- 

tory which serves as our gen- 
eral guide for each day and take an 
actual physical in- 
ventory January 1 
of each year. The 
perpetual inven- 
tory system is, in 
our 
absolute necessity 


and while not al- 


opinion, an 


ways accurate it 
is near enough so 
to be of very great 
It shows our receipts and dis- 
bursements with enough detail so that 
we can trace any shipment without 





value. 


having to look all over the map. 

In taking our annual inventory the 
first of each year, we have all our 
salesmen in and they help on this job. 
We also use any and all new stock 
clerks and employees who have not 
previously assisted in an inventory so 
they will become more familiar with 
the stock, its location, description, etc. 

A physical inventory must be com- 
plete in every respect and show the 
stock on hand, and if it should hap- 
pen that some of this stock may have 
been located in two or three or more 
different points it is assembled at one 
point during this physical inventory. 
If we find that our perpetual inven- 
tory and our physical inventory do 
not agree (we check the two together 
on each item), and if this disagree- 
ment is substantial or important, we 
start an investigation back through 
our year’s movements of that partic- 
ular item to locate the discrepancy, 
and we can usually run down any 
serious error. 

* * # 

“How is your son getting on at 
college ?”’ 

“He must be doing pretty well in 
languages. I have just paid for three 
courses—$10 for Latin, $10 for Greek 
and $100 for Scotch.” 
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THE WESSEL AND HOPPEN COMPANY 


Inventory Cards Used by Hessel & Hoppen Co. 





Salesmen Not Used in 
Taking Inventory 
By C. W. NALAND 


Mgr. Sales Promotion 
Union Electric Co. 
Abilene, Kans. 


UR perpetual inventory card is 
used in connection with a 
Rand-Kardex filing system. In addi- 
tion to maintaining this perpetual in- 
ventory system, we take a physical 
inventory twice each year—in Jan- 
uary and July. 

This perpetual inventory system 
has been in operation for about three 
years, and we consider that it is well 
worth the money and time required 
to keep it up. It enables us to tell 
at any time the quantity of any item 
we have on hand, the delivered unit 
cost of that item, the rate of turn- 
over, etc. 


Our salesmen do not assist in tak- 
ing a physical inventory of the mer- 
chandise we have in stock. We tried 
out this system of taking inventory 
once or twice, but it was discarded as 
unsatisfactory for these reasons: In 
taking a physical inventory, we try to 
get accuracy and speed, and it has 
been our experience that many good 
salesmen fall down both in accuracy 
and in speed on taking an inventory. 
Then too, we believe that this system 
of taking inventory is too expensive, 
as it is necessary for the salesman to 
take two or three days from his pro- 
ductive work to take the place of a 
stock clerk who ordinarily earns about 
half as much as he does. The only 
object that we can see in having the 
salesman assist in inventory is to 
familiarize him with some of the 
items carried in stock, but it is our 
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FOR 1927 


You can make 1927 one of the most profitable wiring 
device years in your history by concentrating on the 
Paulding line. It will bring you real volume and real 
profits. Remember that Paulding products are used 
wherever permanence is the object of the builder. 


Quality is built into Paulding products, our policy 
being to make them as lasting and as efficient as possi- 
ble. Paulding devices have become the standard for 
better wiring jobs. 


One of the things to remember when you're out 
after orders is that your customers know about Pauld- 
ing. A little selling concentration is going to land many 
an order for you. 


1927 WILL BE A PAULDING YEAR 


JOHN I. PAULDING, Inc. 


NEW BEDFORD, MASS. 


SALES OFFICES 
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opinion he can better familiarize him- 
self with the merchandise in stock 
by studying the inventory sheet which 
is furnished him. 

With reference to the checking of 
incoming merchandise, all incoming 
merchandise is checked and entered 
on our regular receiving form by our 
receiving clerk. These forms all go 
to a clerk in our order department 
who follows up the factory on any 
shortages. Of course, the majority 
of the merchandise which we received 
is shipped in standard or bulk pack- 
age quantities, and we do not open 
and count the merchandise in these 
standard or bulk packages. 

However, this problem has given 
us very little difficulty, as most all of 
the manufacturers pack their mer- 
chandise in standard or bulk pack- 
age cartons which are specially de- 
signed for a certain number of each 
item, and we very seldom find a short- 
age in any of these standard or bulk 
packages. 

* * * 


Cross Checks on Physical 


Inventory 
By ELLIS CHANEY 


Vice-President 
Southern Equipment Co. 
PERPETUAL 
tem is used, with a separate 
It seems 


inventory sys- 
card for each item in stock. 
very satisfactory, but we cannot say 
it is an improvement over other meth- 
ods because we have always used the 
one we have now. 


oaTe 





TURNOVER 











Tape, West. Aahere 


Inventory Card Used By Union Electric Co. 





It enables us to buy more nearly 
to meet our needs, and therefore turn- 
over is helped. 


Of course, the perpetual inventory 


in no wise concerns the taking of 
physical inventory; however, we do 
correct our stock cards following 
physical count, where a difference is 
shown to exist. 

We do not have our salesmen in at 
inventory taking time. 

To make sure all goods are counted 
and accounted for, we have cards 
numbered from one on up, and use a 
card for each item in stock, except 
where the same character of merchan- 
dise may be in stock on our shelves 
for order filling and then again in 
reserve stock, we would then use tw» 





Received ORDERED 


Inventory 


Card Used By Southern Equipment 


cards. The goods are called by a 
counter to his teammate, who writes 
the quantity on a card and places it 
with the goods. After all goods are 
presumed to be counted, the depart- 
ment heads usually spend two or three 
hours in the stockrooms undertaking 
to locate goods not counted, but 
simply because we have designated 
certain sections in the stockroom to 
be handled by teams, the hit-and-miss 
problem is pretty nearly eliminated. 
Those assignments are made from a 
drawing or blueprint which we have, 
showing every bin, storage space, 
show case, etc., by number. 

Finally when we are convinced all 
goods have been counted, the cards 
are pulled and gotten into numerical 
sequence, and we are sure none have 
been left with the merchandise. 

These cards, beginning with num- 
ber one, are listed on inventory sheets, 
the stock number, description and 
quantity being shown. Later, those 
best equipped to handle the work 
price each individual item, and later 
comptometer operators make exten- 
sions. 

In the matter of counting stock and 
checking back, I should have men- 
tioned that after all goods are counted 
and the cards placed with the goods, 
we change our teams from one section 
to another, and check the count. 

* * * 

A contest recently was conducted 
by a soap and perfume manufacturer 
for an advertising slogan and among 
the slogans submitted was the follow- 
ing: 

“If you don’t use our soap, for 
Heaven’s sake use our perfume.” 
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The New Code 


Supplement 
is published 


The 1926 National Electrical 
Code Supplement, including 
rules for Non-Metallic Sheathed 
Cable, has just been published 
by the National Board of Fire 
Underwriters and is now being 
distributed. 


The Rome Wire Company 
has a new booklet combining 
a reprint of these Code rules 
with a page by page explana- 
tion of the use of RomeX under 
them. 


This new booklet will be invaluable 
to present and prospective users of 
RomeX. Write for your copy today. 


ROME WIRE COMPANY 
ROME, N. Y. 
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Perpetual System 
By L. A. SCHWAB’ 


President 
Monarch Elec. & Wire Co. 
Chicago 
ELATIVE to how we handle 
our inventory, we have a per- 
petual inventory card system which 


shows the _ pur- 
chasing of materi- 
als, giving the 


date of purchase 
and quantity and 
showing there also 
the movement of 
the stock, whereon 
every order is list- 
ed, and the quan- 
tity showing at a 
glance the balance 





of the stock. 

These cards are checked up at in- 
tervals of about every three or four 
months to see how the stock compares, 
and at the end of the year the cards 
are again used for taking the final 
count and inventory. 






























































Inventory Card Used By 
Monarch Elec. & Wire Co. 


We have found this system works 
about as satisfactorily as any we have 
ever discovered and while it is not 100 
per cent satisfactory we do not find 
any discrepencies except for items 


that are sometimes taken out for 
samples. 


~ * + 
Madge: So Charlie is teaching you 
how they play baseball? 
Marjorie: Yes, and when I asked 
him what a squeeze play was, I think 
he put one over on me. 
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Boston League Forms 
S. E. D. Chapter 


With President George H. Wahn in 
the chair, the Metropolitan Electrical 
League of Boston, voted unanimously 
at a meeting on November 22 to 
establish a chapter of the Society for 
Electrical Development and to push 
the recently devised plan for market 
development described at the 
gathering by William Goodwin, oper- 
ating vice-president of the Society. 

Frank S. Price, president, Petting- 
ell-Andrews Co., presented ‘the re- 
port of the development committee 
which recommended entering the So- 
ciety and which proposes to employ a 
permanent local manager to help 
carry on the co-operative work in all 
branches of the electrical industry in 
the Boston district. 

Brief addresses in favor of the plan 
were made by A. W. Longley, vice- 
president, New England Telephone 
and Telegraph Co.; Karl L. Norris, 
vice-president, Wetmore-Savage Co.; 
George H. Cox, New England man- 
ager Westinghouse Electric & Mfg. 
Co.; H. F. Wallace, New England 


manager Edison Lamp Works, and 


as 


others. 

During the discussion, Mr. Good- 
win stated that the Red Seal Plan of 
wiring is now in successful operation 
in 819 cities and towns, and that 
electrical contractors are benefiting 

















You are now looking at a part of the 
capable force of the Electric Supply & 
Equipment Co., Erie, Pa. Left to right: 
R. E. McCormick; Miss R. M. Karle; “Ed’ 
Nelsen; F. A. Gannah, manager, and Jack 
Day. 





from this far beyond expectations, to 
say nothing of the other branches of 


the industry. 
* * * 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and jobbers 
through its various divisions, for No- 
vember, 1926, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
11 months’ period of 1925-26. 












“THE ELECTRICAL 


CREDIT 
NOVEMBER 30, 1926 








BAROMETER” 


NUMBER OF ACCOUNTS REPORTED 











% %o 
Increase Increase 
DIVISION November or 11 months or 
1925 1926 Decrease 1925 1926 Decrease 
UT NE So cehuarclh sy ae ea ore 245 244 — 40% 3870 3637 — 85% 
Middle-Southern Atlantic .... 158 150 - 5.06% 2515 2051 —18.4 % 
NOW TSORIARG ok ccc ccs cet es 56 150 +168 % 905 1353 +49.5 % 
Wermne TORRE. ko os docu Peecex 9 10 + 25% 193 240 +24.3 % 
| eee a RE Ry POR 675 687 + 1.78% 9574 9322 — 2.638% 
TOTAL. .<oeews' tee 1142 1241 + 8.67% 17057 16803 — 149% 
TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
November or 11 months or 
1925 1926 Decrease 1925 1926 Decrease 
New York ............$ 31,712 $ 42,131 +82.8% $546,060 $ 569,750 +4.34% 
Middle-South Atlantic . 14,457 22,940 +58.6% 324,872 244,520 —24.7% 
New England ......... 6,219 9,909 +59.3% 97,781 94,571 — 3.2% 
Pacific Coast 2.0.6.5... 509 432 —15 % 26,768 35,407 +82.2% 
fo ee ak eae 115,835 69,573 —38.9% 1,190,394 1,029,831 —138.5% 
TOTAL $168,732 $144,985 —14 % $2,185,375 $1,974,079 9.7% 
AVERAGE AMOUNTS 
November 11 months 
1925 1926 1925 1926 
I PN ee 8 i artnpea hs die. ctefenees cae ae eee $129 $172 $141 $148 
Middle-Southern Atlantic .............. 91 153 129 119 
POW TRIN 65S Se se Pare oeren ae vat 111 66 108 69 
Ue eee aera ner ere cree 63 43 138 147 
OE ee SP erie Smeg mee ryt Ot macnn ter 172 101 124 11¢ 
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Think a moment of these six great names—“Okonite,” “I. T. E.” “Robbins & 
Myers,” “American Circular Loom,” “Hubbell,” “Exide,” They are as old, almost 
as the Electrical Industry. Mention one of them in connection with a product 
and no question is raised as to the quality of that product. Five of these 
names are alive and flourishing today. One, as a name, has been permitted 
to die, but it is not Robbins & Myers. That name has been cherished 
and has been made to grow in prestige since 1878—48 years. Every- 
one knows Robbins & Myers fans and motors—further, that there 
are none better. Sales come easy when you “Profit by the Name.” 


How many wzew fan customers do you expect 
to get this yearP The time to think seriously 
about that is at the very opening of the fan contract 
season--now. You are reasonably sure of your 
regular customers but it takes time to figure their 
requirements and get their renewals. Every 
week, every day, even, that you put this off will 
cut into the time later on when you expect to get 
that mew business you had been counting on. 
Contract forms and discounts are now ready for 
the 1927 big fan season. Get your renewals now. 

“Profit by the name.” 


The Robbins & Mvers Co. 


SPRINGFIELD. OHIO 


Agencies in all Principal Cities of the World 


Wineuee YY 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 





Jobbers, on Market and Price Conditions for 22 Key Products 





COMMODITY 





z pensfermnens, insulators, distribution equip- 








Switchboards and accessories............. ee 





Motors and control apparatus.............. 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET PRICES 
Nov. 15 to General 
December 15 Trend 


MARKET PRICES 
Nov. 15 to General 
December 15 Trend 


MARKET PRICES 
Nov. 15 to General 
December 15 Trend 
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Safety switches 





Wiring devices 








Conduit and fittings 
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Lamps 
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Industrial reflectors 


0 








Commercial lighting units 
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Residential lighting units 





Street lighting equipment 














Heating appliances 
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Motor-driven appliances 
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Flashlights and batteries. 





Telephone equipment 








Storage batteries 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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When you examine a Pierce Fuse 
for the first time you will be 
amazed at its simplicity—just two 
parts and the link—and every 
detail so scientifically designed, so 
carefully made, that you will 
never again tolerate complicated 
fuses in your plant. 


See the two parts and the link tor 
yourself, Take them apart—put 
them together—count the seconds 


it takes to renew the link. Your 
own two eyes will convince you 
that they are stronger and stur- 
dier—thus longer lived; mechan- 
ically simpler, thus easier and 
quicker to renew; freely vented, 
thus no charring or bursting. 
Simpler, stronger, safer—at no 
additional cost. 


Jobbers and Jobber Salesmen— 


Write for sample fuse and com- 
plete sales and merchandising plan 


LISTED AND LABELED BY UNDERWRITERS LABORATORIES 
UNDER THE SUPERVISION OF THE NATIONAL BOARD OF UNDERWRITERS 


THE INDUSIRY.” 
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EASTERN TUBE & 
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Seals 


every coil of cable/ 


ETTCO Armored Cable shipped from 


FE FFECTIVE immediately, every coil of 
the factory will be sealed at both ends! 


These ETTCO seals, remaining unbroken 
until the cable reaches the hands of the con- 
tractor, guarantee full footage on every coil. 


If the ETTCO tag says “250 feet,” you get 250 
feet—each and every time! 


Thus, to ETTCO Quality is added the posi- 
tive assurance of quantity. 


The trade knows that ETTCO Armored 
Cable has always been 100%—in quality 
AND quantity; we add these seals to make 
the indicated footage “official” and to guar- 
antee the buyer against the possibility of 
tampering. 


Buy cable this new and modern way. KNOW 
what you are getting. Ask to se ETTCO’S 
sealed coils. 


BROOKLYN, 
NEW YORK 


ff 





3rOOL CO., Inc. 
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CWS of the 








> J 


Wesco’s New Shreveport 
Branch 

The Wesco Supply Co. opened its 
branch in Shreveport about December 
15, and this branch is in charge of 
J. H. Braselton, as manager. Mr. 
Braselton has been with this company 
for a number of years as city sales- 
man and was selected to act as man- 
ager of the Shreveport branch in ap- 
preciation of his splendid service with 
the company. 

This branch will serve the trading 
area in northern Louisiana, eastern 


Texas and southern Arkansas. 
* * * 


Cleveland Now “Down in 
Dixie” 

W. F. Cleveland writes interesting- 
ly as follows: “I have always been a 
subscriber to THe Joppers SALESMAN, 
since the first issue. Up to the first 
of October, I was connected with the 
Central States Electric Co., Kansas 
City, as vice-president, in fact was 
one of the organizers of the company, 
which was organized in 1919, with F. 
D. Phillips, president, E. F. Hardy, 
vice-president, and myself secretary. 
However, in 1922, Mr. Hardy and 
myself purchased Mr. Phillips’ in- 




















terest, and on September 1, 1926 I 
sold my interest to Mr. Hardy and 
accepted a position with the Westing- 
house Commercial Investment Co., 
and am now in Memphis, ‘Down in 
Dixie,’ opening a new jobbing house 
under the name of the McGraw Elec- 
tric Appliance Co., 366 Madison St., 
at Wellington.” 


2 


Varney in New Quarters 
A great many changes have taken 
place in the electrical industry since 


Gordon Varney and Robert Mc-. 


Quoatin. formed the first electrical 
jobbing business in the state of In- 
diana back in 1898. And since the 
incorporation of the Varney company 
in 1898, the changes have come 
quicker than ever. With the rapid 
development of the electrical indus- 
try, the jobber of electrical supplies 
has played an ever increasing part in 
placing the manufacturer’s articles in- 
to the hands of the users. 

The Varney Electrical Supply Co. 
has expanded with the growth of the 
industry and, in the last few years 
has more than maintained its place 
as one of the leading electrical job- 
bers in the Middle West. Each suc- 


ceeding year has seen expansion and 
growth—necessary to give service to 
its customers in the increasing pace 
of the electrical industry. 

The move that it will make the 
week of January 18 into a new build- 
ing is one of the most important that 
could have been made. In its new 
quarters, it will have more room— 
room for one of the largest electrical 
stocks in the state; better shipping 
facilities, both for material going out 
to its customers and coming into its 
stock; more office space; more park- 
ing space for customers; and more 
space for fixture and appliance dis- 
play. 

No one will have trouble in locat- 
ing the new place. It faces three 
prominent streets in Indianapolis— 
Madison, Merrill and South Pennsyl- 
vania, a block south of the elevated 
tracks. Here it has leased a two- 
story building containing 50,000 sq. 
ft. of floor space. Its back door 
opens on the Pennsylvania freight 
house, and the Big Four, the C. I. 


_& W., the Monon and the traction 


freight houses are all within two or 
three blocks. Although the new lo- 
cation is close to the heart of the 











Here is a very interesting group 
Equipment Co. people of St. Paul. 


F. G. Klein, city salesman, with son and daughter. 
Miss Doolittle, daughter of F. W. Doolittle, sales manager of 


of Northwestern Electrical 
In the swing at the left is 


ee 





Next comes 


the Fargo, N. D. Branch (a winter scene in Fargo), then comes 


the proud father, F. W. himself. 
father and children stuff, we next put in a picture of an imi- 
tation golf drive by F. A. Griffin, Duluth district manager. 
Finally, a touch of dignity—E. D. Vayo, South Dakota salesman. 





To break the monotony of 
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Bryant “SPARTAN” Flush Receptacles 
and «“TrEmpwus” Plates 


No. 140 
Brown and Black Black porcelain receptacle. 


Templus Plates and 
Brown and Black 
Receptacles 





Bryant “Tempius’ plates are 
suitable for any office or drawing 
room. These handsome and effic- 
ient plates and convenience outlets 
fit well in any plan of artistic room 
decoration. 


Bryant “Spartan” flush recep- 
tacles are designed and built in 
single and duplex styles in com- 
position and porcelain cups for 
plates with or without doors. 
Their reliability in design, in man- _ The face of this receptacle 


ufacture, andin service makesthem __ ‘8 cupped, providingavery 
useful means of locating 


i “c 
important SUPERIOR WIRING oo hen sligiteneed No. OFsr Black «Temptus’? com- 
DeEvIcEs. position plate for single flush receptacle. 


No. 792 Brown composition duplex flush receptacle. 
No. 762 Black composition duplex flush receptacle. 


No. OV5z Brown ‘*Temptus’’ composition plate for duplex 
flush receptacle. 


“TEMmPLus’’ plates are strong, accurately moulded, and an attractive brown in color. When spec- 
ified, they can be furnished in black. ‘““Tempius” is a dense, hard, tough, acid and alkali resisting 
composition, withstanding heat up to 300° Farenheit. A most durable and attractive plate. 
When next you order, specify Bryant “Temptus” plates and Bryant “Spartan” receptacles. 


National Electrical Code Standard 


Nh THE Bryant ELECTRIC CoMPANy If 


SUPERIOR 


\ witine Devices 1421 SraTeE STREET, BRIDGEPORT, CoNnN. anne Gee 


—. Com 


New York, 742 Madison Ave. Cuicaco, 844 West Adams St. San Francisco, 749 New Montgomery St- 
The largest plant in the world devoted exclusively to the manufacture of Electric Wiring Devices 
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city, it can be reached easily without 
going through the heaviest traffic. 
* * * 


Lest You Forget 


Plans are completed for the Na- 
tional Lighting Equipment Exhibition 
which will be held at Cleveland, Ohio, 
January 81, February 2, 3, 4, 1927, 
under the direction and management 
of the Artistic Lighting Equipment 
Association. The exhibition and con- 
vention committee consisting of Fred 
R. Farmer, president of the Beardslee 
Chandelier Manufacturing Co., Chi- 
cago; O. E. Moe, sales manager of 
Moe-Bridges Co., Milwaukee; N. W. 
Belmuth, treasurer of Shapiro and 
Aronson, New York, and J. S. Jaffe, 
president of the Perfeclite Co., Cleve- 
land, Ohio, together with G. P. 
Rogers, managing director of the 
A. L. E. A., indicate that this will be 
the greatest trade exposition that the 
lighting equipment industry and all of 
its branches has ever held. 

Here at this exhibition and conven- 
tion will be sounded the keynote of 
the constructive four-year co-opera- 
tive merchandising plan that has 
been developed for the lighting indus- 
try by the A. L. E. A. Here, also, 
will be shown new designs, new parts 
and accessories and everything that 
makes the business of manufacturing 
and selling lighting equipment more 
enjoyable and profitable. 
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Two “old timers”—L. L. Reid of Amer- 
ican Electric Co., St. Joseph, Mo., and 
Fred B. Uhrig of Graybar. Can’t say 
Graybar where, of Fred Uhrig, because 
he has been most everywhere. 








ive News 


bout Live Ones 
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CiaupE D. EBErRsoLe is now serv- 
ice manager of the Birmingham 
branch of the Graybar Electric Co. 


Water L. Briscor has left the 
Baltimore Electric Supply Co. to en- 
ter the employ of the Taplet Mfg. 
Co. 


Co.. CuHurcuitt of the Electric 
Appliance Co., New Orleans, has 
been doing some good business lately 
in traffic signals around Biloxi and 
Jackson, Miss., and Mobile, Ala. 


A NEw department for interior ar- 
chitecture and decoration for resi- 
dences and commercial and _ public 
buildings has been instituted by the 
Pullen Zoll Electric Co. of Miami. 
Robt. L. Zoll and Lewis R. Hastings 


will supervise it. 


“Bos” Sneiy of the Tee Electric 
Co., Houston, Tex., recently threw 
away his blessed freedom. They are 
living out on Houston heights. M.N. 
Sneed was also promoted. He has 
been made assistant sales manager. 


I. F. Boyp will travel eastern 
Oklahoma and western Arkansas for 
the Peabody Electric Co.—a recént 
appointment. 


Hvueu Oepen has become salesman 
for the Electric Appliance Co., New 
Orleans. His previous experience in- 
cludes both the manufacturing and 
the contracting end of the electrical 
business. 





M. L. Temp.eton is a new sales- 
man with the Inter-Mountain Electric 
Co., Salt Lake City, Utah. 


H. E. Grimm and K. S. Roserts 
are two new salesmen employed by 
the United Electric Supply‘ Co., Salt 
Lake City, Utah. This company al- 
so announces that it has increased its 
shipping room force. 

Roy D. ConstaB_e has been trans- 
ferred from the order department of 
the Fobes Supply Co., at San Fran- 


cisco, Calif. to the mazda lamp de- 
partment. 


Joun E. Cuixps is a new counter 
man with the Graybar Electric Co., 
Worcester, Mass., replacing N. D. 
Upson, who will be assistant corres- 
pondent. 


W. H. Henxet has been employed 
as a salesman by the Electric Appli- 
ance Co., at New Orleans, La. A. 
Weilbacher is a new counter man with 
this company. 


C. A. Exsner is an out of town 
salesman and C. Pugh a new store 
clerk employed by the Hughes- 
Peters Electric Corp., Columbus, 
Ohio. 


Georce F. Hopper, formerly with 
the Star Electric Co., Woonsocket, R. 
I., has been employed as a salesman 
by the Graybar Electric Co., Provi- 
dence, R. I. 


BerNARD ALGARD is a new counter 
man with the Lindley Electric Supply 
Co., Philadelphia, Pa. 


Mason Situ comes from the tele- 
phone company to work as counter 
man for the Independent Supply Co., 
Inc., Ft. Wayne, Ind. 


Rosert M. McGee is a new city 
salesman with the C. J. Litscher Elec- 
tric Co., at Jackson, Mich. A new 
office man with this company is Clin- 
ton C. Wortman. 


W. W. Smixpe replaces G. H. 
Leonard who resigned as_ service 
supervisor of the Graybar Electric 
Co., at Davenport, Ia. 


Chandler C. Warner, late of the 
Manhattan Electrical Supply Co., 
New York, is now up and doing a 
good job on Bright Star batteries. C. 
C. lost his “grip’’ sometime back, as 
recorded in this column, but, it was 
mysteriously returned to him, recently, 
and now Chandler gets an order for 
Bright Star batteries with every 
handshake. 
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DIEHL FANS 

















9-in. Oscillating $12.50 
9-in. Non-Oscillating $9.00 





12-in. Flat blade ventilating 
$26.00 





16-in. Flat blade ventilating 





10-in. Oscillating $18.00 
10-in. Non-Oscillating $14.00 





, 
j 
d 
c : 2-in. Ceiling Fan $40.00 








DIE 


Manufacturers of Electrical Apparatus for More Than Thirty-eight Years 





















IEHL fans for the 1927 season are 
ready—now. 


Diehl Fans are beautifully propor- 
tioned, ruggedly constructed, silent in opera- 
tion, economical in current consumption and 
give the utmost in cool refreshing breezes. 


In addition to the fans shown on this page—a 
few of the most popular numbers—a complete 
line of ventilating and exhaust fans is available. 
Prices quoted cover 110 volt fans only. Prices 
of fans for other voltages are given in de- 
scriptive folder—mailed on request. 


Jobbers and Dealers—write at once for cata- 

logs and details of the Diehl 1927 Fan proposi- 

tion—do it today. 

DIEHL MANUFACTURING CO. 
ELIZABETH, N. J. 


NEW YORK BOSTON PHILADELPHIA 
CHICAGO ATLANTA 





12-in. Oscillating $30.00 
2-in. Non-Oscillating $23.50 








in, A. C. Ceiling Fan $52.00 





16-in. Oscillating $35.00 





Bucket blade exhaust 
$29.00 


2-in. Bucket blade exhaust 


$33.00 


15-in. Bucket blade exhaust 
$50.00 
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They Are Busy in Columbus 

A day spent in Columbus, O., the 
week before Christmas found every- 
one satisfied with the years’ work, 
and, especially busy with one of the 
biggest holiday rushes on record. M. 
A. Pixley, president of the Lake 
States General Electric Supply Co., 
had a meeting of the board scheduled 
for the following Monday and was up 
to his This 
group of G. E. jobbers, consisting of 
the Erner & Hopkins, Post-Glover, 
Republic Electric, Knowlson, Nagel 
and Indianapolis and Evansville di- 
visions, has now been working a year 
under the consolidation and_ things 


ears in preparations. 


are going along well at this stage, 
although it was some task to get 
everybody broken in to the new order 
of things. They are in line now, how- 
ever, for the real economics and bene- 
fits coming from such an organiza- 
tion. 

Across the way at the McCleery- 
Carpenter Electric Co., F. O. Car- 
sec.-treas. reported a 
good year, particularly in 
Their Kellogg and Erla lines have 
been going very well. “Cully,” that 
is to say, H. W. Culbertson, has re- 
cently joined the sales force and will 


penter, very 


radio. 
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lighting and supplies, He came from 
the George McKeever Co., 
been formerly with the Electric Sales 
company until the latter was absorbed 
by McKeever. 

At Enzor-Hoel’s 
were rushing things to make 1926 a 


having 


they evidently 
record year, for both Enzor and Sales 
Manager Irish, were out hitting the 
trail. 

R. M. De Wolfe of the Hughes- 
Peters Electric Co., was flitting from 
phone to phone but could get free 
long enough to say that the first 10 
this much 
business as 12 
Taking into consideration that out of 
that 10 months came the lean months 
of last spring, it looks as though the 
results of this year are going to make 
this company believe in Santa Claus. 

A. E. Loeb, president of Avery & 
Loeb, has been doing some rather 
catchy direct mail advertising work 
this year, of which mention will be 
made in the first issue in which there 
is an opportunity to show the “pic- 
that he has been using—we 
wait for a rather 


months year showed as 


months last year. 


tures’’ 

are inclined to 

snappy one scheduled for January. 
One other thing that he mentioned 


is rather interesting. 


THE INDUSTRY,’ 
electric train business. Some years 
ago they had handled trains, and then 
the department stores “hopped” onto 
the business and the manufacturers 
began to cater to the latter and he, 
like a lot of other jobbers, got dis 
gusted with the business. But more 
recently he noticed that the dear pub- 
lic was not so very well satisfied with 
or rather lack of service 
department stores and 


the service- 
—from the 
were inclined to buy from the elec- 
trical dealer if given a chance. About 
that time, also, a train manufacturer 
—the American I’'lyer—decided to de- 
velop the electrical jobber channels 
and with a suitable jobber policy. 
So Mr. Loeb put in that line of 
trains this year and says that he was 
more than surprised at the way they 
have taken and the way the electrical 
dealers are getting back into the busi- 
ness. He says he could have sold a 
great many more if he had ordered 
in sufficient quantities. Next year he 
is going to be prepared to do a sub- 
stantially larger business in this line. 

The Graybarites were also at it and 
among other things have about 
of appliances 
and their inventory in that line will 
be very light. On the whole line, it 


cleaned up their stock 


devote his attention to industrial It was in connection with the toy would not be far off to say that 1926 





systems best suited to their requirements. 

At a throw of the switch, the street lighting units shown in 
the picture sink through the side walk and others rise to take 
their place. Thus five complete and different systems of modern 
street lighting may be shown on this one street and shown as 
they would actually appear when installed on the full-sized 
white ways of America. 


Smallest White Way in the World.—It looks for all the world 
like a busy white way in a bustling metropolis—and that is 
just what it was intended to look like. 

But as a matter of fact it is the miniature street in the Nela 
School of Lighting at Nela Park, in Cleveland. The buildings, 
the lights, the people—everything is one sixteenth actual size. 
‘To this street, which has just been completed, will come city 
officials and lighting specialists to visualize the street lighting 
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Building a copper highway for power 


ACH year sees thousands of 

new miles added to America’s 
vast network of electrical generat- 
ing systems. Each year sees an in- 
creasing amount of Rome Bare 
Transmission Cables being strung 
to build these systems. 


If you follow span after span of 
copper cables on into the distribu- 
tion circuits, to home and factory, 
you will find other Rome wires— 
Rome Weatherproof Wire— 
Rome Cutting-in and Lead Encased 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


FROM WIRE BAR TO FINISHED COPPER 


/h 


Cables—RomeX, the original 
non-metallic sheathed cable, and 
Rome Code Wire. 


All these are but a part of the 
broad line of wires and cables that 
are manufactured in Rome Mills 
to fill the countless wiring needs 
of industry. 


Rome Service, ample stocks, and 
competitive prices, are at your dis- 
posal—while an opportunity to 
quote on any of your wire require- 
ments will always be welcome. 


Stranded 
Copper Wire 


WIRE 





Weathe ) 0, Trolley Wires Tinned Copper 
Wires ws § os ana “cable Wires and Cables 





Automobile WENTY acres of manufacturing 
acini floor space—over twenty years of 
manufacturing experience — both are 
back of every one of the wires you see 
pictured on this page. 


And, functioning as one part of the 
Rome organization, is an engineering 
department composed of men whose 
duty is the study and development 
of copper wires and cables that will 
help to lower the cost of power. 


If you will let us know what types of 
wires and cables you are interested in, 
we will be glad to send you samples, Rubber Coverdh 
catalogs, and other information that Intermediate 


will be of help to you. 














ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 
Diamond Branch: Buffalo, N.Y. 


New York—50 Church Street 
Boston—1011 Little Building Chicago—14 E. Jackson Blvd. 
Detroit—25 Parsons Street Cleveland—1200 W. 9th Street 
Los Angeles—J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco—J. G. Pomeroy, Inc., 960 Folsom Street 


Copper Rod and 
Bare Copper Wire 
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has shown a 25 per cent increase over 
1925. This is a branch house of Cin- 
cinnati and Lum, the local manager, 
was entertaining the Cincinnati serv- 
ice manager. The latter said he was 
always glad to get up to Columbus 
to “service” because the Columbus 
boys never had any servicing for him 


to:do, a neat bit of applesauce. 
* * * 


George Hull Porter 


While waiting with his certificate 
of election as Sanitary District Trus- 
tee in his hand, to be escorted to the 
board rooms to receive his oath of of- 
fice, George Hull Porter of the Gray- 
bar Electric Co., Chicago, was strick- 
en with apoplexy. He was rushed to 
St. Mary’s hospital, but death came 
shortly after. 
ber 7. 

This was to have been a red letter 
day in Mr. Porter’s career. 


This was on Decem- 


Having 
made a marked success over a long 
period as manager of the railway de- 
partment of the Graybar Electric Co., 
his inclination of late years had been 


eae se eee } 





George Hull Porter 


toward political activities wherein he 
displayed unusual ability. At the fall 
election he had won his position on 
the Sanitary District board with a 
very large vote and was looking for- 
ward with the keenest pleasure to his 
new work. Then the blow came and 
it seems particularly sad on that ac- 
count. 

Mr. Porter had been an army cap- 
tain and former president of the II- 
linois Athletic club and of the Crystal 
Lake Golf club. Although since 1919, 


when he was secretary of the Robert 
M. Sweitzer mayoralty campaign or- 
ganization, he had been active in poli- 
tics, this day he was to have been 
installed in his first political office. 

He is survived by his widow, Mrs. 
Elizabeth Rogers Porter. 

The funeral services were held De- 
cember 9 under the auspices of Apollo 
Commandery, Knights Templar, in 
the Scottish Rite Cathedral, 935 
North Dearborn St. The body lay in 
state at the cathedral from 10 a. m. 
until the hour of the services. Burial 
was at Alexandria, O., the home of 
Mrs. Porter’s parents. 

* * * 


Pete Hansen’s Rules For Selling 


They tell a good story on Pete 
Hansen of the Graybar Electric Co., 
Minneapolis. Pete by the way is a 
star salesman—all that the name im- 
plies. 

It seems that a large manufacturer 
of batteries, for whom Pete was work- 
ing at the time, wanted to know why 
it was that only the Boston branch 
could sell a certain type of batteries. 
They were falling down in every other 
territory. The sales manager of the 
branch answered by saying that the 
year before he had taken Pete on as 
a salesman when there was really no 
opening. But he liked him and took 
him on, then began looking for some- 
thing he could do. Happening to 
think of these particular batteries, 
that no one else could sell, he put Pete 
out on them and the latter began by 
selling $19,000 the first month. The 
reason why he was so successful was 
because he didn’t know that the bat- 
teries couldn’t be sold. 

Perhaps that is what started him on 
the path of being a star salesman— 
at any rate, that is one of the char- 
acteristics of his work—he apparently 
has never known since that he can't 
sell anything he lays his hand on—is 
never licked before he starts. 

“The main thing about selling,” 
says Pete, “is that salesmanship is a 
business not a game of chance. My 
study of this business has led me to 
formulate a set of rules or principles. 
Here they are, and perhaps they will 
help someone else. 

(1) “Be plain folks. Cut out the 
flourishes and talk heart to heart. 

(2) “I never use a card if I can 
help it. I prefer to say: ‘I’m Pete 
Hansen of Graybar Electric,’ the first 
time. After that I call myself just 
‘Pete.’ 

(3) “While you are waiting to see 
a man, think of something to talk 
about that will interest him. I sold a 
$17,000 order to a man once because I 


admired his car standing outside. , 

(4) “Do something for somebody. 
The question uppermost in the other 
fellow’s mind is always ‘What can 
this fellow do for me?’ 

(5) “Put in your time effectively. 

(6) “Your object is to get the or- 
der. Stick to your line and don’t let 
your conversation wander all over the 
map. No matter to whom you are 


Peter B. Hansen 


talking, as long as you stick to the 
business you know you are the bigger 
man. Qnce I was selling brazed cop- 
per tanks. A customer got me to dis- 
cussing brazed vs. riveted boilers. I 
knew tanks but not boilers. I tried 
to discuss boilers but by the time I got 
through he thought I didn’t know 
tanks. I lost the tank order. 

(7) “Work where it counts. There 
is no use trying to get business where 
there is none. 

(8) “Be honest 100 per cent.” 

Next he summed up a few don'ts: 

(1) “Don’t offer to shake hands 
with a man unless he offers first. 

(2) “Don’t pass out cigars; don’t 
entertain. I don't believe in buying 
business. 

(3) “Don’t try to build your busi- 
ness on _ friendship. Build your 
friendship on business. 

(4) “Don’t argue with a customer. 
Even if you win you leave a scar. 

That Hansen has been successful in 
following his rules is shown by the 
fact that in his 20 years of experi- 
ence, from Mexico to Canada, he has 
worked largely on big deals in highly 
competitive fields and his sales have 
run into many millions of dollars. He 
has won more first places in sales con- 
tests than you can enumerate. 
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A Motor School For Salesmen 

“To take the mist out of mystery” 
H. 
Gleason, sales manager of the Gray- 
bar Electric Co., Chicago, describes 
the of 
power laboratory. 


is the terse phrase in which J. 


object his company’s new 

“Too many people” continues Mr. 
Gleason, “look upon power apparatus 
as something beyond the comprehen- 
sion of the non-technical man. There 
is no greater fallacy, and we are striv- 
ing in the most direct way we know 
to clear up some of the mysteries that 
have frightened so many people. 

“We have just completed a labora- 
tory in which we can work out in 
simple practical way almost any of 
the problems related. to motors and 
control. “We want our dealers, our 
users, and our friends to bring us 
their difficulties and to make use of 
these facilities, which, so far as I 
know, are not to be found elsewhere 
in this part of the country. A group 
of Graybar salesmen gathered from 
all over the country, has just finished 
a week’s intensive course of study 
under the direction of 
engineers, Messrs. Saville and Hath- 


the 


of two our 


away, and results were most 
gratifying. 

In this laboratory, located in the 
Graybar offices at 500 So. Clinton St., 
Chicago, salient features of the design 


of 


played by means of running motors, 


and construction motors are dis- 
sectionalized motors and dismantled 
parts showing the construction during 
the different stages of manufacture. 
Provision is made for loading the 
motors by means of a brake, and a 
complete instrument equipment indi- 
cates the electrical input to the motor. 
An interesting demonstration of the 
operating characteristics of the vari- 
ous types of motors and their behavior 
under normal and abnormal conditions 


afforded. 


exhibit of the various forms of start- 


of load is The working 


ing and control devices ordinarily 


used and furnished with the motors is 


of particular value in the selection of 
the type of control equipment best 
suited to any particular conditions of 
service. 

Motors and control devices 
mounted tables of a convenient 
height to be examined without stoop- 
ing. On one there is a three phase, 
constant speed motor and control ex- 
hibit representing motors of 14 to 
15 H.P. capacity. A three H.P. 
motor equipped with rope brake and 
indicating kilowattmeter shows the 


are 
on 


quietness of operation and ability of 
this type of motor to stand heavy 
momentary overloads. A sectionalized 
motor shows the details of ball bear- 
ing and sleeve bearing construction, 
insulation and provision for ventila- 
tion. 

In 


three 


another exhibit is a 10 H.P., 
phase motor operated by both 
hand and automatic starting compen- 
sator. The compensators are mounted 
at a convenient height for operation 
and inspection of the overload and 
accelerating relays and mechanical 
parts. 

Another embodies a three H.P. ad- 
justable varying speed three phase 
motor with primary and secondary 
control. Tachometers and instruments 
for reading the ampere and kilowatt 
input show the operating characteris- 
of the and the 
protective relays. 


A single phase motor, a type SCR, 


tics motor overload 


two H.P., is equipped with a brake 
and spring balance calibrated to read 
directly the torque developed by the 


connected to 


motor. <A_ tachometer 




















Graybar’s 
Motor School 


for Salesmen. 
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the motor shaft shows changes in the 
speed under various operating condi- 
tions. Electrical input is indicated on 
the kilowatt meter and an ammeter. 

On the direct current table are 
representative shunt and compound 
wound constant and adjustable speed 
motors with hand operated and auto- 
matic starters. These motors, equip- 
ped with rope brakes for loading the 
motors and an ammeter for indicating 
the input, show speed characteristics, 
and commutation under various condi- 
tions of load. 

Finally, there is the testing block 
where either a.c. or d.c. motors may 
be tested under prolonged periods of 
any desired loads. 

The demonstration 
ranged and installed under the super- 
vision of John A. Saville, an engineer 
of wide experience and high standing 
in his profession. Mr. Saville is 
enthusiastic over the possibilities of 
the laboratory, not only as a means of 
training the of his own 
company, but as a service to contrac- 


room was ar- 


salesman 


tors, dealers and others. 
¥ * * 


McGraw Electric Appliance 
Opens Branch 


The McGraw Electric Appliance 
Co., St. Louis, Mo., the new company 
which took over the business of the 
St: Louis house of the McGraw Co., 
will open a branch in Memphis, Tenn., 
on January 1. W. F. Cleveland has 
been appointed manager and “Jim” 
Mullins, assistant manager. 

H. H. Morehouse is now general 
manager of the McGraw Electric 
Appliance Co., and C. E. Borntraeger 
is sales manager. In fact, the same 
management will operate the business 
with the same organization as before. 
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ANNOUNCEMENT 


Effective January Ist, 1927, the use of 

thenameof the Johns-Pratt Company 

will be discontinued and the business 

of that organization will be continued 
under the name of 


Colt’s Patent Fire Arms Mig. Co. 
























Boston 
New York 


HE dropping of the name of the Johns-Pratt Com- 
pany and the use of the name of Colt’s Patent Fire 
Arms Mfg. Co. means something more to the electrical 
industry than just one more change incorporate identity. 


To the progress already made by the Johns-Pratt Com- 
pany inthe conception,development and standardization 
of its electrical products, Colt’s brings a background of 
90 years’ experience in fine manufacturing, a business 
reputation second to none, and a plant, equipment and 
financial power which insure an even more progressive 
schedule of accomplishment than ever before. 


This is a change in corporate name only. The trade mark 
“NOARK”, as heretofore, will continue to identify the 
products with which it has so long been associated. 


Colt’s Patent Fire Arms Mfg. Co. 


Hartford, Connecticut 


Chicago 


San Francisco 
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Crescent Electric Leads 
Bowling League 

In Detroit, they have an electrical 
bowling league made up of the fol- 
lowing: Crescent Electric, Graybar, 
General Electric, Miller-Seldon, Bull- 
Dog Mutual, Draper Priem, Lakes 
States Gen. Elec., McNaughton Mc- 
Kay and the Square D. Co. and the 
electrigists. Early in December, the 
Crescent Electric was ahead, having 

won 21 games and lost only nine. 


* * * 

New Home of Buffalo Graybar 

Department heads and employees 
of the Graybar Electric Co., Buffalo, 
are exceedingly boastful of their new 
77 East Swan St. 
at the picture it is easy to understand 
The 


structure provides 21,000 feet of floor 


home at Looking 


the pride of the Graybarites. 


space, more than doubling the floor 
space at their former address, 709 
Main street. The Swan street build- 
ing is good-looking and pretentious. 
It is directly across from the Buffalo 
post-office, and thousands leaving this 
building every day cannot help but 
spot the Graybar home, directly in 
front of them. 

An improvement at the new home 
is) a spacious wholesale counter, a 
facility not enjoyed in their quarters 
Another advantage 


in Main street. 


is in loading and unloading. <A wide 
yard to the side and rear of the build- 
ing, with ample platforms leading to 
the shipping 
Plenty of room is left in the yard for 
employees to park their cars. 


rooms, is provided. 


In moving from the Main street 
location, the Graybar concern did not 
sacrifice proximity to the business sec- 
tion of the city. The new quarters 
are only two short blocks from Main 
of Buffalo's 
busiest corners, and its chief banking 
This is also the heart of the 
the 


and Swan streets, one 
center. 


wholesale business section of 
Bison city. 


* * * 


More Than Half Billion Lamps 
In 1926 

Well over a half billion incandes- 

lamps, 315 

“large” lamps and about 205 million 


cent including million 
miniature lamps, were sold in the 
United States in 1926. 
tities represent the greatest annual 
increase in the history of the lamp in- 


These quan- 


dustry during its almost half century 


of existence, says John Liston of the 


General Electric Co., in his annual re- 
view of the electrical industry. The 
over 1925 sales amounted 
per cent in the case of the 


increases 
to 12% 
large lamps and five per cent in the 
case of the miniature ones, for auto- 





r 














New Home of Graybar in Buffalo. 


Max Spaulding, of Trumbull Electric 
Mfg. Co., Chicago, and Joe (himself) Utz 
of Harvey Hubbell, Inc. Report says that 
as golfers these birds are fine salesmen! 





In addition, 
the present prices of incandescent 
lamps are the lowest in the history 
of the industry, the list prices of the 
large Mazda lamps having been re- 


mobiles, flashlights, etc. 


duced an average of 21% per cent on 
February 1, and an average of four 
per cent on September 1. 

“It is estimated that, throughout 
the remainder of the world, the num- 
ber of large lamps used is about 
equal to the quantity used in this 
country and that the total of minia- 
ture lamps is about one-quarter the 
number used here,’ says Mr. Liston. 
“Thus the present annual sales of all 
kinds of incandescent lamps through- 
out the world would aggregate about 


900 million lamps.” 
* * * 


Jobbers Predict Big Radio Year 


Three jobbers from the West and 
Middle West at an impromptu meet- 
ing in New York recently compared 
notes and agreed that the outlook for 
radio sales during the balance of the 
year of 1926 and in 1927 was for a 
greater volume than ever before. It 
also appeared that the radio season 
opened earlier than usual this year. 

The jobbers were: N. L. Cohn, of 
the Triangle Electric Co., Chicago: 
B. K. Sweeney, B. K. Sweeney Elec- 
tric Co., Denver, and Frank Proudfit 
of R. S. Proudfit Co., Lincoln, Nebr. 
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Again This Month 


This advertisement appears in the January issues of 
Industrial Power, Industrial Engineer, Iron and Steel}? 

Engineer, Electrical West, and the January 15th 4 —_ 
issue of The Foundry . . . reaching people and com- 

panies using and needing electric heat! Now let them 
know they can buy Chromalox products from YCU. 


e 
| 
































: wT) ; GHROM ALOX 
. Hs 
' FOR HEATING ISOLATED SHOPS AND OFFICES 
crane cabs drying rooms elevators 

laboratories milkstoragerooms organ chambers ae 
power houses pump houses scale rooms plete details about Chromalox 
, storage rooms sub-stations watchman houses eee 

Right — Bulletin C-106— new 

| and dozens of other places that are hard-to-heat! Chromsion Strip. Soace, Rine 
and Immersion Units. 

45 Sizes and Ratings. Three types. Horizontal, Vertical, 

Portable. 1000, 1500, 2000, 3000 watts. 110, 220, 250 volts. 
Completely Assembled with 3 feet of cable, and 3-heat 
| switch on standard conduit box No assembly work! CHROMALOX 
Easily Installed! Simply mount on wall and connect to 

power line. Light and sturdy. Easily taken to the next job. , ts 

x é es P ev 
Quicker than extending steam line! - Ship™ 
Cc 

, Built to Last! The same type electric heaters fully ap- Qui om Stock: al 

proved for railway and street car service —will operate in- {v | about ¢ <Freatin 
1 definitely on your heating jobs. comet? ee ane ents im 
5 ay cus cic av —s ww @¢ 
1 When writing for Bulletin C-108, send details about general con- yvomalo% Elec © sere! 5. No set 

struction of building, size of room or space to be heated, number of ts al grade Sal es Man 
r doors and windows, temperature required and voltage available. Then Us \ead \ oi you 

we can definitely tell you which size and type of electric heaters six * ail yeu 
; should be installed. copie 
t 


| OSI NONWUEO). Gracy: 


MANUFACTURED EXCLUSIVELY BY 


'f EDWIN L. _ WIEGAND CO., 422 FIRST AVENUE, PITTSBURGH, PA. 


Lincensee The Ca ties AB. malox Co., Ltd cen Street East Poront Ontario, Canada 


The Railway Utility Company of Chicago is the sole distributor of Chromalox Strib 
Heaters for use in heating railroad and street cars in the United States and Canada 
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Why the Larger Jobbers Should 


C. C. Hillis Joins Allied 
Industries 

C. C. Hillis, formerly president of 
the Electric Appliance Co., in San 
Francisco, has, since the absorption of 
that another Pacific 
Coast jobber, become vice-president 
of the Allied Industries, Inc., of San 
C. D. Slaughter is secre- 
tary and treasurer of the Allied In- 


company by 


Francisco. 


dustries. 
Wallis Adds a Few Degrees of 
Superheat 


T. C. Worthington, formerly sales 
manager of the Lance Electric Co., 
St. Louis, and who is very well known 
to the jobbing trade in Baltimore and 
other eastern cities, is now with C. H. 
Wallis & Co. of St. Louis. He will 
look after the Kansas City territory. 

Tom Hardy, formerly of Manhat- 
tan Electrical Supply Co., St. Louis, 
is also with Wallis in the St. Louis 
territory. ‘Tom, who has been in the 
electrical jobbing business for about 
75 years, more or less, is one of the 
best known and liked electrical men 
in Missouri. 

W. G. Hammond, formerly with 
Priess Co., now looks after the Iowa 
and Nebraska territory. 

With three new live ones like these 
hustlers, Charley Wallis, who gener- 
ally speaking is one of the hardest 
working manufacturers’ agents in the 
whole U. S. A., can now take a much 
needed rest. 

The genial Claire Oldham, office 
manager, still extends his usual hearty 
welcome to all visitors. 





SALES HANDICAPS 





To attempt to catch an elephant with 
fly paper sets the scenery for a situation 
fraught with disappointment. 

Talking details of construction when 
attempting to sell counter merchandise to 
the public provides a similar sort of sales 
strategy and furnishes the same final re- 
sult. 


Extend the 


Glad Hand 


(Continued from Page 16) - 


and remarkably effective fleets of 
capacious merchant ships that con- 
veyed these raw materials to Euro- 
pean workshops. 

Everything flourished and a_ busi- 
ness development of immense propor- 
tions was enriching not only Spain, 
but the whole civilized world, until 
the Spaniards (somewhat naturally, it 
must be confessed) lost their sense 
refused to let the 
little nation of England do any trad- 
ing, destroyed her ships, imprisoned 
and tortured her sailors, and behaved 
in so arrogant and intolerant a man- 
ner that the exasperated traders and 
mariners of England took the law in 
their own hands, and, disregarding 
the remonstrances and appeals of 


of proportion, 


their own government, began to make 
reprisals. 

One of the most disastrous blows 
against Spanish commerce and _ in- 
dustry was known as the “War of 
Jenkins’ Ear” and was started by the 
sailors, despite the efforts of the Eng- 
lish government, because the Span- 
iards had captured an English bark 
and nailed the ears of its Captain 
Jenkins to the mast, for daring to 
trade in Spain’s zones of commerce. 

Then the English sailors found, to 
their delight and exultation, that their 
little, handy ships, designed for quick 
privateer dashes, were able to defeat 
the huge floating castles of Spain— 
built to transport cargoes of merchan- 
dise and raw products. 

The destruction of the lines of 
Spanish commercial communication 
caused wide-spread disaster to banks, 
factories, whole industries, and fin- 
ally set back for centuries the devel- 
opment of all Spanish America. 

Had the Spaniards been more tact- 
ful, and more tolerant and consider- 
ate, history no doubt would now tell 
a different story of the world’s de- 
velopment. 

What has all this got to do with 
the jobbing business? Confessedly, 
the comparison is grandiose and ex- 
aggerated, but anyway there is a cer- 
tain analogy, as any impartial per- 
son, familiar with jobbing conditions 
in the past 25 years, will probably 
admit. 





No one will deny that many of th: 
larger jobbing houses, with their grea‘ 
volume of business and their exten 
sive organizations, have been ham 
pered in many a constructive and 
meritorious program by the sever 
and telling competition of the small, 
easily handled “independent houses’ 
with their lesser overhead and their 
ability to sell at very low prices. 
The older, larger house attempts to 
perform its duties and its functions 
towards society by carrying larger 
stocks of the unprofitable, slower mov 
ing commodities needed by its cus- 
tomers, by installing more elaborate 
and more helpful service departments, 
by employing specialists and experts 
in technical lines, by doing its share 
toward introducing labor-saving and 
comfort-producing inventions and in 
“servicing” them, and by paying its 
employees more adequate wages and 
conducting its establishment on a 
higher and more serviceable plane. 

No impartial person will deny that 
any jobbing house that undertakes to 
do these things is performing its duty 
to the electrical industry and to so- 
ciety in general, and yet anyone ac- 
quainted with the history of the 
jobbing business will unhesitatingly 
admit that any jobbing house that at- 
tempts to perform these duties is avt 
to become a vulnerable target for the 
punishing fire of every small jobber 
in his territory and is also open to the 
criticism of manufacturers and of the 
trade in general because it is “un- 
wieldy and top-heavy” and “loaded 
with overhead and red-tape.”’ 

“Overhead” is, generally, expense 
incurred by the proprietors for the 
benefit of the customer, and, indirectly 
for the gain of the manufacturers, 
whose products are to be distributed ; 
and yet the moment the conscientious 
jobber undertakes to place upon his 
own shoulders this burden of over- 
head, that it is his duty to bear, he 
renders himself open to attack. 

While there have been some ex- 
ceptions, in general it is claimed by 
many smaller jobbers that the attitude 
and policy of the older jobber toward 
the newcomers in the field has been 
to a slight degree that of the Spanish 
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To our distributors and their salesmen, 
whose loyal co-operation has made pos- 
sible the success which REYNOJITE has 
enjoyed during 1926, we extend our sin- 
cere thanks. 


And may we also take this occasion to 
again renew our pledge of the utmost in 
backing and sales support under a strict 


jobber policy that means the ultimate in 
protection and profit. 

















Important new items being added to the 
REYNOJITE line which will greatly increase 
its profit-making possibilities, will be an- 
nounced in this publication next month. 





TRADE MARK REG. U.S. PAT. OFF LITE 


REYNOLDS SPRING COMPANY 


JACKSON, MICHIGAN 
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Murray Switch Installations 





Park Avenue, New York 


If you could look South, East, and West,—as well as 
North, you would find a MURRAY SWITCH used in 
every apartment, from the one renting at $400 a year 
to the $60,000 one. 
Bulletin 10B lists the complete line of 
MURRAY METER SERVICE SWITCHES 


METROPOLITAN DEVICE CORPORATION 

1250 Atlantic Ave., Brooklyn, N. Y. 
PHILADELPHIA DETROIT ST. LOUIS 
CHICAGO SEATTLE BOSTON 


MINNEAPOLIS 
PITTSBURGH 











IMPORTANT MAN IN THE INDUSTRY.” 


traders against the English inter 


lopers. This is, obviously, an exag 


| geration, but the older jobbers ar 
| said to have almost always failed to 








extend a helping hand to newcomers 
and to have generally done ever 
legitimate thing possible to hamper 
and harass them, and to treat them as 
the big newsboy treats the smaller 
newcomer that tries to sell papers on 
his corner. There is, of course, noth 
ing reprehensible in this, and possib]) 
some of the older jobbers will deny 
this, but almost any smaller new job 
ber will state that this, at least, is his 
impression of the situation and there 
is no doubt but that this view is 
shared by many manufacturers. 

This condition in our trade has 
been responsible for a great deal of 
injurious competition and resentment 
and has been one of the causes of the 
present unprofitable and very unsat- 
isfactory competitive situation that is 
criticized alike by manufacturers, con- 
tractors and central stations because 
the present day jobbing houses are or- 
ganized partly for privateering and 
fighting and only partly as cargo car 
riers and merchant ships. 

In the first place, the big jobber 
must realize that he is in the position 
of the old gentleman with the silk hat 
going past the little boys with snow- 
balls—and the small jobber has to 
realize that he has a job to do and a 
bundle to deliver and that he should 
drop snowballing and get busy and 


“run the errands that his customers 


have sent him upon. 

The Electrical Supply Jobbers As 
sociation, which comprises the major- 
ity of the representative jobbers of 
the country, has now thrown down the 
old restrictive bars and extended a 
sincere and hearty welcome to all non- 
member jobbers of good standing and 
reputation to become members and to 
work with them for the better devel- 
opment of electrical distribution. 

However, the obligation of the large 
jobber is greater than this—besides 
taking this attitude collectively in the 
association, he should take it person- 
ally and individually in his own home 
town, and he should, for his own good 
and the good of the trade, chuck away 
the “Top Hat” and approach the 
small jobber in a friendly and dem- 
ocratic manner and cordially interest 
him in the Association. 

The average small jobber is a very 
wide-awake hustler and he cannot fail 
to appreciate the numerous very prac- 
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No. 477 Outlet 
Patented and Patents Pending 


Fullman Floor Boxes 
The No. 477 Non-Adjustable Floor 


Outlet is the most extensively used 
Floor Box on the market. The de- 
sign and construction are ideal—few 
parts, small outside dimensions and 
plenty of room for wiring. 


It is fitted complete with Hubbell 
Receptacle and Bell Nozzle. The re- 
ceptacle is locked in position with a 
flat steel ring which also serves as a 
seat for the Bell Nozzle or Flat Brass 
Plug. 

















Don’t 
Be Fooled 


By Imitations 


STEEL CITy 


Fullman Floor Boxes, designed and 
patented by the Steel City Electric 
Co., are popular with the electrical 
contractor because we have spent 
considerable time and money making 
them so. They should not be con- 
fused with another manufacturer's 
make who has attempted to copy our 
design. The two names—Fullman 
Floor Boxes and Steel City—are so 
closely interwoven that no one in the 
electrical business can think of one 
without thinking of the other. 


Jobbers’ salesmen, too, know this 
fact as is evidenced by the steady in- 
crease in orders being received by this 
company on this popular line. 














Q PITTSBURGH, PA. » een’ 


DISTRICT OFFICES 


BOSTON ATLANTA 
BALTIMORE NEW ORLEANS 
NEW YORK DETROIT 
PHILADELPHIA INDIANAPOLIS 











CHICAGO SAN FRANCISCO 
ST. LOUIS PORTLAND, ORE. 
DENVER SEATTLE 


LOS ANGELES 





OAKLAND, CALIF. 
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Year 1927 


What will it bring to us—to you? It is so easy to 
look backward, but with what dependence can we 
glimpse the road ahead? Only the promise of the 
present is given us—that promise is heartening; we 
have had a prosperous year behind us and can look 
confidently on the months to come. Promise says 
they too will bring us a large measure of prosperity. 
Are we ready—prepared for the call on us, equipped 
for the service our trade demands? 


For this Company, YES—how about you? 


House cleaning time in business has come and gone; the 
cobwebs and dust have been cleared away, our windows 
have been brightened, our front door knocker polished, all 
fences knocked down and. carted away, the path to our 
door made straight and easy. 


So we are ready—how about you? 


Our storeroom has been straightened up, our stock sorted 
over, the desk over in the corner varnished and shining,° 
the salesman at his post. 


All prepared for calls on us—how about you? 


One cannot serve illy prepared; your customers want good 
goods, clean policies, prompt attention. Is your stock pre- 
pared for the Spring demand? We are a part of your 
service to the trade; lean on us and you will find we are 
ready and willing to give the finest support, the best in 
quality both of goods and attention. 


For Rigid Conduit, What Better To Stock Than 
“XDUCT” or “ELECTRODUCT’”’? 
In Armored Conductors Why Not “RED SEAL” 
The Cable Without A Flaw? 
In Non-Metallic Flexible Conduit ‘‘Lomflex’’? 
These products are all leaders. A sample will show. 


American Circular Loom Co. 
90 West St., New York 


BOSTON PITTSBURGH DENVER 
C. W. Jones, 164 Federal St. H. Lee Reynolds Co., Oliver a Hibbard, Inc., 1940 Blake 
Bid t. 


ldg 
PHILADELPHIA ie), BUFFALO PORTLAND 
S. G. Cummings, 116 So. 19th R. W. Mitscher, 417 Bramson C. R. Dederick, 346 Sherlock 
Bidg. Bidg. 
CHICAGO 


St. 

ATLANTA ea: 
Fulwiler & Chapman, Atlanta George Richards & Co., 557 
Tr. Bidg. W. Monroe St 


LOS ANGELES 
Clapp & LaMoree, 310 E. 4th 
St. 























tical and instructive aids that he ca: 
secure from participating in the bene 
fits of the E. S. J. A., and if he reall. 
feels that he is welcome to comrad 
ship with the experienced, successfu! 
larger jobbers of the country, he wil 
not hesitate to avail himself of th 
chance offered him to expand and de 
velop. 

The larger jobbers have now 
splendid opportunity to accept th 
leadership of the trade and to or 
ganize the entire distributing industry) 
on a more satisfactory basis to th: 
end that, once we have a representa 
tive and substantial organization, w: 
can labor to develop and improv: 
jobbing conditions so that our cus 
tomers and our suppliers will both 
be better satisfied with the service we 
render and be more inclined to com- 
pensate us for the work we do for 
them. 

It is surprising for one to realize 
that, with the exception of the E. S. 
J. A. with its very small membership, 
there should exist no other associa- 
tion of electrical supply jobbers; 
and that the great majority of the 
jobbers of the country should have no 
trade body to act as a medium for the 
exchange of useful and informative 
trade data, nor for performing the 
legitimate functions that are exercised 
by trade associations in almost every 
other line of business. The E. S. J. 
A. is an unusually well-conceived and 
well-balanced organization that is do- 
ing excellent work for the develop- 
ment of the distributing industry but 
it is most extraordinary that its mem- 
bership should include only a scant 
50 of the Free Lance Jobbers of the 
country. 

Now, since the entrance require- 
ments have been made much less ex- 
acting, it is to be expected that many 
of the more progressive Free Lance 
Jobbers will become members of this 
useful organization so as to be able 
to work for the development and bet- 
terment of the industry along with 
the successful and prominent jobbers 
that have up to now been carrying on 
the work of the Association. 

Prospective members must not an- 
ticipate, however, to derive any secret 
advantages from membership in the 
Association. The objects of the As- 
sociation are clearly defined and all 
its operations are conducted on a high 
plane and all deliberations and discus- 
sions are supervised by counsel and 
are a matter of printed record. The 
benefits from membership are gained 
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of BUNDLING 
Central Black’ #4 Central White Conduit 


3 

J. 

. “Central Black’”’ and “Central White” Conduit is unloaded 
- from the cages and placed on the Bundling Benches. As 
)- each cage is unloaded the outside and inside of each conduit 
it length is inspected. 

d The final inspection and test is then given by inspectors from 
, the Underwriters’ Laboratories. Then the approved con- 
' duit is stamped with the Underwriters’ label. 

2 Thereafter it is rolled down into hooks where it is bundled 
[- and tied securely at each end with a cord of tested and 
y proven strength that will hold the conduit rigidly in place. 
e “Central” Conduit is now ready to be taken to the stock 
is room. 

‘ Conduit that bears the Underwriters’ Label must 


h pass a series of tests and inspections given by in- 
spectors from the Underwriters’ Laboratories. 





r Every finished length of “Central Black” and 
n Ee ~ . . . 
“Central White” Conduit carries this stamp of 
4 approval of the Board of Underwriters. 
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for 30, 60 or 100 ampere fuses— 
The Square D Convertible Power Panel 


One advan- 
tage above all 
others—quick 
and easy ad- 
justment to 
fuses of differ- 
ent sizes—has 
brought the 
Square D Convertible Power 
Panel into high favor with plant 
engineers and electricians. 


Just a turn or two of the nuts 
holding the outer insulating bases 
of the circuit to be changed—and 
the bases slide freely in either di- 
rection — instantly convertible, in 
standard panels, for 30, 60 or 100 
ampere fuses. 


Because circuits are so simply 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. 
BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Franciseo, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis. 

SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 

BRANCH OFFIUVES: Toronto, Montreal 





and quickly 
changed, be- 
causethetrims 
of Square D 
cabinets are 
hinged on all 
sides, and be- 
cause burned 
fuse jaws can be replaced from 
the front in three minutes’ time 
—one man can do the work of two 
or more in about one-quarter of 
the time required with the solid- 


trim, single-piece-base type of | 


panel. 


There is a large and profitable 
volume of business for jobbers and 
jobbers’ salesmen in this standard 
Square D product. A request will 
bring you complete information. 


(97) 





SQUARE D 


Safety Switch 


| by analyzing and comparing the nu 
merous problems of distribution tha 
properly and legitimately b:. 
studied by a trade body of this na 
ture, but any Free Lance Jobber wil 
have ample opportunity to draw fron 
the association more than his invest 
ment therein of time and money. 
This problem of the improvement 
of the efficiency of electrical distri 
bution is not a petty one, involving 
as it does, an annual business of hun 
dreds of millions of dollars; and th 
importance, at this time, of the ques 
tion of electrical distribution can best 
be gauged by the attention apparently 
now being given to this subject by 
such important and farsighted in 
terests as the General Electric Co., 
the Westinghouse company and _ the 
A. T. & T. Co., who are now said to 
be investing millions of dollars in de 
veloping, and expanding the wide 
spread chains of electrical jobbing 
houses affiliated with their companies. 
In view of the undeniable impor 
tance of this industry it is indeed sur 
prising that such a large percentage 
| of electrical 


can 


distributors should not 
belong to their own trade organiza- 
tion and the action of the E. S. J. A. 
in adapting itself to relieve this con- 
dition is, without doubt, a very en- 
lightened move, and it is to be hoped 
that the older jobbers will take the 
lead in welcoming to membership all 
reputable and_ established supply 
houses in their own local territories. 





| Ross Hartley 


(Continued from Page 25) 


quired control of The Electric Cor 


poration and began an_ association 


that has proven profitable to both of 
them. Together they have carried the 
business to its present successful po 
sition in the electrical jobbing indus 
| try of the Pacific Coast. 

| When they 
| 1917, the business occupied two small 
| stores 40 by 142 ft.—about 6,000 sq. 
| ft—and carried a stock of $30,000. 
| Today the company occupies in Los 


acquired control in 


| Angeles its wonderful new building 
and carries a stock of about $300,000, 


does an annual business of about 


$2,000,000, and maintains warehouses 
and separate organizations at Port- 


land, Seattle and Oakland. 


This un- 


usual growth has been accomplished 
in the short period of eight years. 
Both Mr. Hartley and Mr. Reilly 
share the honors of the successful de- 
velopment of the business. 
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Costs More—Worth More—Profits More 
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Apologize! 


The Famous 
No. 74 Aladdin 
Desk-Flex 


Our National Advertising PLUS the 
high quality and low price of the Fa- 
mous Aladdin No. 74 Desk-Flex over- 
whelmed us with Christmas business. 
The popular demand for this number 
was much more than we expected or 
prepared for and we apologize for not 
filling orders as promptly as usual. Our 
increased production facilities have now 
fairly caught up with the demand and 
we will be able to handle your orders 
with customary dispatch. 


No. 74 backed by National Advertising in 1927 will be 
more popular than ever. Push this item for prompt and 
profitable sales and if it is not in your line, ask the house 
why. 


WRITE TODAY FOR NEW 
NUMBER 26 CATALOG 


ALADDIN MFG. .CO. 


614 East 18th Street MUNCIE, IND. 
99 


=. LAMPS -=. 


“‘Lighting Over a Million Homes Tonight’ 











Knowledge Brings 
Power to Sell 


(Continued from Page 9) 


crane, the porcelain-enameled steel 
bowl] reflector is efficient; in small 
sizes it is used for any needed local 
lighting at machines. The “Glassteel- 
diffuser” is an excellent unit where 
high uniformity of illumination, good 
diffusion of light, absence of glare and 
a cheerful workroom are desired; the 
latter effect is due in part to having 
some light strike: the ceiling. Where 
still greater uniformity and freedom 
from glare are needed, indirect or 
semi-indirect lighting are worthy of 
consideration. 


In order to secure uniform illumina- 


| tion with R L M reflectors the spacing 


distance between units must not exceed 
1% times the mounting height of the 
unit above the working plane; greater 
uniformity is obtained by making the 
ratio 114 times this height; thus, if 
the height is 8 ft., the spacing must 
not exceed 12 ft., but should prefer- 
ably be kept within 10 ft. With bowl 
reflectors and “Glassteel’’ units the 
spacing must not exceed 114 times the 
mounting height, but better results 
are obtained when the spacing does 
not exceed the height. The latter is 
always taken to the bottom edge of 
the reflector and the working plane 
is assumed to be 2% ft. above the 
floor. 


The highest practical mounting is 
generally chosen, but if the resulting 
spacing does not fit well into the room 
area another must be tried. Suppose 
“Glassteel-diffusers” to be chosen and 
to be hung at a maximum height of 11 
ft., the preferred spacing would then 
be 11 ft., but if the room is 40 by 60 
ft. this does work out as well as 
a spacing of 10 by 10 ft.; the latter 
is therefore chosen and the height de- 
creased to 10 ft. above the working 
plane. This spacing gives 24 equal 
squares in the room and therefore 24 
units will be needed. 


Before the final decision as to the 
size of the units is reached, we must 
have determined on the illumination 
value or foot-candles required for the 
particular work. Suppose it to be fine 
machine work for which about 18 foot- 
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~and yet another ~ | 
surpassingly heautifal/ 


—_ — 


; HE latest triumph of Inland’s 
wk, L designers is this unigue and 


— 
eae 
s 


s » decorative lantern-shape inclos- 
: ing glass unit. A delicate pattern in 
silver-gray emphasizes the graceful 
lines of this efficient piece. 


This new lantern unit may be used 
appropriately in any room with a 
fairly high ceiling where a wide 
and uniform distribution of light is 
required. The decoration in a 
neutral color allows this lantern to 
fit in with any color scheme. Six 


different sizes permit this unit to 
be used in any size of room. 
stemneil 


f 


Every jobber’s salesman will find 
that his dealers will regard this 


\ 

ke, 
— 
ee 


, EHEC CIE 24 a 


det new unit enthusiastically; a ready 


f 


———s market for it is assured. 
Manufactured by the 


|Dxs aU DL ©) ate EE OO)\si vata p 4 
9101 West 65th St. Chicago, III. 











Write for Information about this New 
Lantern and its Companions. 
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‘ALK F'SKIMO FANS 


ere en net 


“Then You'll Be Happy” 


Sound merchandising—quality that 
can be talked to the skies—right 
prices and discounts 








on the line which 


Best Fills Every 
Dealer’s Requirements 


You’re bound to doa 
tremendous business— 
and the repeats will sur- 
prise you! 


" Finished Appearance 
Practical Sizes 
Adjustable to any Angle 
}} Fully Guaranteed 
(1) Run Quietly 
7 Guaranteed not to 
Creep 
8’ Cord 
Heavy Cast Base 
Self-Aligning Bearings 
Toggle Switch in Base 
Swivel Joint 
Operate on 110-120 
| Volts A. C. or D. C. 











Model 10, 8” Blades 
Retails at $5.50 


is Model 20, 2 Speed 
ae ‘* Oscillating, 9” Blades 
Retails at $10 


UNITED ELECTRICAL MIFG.,Co. 
Aorian Mich igan 























candles is desirable. For the 10 ft. 
spacing and mounting height of the 
“Glassteel-diffusers” just referred to, 
a 300-watt Mazda C lamp will give 
about 18'%2 foot-candles and a 200- 
watt lamp 11% foot-candles. These 
values can be found from suitable 
curves on tables given in most instruc: 
tion booklets. The 300-watt lamp: 
will be used in this case. This alse 
determines the size of the “Glassteel’”’ 
unit to correspond, which is 20 inches 
in diameter. 

In conclusion, no salesman should 
hesitate to recommend an installation 
that provides plenty of light, but good 
light that is well diffused and free 
from objectionable glare. This re- 
quires efficient equipment of the high- 
est grade. Only such equipment will 
give the most satisfaction in the way 
of productive lighting, greatest net 
savings, reliable and economical oper- 
ation, and low upkeep. And thorough 
satisfaction means: ‘Come back, Mr. 
Salesman, we want more of that fine 
lighting in all parts of our plant.” 


Pooling Ideas 


(Continued from Page 14) 


room are shown all types of fixtures 
for the different rooms of the house. 
All fixtures are wired, equipped with 
lights and controlled by switches on 
the wall. The jobber is down town 
in a convenient location for the con- 
tractors to bring their customers. It 
is not necessary to go through any 
offices to reach the rooms, as the en- 
trance to this display is right at the 
entrance to the second floor office of 
the jobber and a rail separates the 
passageway to the display rooms from 
the office proper. 


This display has assisted many a 
contractor in selling fixtures he would 
not be able to sell without it. More 
and more contractors have adopted 
the custom of bringing in their cus- 
tomers to show them the fixtures. The 
result has been that the contractors 
are selling more fixtures and that more 
and more of them are buying their 
fixtures from this wholesale house. It 
has simply been a case of closing sales 
for the contractors. 

There is a decided trend in all in- 
dustries, to-day, for the retailer to 
confine his purchases more and more 
to a single wholesale house. Whole- 
sale houses in all industries are in 
fact doing a great deal to encourage 
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Straight Type 
9 Inch Blades 
Black Finish 


$750 





Oscillating Type 
9 Inch Blade 
Lacquered Finish 


$1 200 





| Two FANS 


That Have Made Good 


Signal Jr. Fans ere old standbys—oscillating 
and straight types with 9-inch blades and uni- 
versal motor that operates on either direct or 
alternating current. A practical size that can 
be easily moved about for office, home, sick- 
room, etc. These fans are backed as usual by 
our two-year guarantee of service. Write for 
further information. 


SIGNAL JR 


FAN 
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OSCILLATING FAN 
With a Dual Wound Motor 


Here is a new Signal Fan that will capture a new fan 
market this year. Built in two sizes—12 and 16 inch 
blades—oscillating type only, it is equipped with a dual 
wound motor which will operate on either direct or alter 
nating current. This is not a universal motor. As pio 
neers in the development of the universal motors, we, too, 
have developed and perfected this dual wound motor. It 
is not an experiment. Several years of actual use has 
proven its reliability and practical advantages. It is backed 
by our customary two-year guarantee of service. 

A single fan for either D. C. or A. C. built in two popu 
lar sizes to sell at popular prices—here is a real sales ad 
vantage for Jobbers’ Salesmen. Watch for our news letter 
which gives you further details. Then get behind the 
now complete line of Signal Fans. There’s money to be 
made. 


SIGNAL ELECTRIC MFG. CO. 


Dept. 8A Menominee, Michigan 
BRANCH OFFICES 
Boston Atlanta Chicago Los Angeles Winnipeg 
New York Pittsburgh Minneapolis Toronto Buffalo 
Philadelphia St. Louis San Francisco 


Export Office, 30 N. Church St., N. Y. 


COOOOOOOOOOOOOET OOOO 





12 iss. $240 
16 iaies 528° 


ETT TT 
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Another live number every dealer can handle 


SIGNAL 














f 
7 HOUSEHOLD FAN 
Scores of women have long 
wanted an electric ventilating 
fan at a price they could af- 
ford. Here it is! Neatly fin- 
ished, adjustable to all standard 
width windows, complete with 
: shutter—anyone can install it 
and it requires no servicing 
for Homes Let us tell you more about it 


Offices $ 1 600 


Stores 
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DUREX 
REFLECTORS 


Now Available 
in Fifteen 
Combinations 


The popular Durex 
line, embodying the 
Wheeler Screw 
Ring Construction, 
has now five types 
of canopy and three 
types of reflector. 


Write for New Durex 
Bulletin No. 12-B 


WHEELER REFLECTOR CO. 
275 Congress Street 
BOSTON, MASS. 























this. They are doing it partly be- 
cause of the hand-to-mouth buying 
that is going on and partly to protect 
themselves against uncollectable bills. 

When the retailer buys from but 
one wholesaler it is possible to give 
him more and better service than 
could be given him if he were buying 
from every Tom, Dick and Harry. It 
is possible to watch his credit condi- 
tion better and it is easier to make 
him really successful in his business. 

To persuade these retailers to ‘con- 
fine their purchases to one wholesaler, 
however, it is necessary to demon- 
strate to them that more will be given 
them in the form of service when they 
do. Much depends upon the salesman 
himself. The more real assistance he 
ean render in helping that man in- 
crease the volume and profits of his 
business the more inclined he is to 
buy from that salesman only. 

It is after all largely a matter of 
acting as a business adviser and gain- 
ing the complete confidence of the 
One dealer who is doing a 
good business has such confidence in 
the salesman of the jobber from which 
he buys that after giving this sales- 
asks him to look 


dealer. 


man an order he 
around and see if there is anything 
Often in this 
way something is added to the order 


else he ought to have. 


the dealer himself made out. 


Closing sales means in the final 
analysis finding a way for the custom- 
er to sell more of the goods which he 
buys. He will not buy more unless 
he can sell them and the majority of 
the jobber’s customers will never find 
a way of selling more unless the job- 
ber or his salesman shows him how. 
There are more good mechanics than 
good business men in the contracting 
business and this also applies to a 
certain degree to the dealer business. 

* * # 


Zink Doesn’t Give a Hang 


(Continued from Page 18) 


they will take it up with the house. 
They have full authority to say no; 
and their word is final. Men are 
instructed to make their own de- 
cisions; and the house backs them up 
when they make them. That elimin- 
ates a lot of quibbling over price, for 
the customers have learned that the 
house will not tolerate price-cutting 
and that whatever the salesman says 
about a price sticks. 

The Coast Electric Co. was organ- 
ized seven years ago with J. Frank 
Munro as president and Mr. Zink the 
Soon afterwards Mr. 
Zink became an executive. Another 
officer active in the business now is 
F. W. McClellan, secretary. George 
M. Hawley is treasurer. 


first salesman. 

















Some say a jobber’s salesman has a dull, dreary and drab life. 


Others say, ’taint 


so bad. This shows a few of the brighter moments in the life of a couple of Min- 


neapolis “Graybarbarians.” 


is the one without the cigarette and the one with it is Clarence Furber. 


business is good. 


Martin Buehler, sales manager, Graybar, Minneapolis, 


Looks like 
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Type “A” 
Rectangular Unilet with 
Three-Wire Porcelain 


Type “C” 
Rectangular Unilet with 
Rectangular Porcelain 
Receptacle 


Type “LL’’ 
Rectangular Unilet with 
Blank Metal Cover 


Rectangular Unilet with 
Cord Rosette 


Type “T”’ 
Rectangular Unilet with 
Plug Receptacle 


Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 


Type “FS” Unilet with Cover 
for Plug Receptacle 





st aioe 
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Bunte Candy is made by light 
and power supplied through Unilets 


Almost throughout this beautiful and modern candy plant, 
Appleton Unilets and Conduit Fittings are used. 

Imbedded in concrete ceilings, hidden in plaster walls, carry- 
ing switches and connections of electric motors, Appleton Fit- 
tings were chosen because they are cheaper to install, easier to 
use, handier, sturdier. 

Their tough, cold-drawn steel walls are less likely to break, 
chip and bend in handling. Their sizes are accurate, their bot- 
toms flat and smooth. They allow for more wiring space than 
cast-iron fittings. 

Every size and shape is available and the variety of designs 
permits every conceivable type of ganging. 

Appleton Unilets are made in both Threaded and No-Thread 
Types, for every purpose. Covers interchangeable. We shall be 
glad to send fully descriptive literature to any salesman interested. 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue . Chicago, U.S. A. 
New York—150 Varick Street Los Angeles—340 Azusa Street 


al PNA 
APPLETORK 


and CONDUIT @g/ FITTINGS 


STANDARD FOR S BETTER WIRING 
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Selling to Industrial Plants 


(Continued from Page 6) 





To every rule there are exceptions. 
The one above suggesting that the 
jobber limit his activities to certain 
sized plants is, of course, quite gen- 
eral. Naturally there are certain 
jobbers, who, by virtue of their manu- 
facturing affiliations, or because of the 
fact that they are specialists in in- 
dustrial plant business and have un- 
usual facilities for handling it, are 


An Open Letter to Increase Y our Sales taking substantial business from class 




















A plants. However, for the average 
jobber, who is not especially equipped, 
except possibly by an oven-weaning 


Make the “Added Profit” sii fi cs 
from €) Panelboards 

















fields where he can fight on even 
grounds. © 

In making the suggestions embodied 
in the foregoing, Tue Jopper’s SALEs- 


him, and it is better to take first the 
Mr. Salesmanager : 


How much of the job do you actually sell? Of course, 
there is the wiring—and all such ordinary things, fix- 
tures, etc. But there is something else, too—Panel- 


boards! Very often you can “break into a job,” and 
also a big sale, by offering the contractor a line of Panel- 
boards that, not only will give more service, but will 
actually cost him less installed. That’s real selling! 
Profitable, too! 


@ Panelboards should be your first consideration. 
You can well afford to specialize in them because the 
return from their sales will always pay out. Here’s why: 


(1) @Panelboards have a wide profit margin. They give 
you and your salesman a better commission for the selling 
efforts than does any other like product. 


@Panelboards have “talking points” that close sales! 
They are standardized, made of oversize parts, guaranteed 
to cost less installed and are the original safety type, 
molded section panelboards. 


@Panelboards are known as “the sign of a better job.” 
They have an established prestige that will build a reputa- 
tion for you and aid greatly in smoothing the path towards 
the sale of other products. 


Send for the A Catalog. See the complete line illus- 
trated. Read the valuable data. It is free! We will 
aid you at all times by furnishing complete estimates 
without any obligations to you. 








SHrank Adam 








ELECTRIC COMPANY 


ST. Louis 
District Offices 


MAN is not unaware that it may be 
criticized from two different sources. 
The first is the electragists, who may 
say that the jobber has no business 
selling industrial plants at all. That 
in so doing he is competing with his 
customers. The answer to that is, 
that when the electragists, as a class, 
are capable of going out and develop- 
ing the industrial plant business, in 
their respective localities, and _ will 
pass that business through their re- 
spective wholesalers rather than at- 
tempt to get from the manufacturer 
jobbers’ prices when they are not job- 
bers, the situation will remedy itself. 

The second criticism may come 
from some of the jobbers themselves, 
who may say that the manufacturer, 
that is the manufacturer who claims 
to have a jobber policy, has no busi- 
ness to sell any class of industrial 
direct. Here again the answer is that 
when our own jobbers as a class have 
developed to the point that they are 
capable of fully developing the in- 
dustrial plant field and are able to 
get all the business and render all 
the service necessary in that field, 
then again the situation will remedy 
itself. Fulfillment of both of these 
suppositions is yet a matter of the fu- 
ture. 

In so far as the set-up of the aver- 
age jobber is concerned, to enable 


him to intelligently cultivate the in- 
dustrial plant field, it should, we be- 
lieve, embody departmentalization to 
the extent of having at least an in- 
dustrial plant specialist, who is fa- 


Atlanta, Ga. Denver, Colo. Omaha, Neb. 
Baltimore, Md. Detroit. Mich. Philadelphia, Pa. 
Boston, Mass. Kansas City, Mo. Pittsburgh, Pa. 
Brooklyn, N. Y. Los Angeles, Calif. Seattle, Wash. 

uffalo, N. Y. Miami, Fla. San Francisco, Calif. 
Chicago, Ill. Minneapolis, Minn. Winnipeg, Canada. 
Cincinnati, O. New Orleans. La. London, Ont., Can. 
Dallas, Texas New York City, N. Y. 











January, 1927 





THE JOBBER'SM)SALESMAN 














“FOUNDED ON THE BELIEF 


THAT 


THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THI 


Note the small number of parts 

and the large openings in the 

casing for convenient inspection 
and cleaning. 


Get what you pay for~/ 





A convenient way to 
find the proper fuse to use 


The Union Chart, ‘“‘How to Se- 
lect Fuses” shows quickly the 
proper fuse for all typesand sizes 
of motors. It saves time and in- 
sures selection of the right fuse. 
One of these charts will be 
mailed for the asking. 










Because they 


When you buy renewable fuses do you get what you pay for? 


A fuse of the renewable type is purchased for but one reason— 
the saving afforded by the low cost of renewing after a blow-out. 


To get your money’s worth, it is important that you select fuses 
sufficiently substantial to withstand repeated blow-outs—fuses, 
quickly accessible, and of such design that threads do not freeze or 
stick. In short, fuses that can stay in service for a long time and 
give the economical service you pay for— Union Renewable Fuses. 















Before you buy your next fuses 
examine a “Union Renewable.” 
See the rigid substantial construc- 
tion. Note the few parts—how 
quickly it is dis-assembled, re- 
newed and reassembled. See the 
way threads are protected from 
molten metal at time of blow-out. 


There is a difference 
Thousands of “Union” 


users 


know there is a difference in 
fuses. “Union Renewables” stay 
in service longer and give you the 
economical service you have a 
right to expect. 


The new Union Catalog No. 
31 has the latest complete infor- 
mation. A copy should be in 
your reference file. Write for it 


today. 


CHICAGO FUSE MFG. Co. 


INCORPORATED 1889 
Manufacturers of Electrical Protecting Materials 
and Conduit Fittings 


1§19 West Laflin and 1§th Street, Chicago 


UNION FUSES 


are worth more—they really cost less 
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Standarw 


ELECTRIC RANGES 








One Source of Supply 


for all Electric Range Needs 


Jobber and dealer alike benefit from the extensive- 
ness of the Standard Line. One dependable, old- 
established source of supply is offered for electric 
ranges designed especially for a great number of uses. 


There is a Standard model to meet any require- 
ment, domestic, institutional, or commercial: beauti- 
ful styles for home use; wall-styles for the apartment; 
others for restaurant, hotel, club and boat. All are 
noted for their low operating cost, dependable per- 
formance and reasonable prices. The Standard Line 
is not only the oldest, but the most complete. 


Consider for a moment the advantages to the 
dealer of concentrating on the Standard Line. No 
duplications; lower inventories; quicker turn-over; 
every type of consumer a prospect, because there 
are no “missing links’ among Standard models; 
greater volume owing to the moderate prices arising 
from Standard’s standardized production. Isn't a 
line that’s exceptionally good for the dealer a good 
one for the jobber? Some good territories are 
available. 


The Standard Electric Stove Company 


Toledo, Ohio 











miliar with the requirements and buy- 
ing habits of the industrial plant, who 
ean direct the sales force in so far 
as their cultivation of this field is 
concerned, and who can either handle 
the technicalities of estimating on 
special jobs or knows how to secure 
such help from the manufacturer. 
Beyond that, it is a matter of common 
sense and a thorough cultivation of 
the field. 

[This article is by way of an in- 
troduction to a series which will ap- 
pear in Tue Jospser’s SaLesMAN 
treating of the sale of individual lines 
or groups of correlated lines to the 
industrial plant trade—Editor’s 
Note. ] 


@ & 


Comments on “Money Talks” 

L. V. James, of the lighting service 
department of the Midland Lamp 
Division of the National Lamp Works, 
Chicago, is the author of the playlet 
which was printed in the December 
issue under the title “Money Talks.” 
He has written an interesting letter 
concerning the playlet from which the 
following is quoted. 

“T am much interested in the com- 
ments aroused by my playlet or dia- 
logue, “Money Talks,” which appeared 
in December Jospser’s SALESMAN, 
because it proves further that demon- 
strations are helpful in selling. And 
a playlet of this character is, after all, 
a demonstration of a selling method, 
including the proper use of sales 
points, etc. 

“There is, of course, a possible dis- 
advantage in that the rhetorical ‘style’ 
which is necessary in a playlet would 
not always be appropriate in making 
an actual sale. This is really not im- 
portant, however, as each salesman 
will approach his prospect in his own 
way, and it is important to hold the 
salesman’s interest in the playlet so 
he will get the real points it is de- 
sired to make. 

“*Money Talks’ contains one prin- 
ciple idea—that the best lighting is 
economically also the best. Since this 
is true, we salesmen of lighting are 
permitting the objection of expense, 
on the part of our prospect, to hinder 
our making the sale, unless we ad- 
vance and prove this idea early in the 
sales argument. The playlet shows 
what an almost unanswerable argu- 
ment can be built around this fact, if 
the salesman really knows his busi- 
ness. And the commonly used ad- 
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C-H 70-50 
Feed Through 
Switch 


A time saving convenience 
for any appliance making it 
unnecessary to remove plug. 
Can be placed at any point 
on any cord. Made of ric 

ebony Thermoplax, with 
light and dark “on” and 

“off”? buttons. 


C-H 70-51 
Switch plug 





Acombination Feed Through Switch 

and Terminal Plug providing con- 

venient current control right at the 
appliance. 

Terminals are universal, fitting all 

makes of appliances. Made of ebony 

Thermoplax,heat-proof and durable 


Every appliance buyer or user is a 
likely prospect—it offers a conven- 
ience welcomed by housewives. 
Specially useful on electric irons. 

new appliances are equipped 
with it, sales are speeded. Moves 
fast over the counter, too, when 
displayed in the attractive display 

. container. 


aN 


CUTLER @ HAMMER 




















The"snap” that 


speeds sales— 
VERYBODY is interested in 


cleverly made time saving 
devices—whether they actually need 

them at the moment or not—and in- 
teresting things are long remembered. 


C-H Switches have those qualities. 
Their handiness and adaptability are 
the big reasons why they are so widely 
known—so quickly acceptable to users 
everywhere. 





You know from experience that ready 
acceptance means rapid turnover, and 
steady year-round profits. 


This advertisement also appears in the January issue 
of Electrical Record. Use it to make more sales. 


The CUTLER-HAMMER Meg. Co. 


Pioneer Manufacturers of Electric Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 
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Appliance Switches with a Reputation 
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Grow in Profits with 


Superior features make the Hemco Superior products—backed by the Hemco Mer- 
‘ord Se t d rr. _ pany ° 
ft now. Capitalize on. the need. for chandising Plan—the diligent efforts of jobbers’ 


Non-slip grips on appliance plug as- Hemco a remarkable growth. 


grooves ide prongs of Hemco pull- it oe e ° ° 
cord cap into slots. Fits all appli- The Hemco Merchandising Plan is fair alike 
ances. Hemco snubbing anchors cord e e ° ° 

ends permanently. List price $1.50. to jobbers and retailers—begins in the home and 





dropped—won’t mar. 
Typical of the profit making Hemco 
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HEMCO 


Unlimited cooperation 
to help you 


1926 was a record year for, Hemco. 1927 is 
bound to be another! 













ier, bett rd set th es 
sande.’ ef caguiaanes Wak spare salesmen and dealers everywhere—earned for 


during the holidays. 







easy detachment. Self-finding 







ends in your dealers’ stores. 






Effective and consistent advertising builds con- 
sumer acceptance for Hemco. Direct mailings 
and Hemco Missionary Men carry the story to 
your trade. 







Hemco salesmen open new accounts—$150,000 
in new business during 1926. You get the credit 
for both initial and repeat orders. 






You can be sure 1927 will be a bigger year still 
for Hemeo. The “Fair to Everyone” Merchan- 
dising Plan will be expanded. More and better 
sales helps—unlimited co-operation will boost your 
sales throughout 1927. New additions to the al- 
ready unsurpassed line of Hemco products will 
create wide spread enthusiasm. 








Hemco Twin-Lite—still the fastest 


selling plural plug. Compact—fits un- : 2 ° 
der small shades. Made of genwine Why not back a winner for 1927? That is the 
Bakelite—jet black to harmonize with ° 

all fixtures: Won't crush when wav to bigger sales. 






. List price 60c each. 







GeorGe RicHaros & COMPANY wc 

















557-Wesr Monro™E STREET- CHIcaco,/LLIno!s. 
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~ HEMCO 


Profit Makers — 


deserving of your best sales efforts 


And now—new additions to this fast 
New items that meet 
specific needs—that are certain to make 
your sales volume grow. 

Plural 


selling Hemco line. 


Two 


/ REG.U.S. PAT. OFF. \ 





HEMCO 
Thru-Lite 


A most handy Hemco 
plural plug for home or 


office. Provides two 
service outlets above 
the light shade—prong 


type for easy attaching 
and detaching of all ap- 
Bottom outlet 
threaded for all stand- 
Made of 

black 
harmonizes 
with all fixtures. List 


pliances. 


ard shades. 
beautiful jet 
Bakelite — 


price 90c each. 


Ready for 
now. 








shipment 


permanently 
Plate ready in 


Plugs—‘‘Thru-Lite”’ nounced. 


and “Trip-Prong” are now ready. 


Drop a line to the house for complete information on 
Or write us direct 


the new Hemco Products. 























A New and Better 
Bakelite Wallplate 


by HEMCO — 
Ready Soon 


The wall plate—the point where elec- 
trical convenience begins—should have 
lasting beauty. 


The New Hemco Bakelite Wall Plate 
retains its beauty, permanently—harmon- 
izes tastefully with all decorations—adds 
the finishing touch to any home or office. 
You know how beauty enthuses the trade 
—they quickly recognize selling qualities. 

The New Hemco is durable—will last 
a lifetime. Continuously heavy sales are 
assured. 


Watch for further announcements. But 
start work now. It will pay in future 


sales on this better Bakelite Wall Plate 
by Hemco. 



































A new 
beautiful Bakelite Wall 
February. In March, 


four more New Hemco Plugs will be an- 


HEMCO 
Trip-Prong 


Designed for use 
where extra outlets are 
most needed. Accommo- 
dates three appliances 
on a wall outlet. Prong 
type connections allow- 
ing easy attachment of 
all appliances. Com- 
pact—fits snugly against 
the wall. Made of gen 
uine Bakelite—practical- 


ly unbreakable. List 
price 60c each. 
Now ready for ship- 


ment. 
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OSHKOSH 


TOOLS 


Are 
Dependable 


Did any of your customers 
ever tell you of the time they 
had a tool break on them 
when out on a far-off job? If 
they have, you will remember 
that the customer didn’t think 
it a very funny incident,—nor 
did you, if you happened to 
be the one who sold him the 
tool. But that is what will 
happen when ordinary tools 
are used. 

Oshkosh Pole Line Con- 
struction Tools are out of the 
ordinary and, as such, can be 
absolutely depended upon. 

Extreme care is employed in 
the manufacture of Oshkosh 
Tools. The material is always 
of the best obtainable. In our 
method of manufacture each 
tool requires special grades of 
material to insure its having 
the highest possible efficiency. 
Only after the most rigid of 
inspections does the tool leave 
our factory. 















PEAVIES 
The handles are of se- 
lected best, grade hicko- 
ry and Wisconsin rock 
map, _ nicely shaped 
and polished. The sock- 
ets are of malleable iron 
and the pikes and hooks 
of crucible steel. 


CANT HOOKS 
The handles are of se- 
lected best quality hicko- 
ry or isconsin hard 
rock maple, accurately 
shaped and polished. The 
clasps and toe rings are 
of malleable iron and the 
hooks of crucible steel. 


Oshkosh Tools are backed 
by a strict jobber policy. You 
are free to write us about 
your sales problems in our 
line. Get the benefit of our 
fifty years’ experience in this 
field. 


LEACH COMPANY 


OSHKOSH, WISCONSIN 
OSHKOSH 
POLE 


CONSTRUCTION TOOLS 














The above picture shows the “Radio 
Twins” who broadcast from station 
WJAF Detroit. The chap with the over- 
grown meerschaum is Larry Wardrop and 
the plunk-plunker is Bob Miller, who, 
when not broadcasting, can be found work- 
ing at the Crescent Electric Co., Detroit. 





vantages can then be brought in to 
close the sale, if necessary. Surely, 
this is the correct and modern way to 
sell lighting. 

That the above conclusion is true is 
being demonstrated by the reception 
this and similar playlets are meeting 
with. One central station new busi- 
ness manager enthused over a mer- 
chandising talk which ended with such 
a playlet, exclaiming that it was a 
‘pep’ talk which also ‘told the men 
how to close.’ A jobber executive de- 
clared that he intended to write such 
a dialogue about each of the principle 
merchandise lines he sold through 
dealers—he had just had the sale of 
lighting so presented before a group 
of his dealer customers. One group 
of salesmen insisted on having the 
principle points in the economic analy- 
sis printed on cards for easy refer- 
ence while in the field. One prospect, 
a purchasing agent who had previous- 
ly been a sales manager of a branch, 
remarked to an associate. “This man 
has our ideas of selling, only better.’ 

“Lighting forms the basis of such 
a large part of the electrical jobber’s 
business that I am pleased if the pub- 
lication of my ‘Money Talks’ has 
stimulated interest in a logical selling 
plan of lighting.” 


ST TUS = 





—— 
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TTT 


Boost Your Sales 
with ABolites _ 


(Porcelain-Enameled Steel Reflectors 
















ANGLE 
BOWL 
ABOLITE 
UNITS 


Interchange- 
able Holders 
—3 for AB 
Neck and 3 
for Threaded 
Neck Reflec- 
tors. 


One-Piece 
Non-Inter- 
changeable 
Units also 
available. 


} ANY a. difficult industrial 
lighting problem can _ be 
solved by a judicious sale of 


Angle-Bowl ABolites; and the Re- 
liABility label you see on each 
unit is a guarantee of the FIVE 
BIG POINTS* of Quality which 


you cannot see. 


*THESE FIVE BIG POINTS 
MEAN QUICK SALES 


Correct Design. Accurate Manufac- 
ture. Interchangeable Features. No 
rivets to work loose. Age-proof 
high-reflecting vitreous enamel. 


The NATIONAL SCREW 
& MFG. COMPANY 


(AB Products Division) 
2440 E. 75th St. 


CLEVELAND 
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eyeadly {for 
NG Fiber fan sales? 


Wagner fans can help you 


HOT spell of a few days and you will 

need a full stock to supply the rush for 
fans. Will your customers be getting the best 
fan for the price? —a WAGNER fan? 


Wagner offers a complete and fast selling 
line. The tremendous success of its first two 
years on the market has proved its profit- 
making power. 


As silent as a watch, as sturdy as the 
Wagner,Quality motor (the heart of every 
Wagner fan), this full line of rapid sellers is 
ready for the third and biggest year. 


Scientific fan-blade design coupled with 


finely calculated coordination is the reason 
for their success. The blades slice the air in- 
stead of batting it noisily like the ordinary 
fan. Its breeze is a long, strong beam of air 
that can be directed wherever needed, in- 
stead of puffed over a limited area. This 
means controlled air circulation. 


No magnetic hum or creeping, with a 
Wagner fan. Just a cool quietness that will 
win you sales. 


Order your Wagner fans now. 


WAGNER ELECTRIC CORPORATION 


Saint Louis, Mo. 


6400 Plymouth Avenue 





Pans 
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“Aso Rans” 
Don’t CoLLect 


In the race for business—unlike 
horse races—there’s no money for 
“place and show.” The fellow 
who ALMOST gets the order— 
GETS NOTHING. It is either 
first place or “out in the cold.” 


Get astride the “straight ticket’ 
winner for Reflector business. 
DAY-BRITE is the name. 
There’s everything back of it— 
superior construction—low cost— 
easy installation—and real light- 
ing. 

You should know all about DAY- 
BRITE REFLECTORS—to talk 
it with contractors and users. 
There’s a big opportunity for 
sales to stores—banks—hotels— 
theatres—all public buildings. 


Ask your house for a copy of our 
Catalogue 6. 


a 











pAY-BRite 


MAKES A COMPLETE LINE 


of reflectors for show cases, wall cases, 
show windows. You can sell them in 
separate parts, not wired—or, completely 
assembled and UNION WIRED at the 
factory. DAY-BRITE single unit re- 
flectors are quick sellers and give you 
real profits. 


“TALK DAY-BRITES — 


they’re worth talking about 


a 


DAY-BRITE REFLECTOR CO. 


703 South Broadway 
ST. LOUIS, MO. 














Are Conventions Worth 
While? 
By ROGER A. LEA 


O LEAVE one’s business for a 
week and to spend a couple of 
hundred dollars, more or less, jour- 
neying to a distant city to attend a 
gathering of men engaged in the same 
line of business as one’s self is cer- 
tainly not worth while unless there 
are compensating advantages. Per- 
haps Roosevelt was right when he 
said “every man owes something to 
the industry of which he is a part,” 
but it seems to me some more power- 
ful reason than “the good of the in- 
dustry” must be given to stimulate 
attendance at conventions. One al- 
ways has the feeling that the success 
of the convention does not depend on 
his personal attendance—one more or 
less will make no difference. And so, 
eliminating all altruistic considera- 
tions we come down to the real ques- 
tion—“What good will 7 get out of 
ee 
And this is a fair question. There 
are so many demands made on our 


time and purse that we would soon | 
have no business at all, and no balance | 
in the bank, if we did not safeguard | 


our minutes and our money. We may 


be willing to give freely of our time | 


and means in aid of some charitable 


project or civic betterment and still | 
feel free to pass up a convention. | 
For conventions are strictly business | 
affairs and whether one attends or | 
decided on_ business | 
If one can see no personal | 
profit in attending then the thing to | 


not should be 


grounds. 


do is to stay at home. 


But is it possible to bring together | 
in daily conference for four or five | 
days several hundred manufacturers | 
and dealers in the same industry as | 
one’s self and get no benefit from | 


mingling with these men? I do not 


care what the convention program may | 
of the talks will be | 


be—the best 
printed in the trade papers and we 
can read these comfortably at home. 


But what we cannot get at home is | 
the practical | 
suggestions for increasing one’s busi- | 
ness and one’s profits, that one gets | 


the mental stimulus, 


at a convention—not in the convention 
hall itself but in conversation at the 
dining table, in the hotel lobby, or 
wherever we meet and chat with other 
men who are engaged in our own line 
of business. No one will deny that 
he would profit immensely by the op- 











RACINE, 








IT’S “TIME” 


TO SELL— 


THE “‘RELIANCE”’ 


AND “‘RACINE’’ 


“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 

Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 


“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 
house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts, 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 


WISC. 
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Among the head-liners 


for 192 7— 


fas jel 
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TUBULAR WOVEN FABRIC COMPANY :: PAWTUCKET, R. I. 
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Don’t let 
the boss 
beat you 
to it— 


Find out all about Efco- 
lite Porcelain Brackets 
before he does—Be ready 
when he asks you about 
them. 


No. 10. and 
No. 10 C 
With and 
without 
Convenience 
Outlet and 
Levolier 


Socket. 





No. 50 
and 

No. 60 
With 
Ass'n 
Sockets 
with and 
without 
Outlets. 


These brackets are all one 
piece 


SEND FOR SAMPLES 
GET THEM NOW 


Ask for distributors terri- 
tory 


EFCOLITE 


CORPORATION 


264 Canal St. New York 























_ ducting their business. 














Two friendly enemies of St. Louis 
swearing never to cut each others throats, 
or enter into any price war or such—J. 
LL. Buchanan of Wesco and George Carrao 
of Graybar. 





portunity to visit hundreds of factor- 
ies and stores making and selling the 
same goods that he deals in himself. 
The more we know about the merchan- 








dise we sell the better are we able to | 


sell it. 
ence in selling may have been a long 
one we cannot possibly acquire in our 
own town and in a single lifetime the 


| experience of hundreds of dealers lo- 


men—manufacturers and dealers—we 


| see under one roof the latest products 
| of a hundred factories, we chat with 


And though our own experi: | 
< — 


_cated in all parts of the United | 
States. 
‘ | 

At the convention we meet these | 


men who in a city far removed from | 


| our own are conducting a_ business 
\ similar to ours and who, because their | 
| customers can never be ours, are will- 


ing to tell us of methods that they | 


have 
Each day we 
pick up new ideas that can be used to 


| advantage in our own business and we 
return home with a clearer concep- 


tion of the things we must do to in- 
crease our trade and with a keener 
desire to do them. 

Compare this man, just returned 
from the convention of his industry, 
with the man who stays at home. 
Which man would you prefer to deal 
with if you were a customer—the man 
who has first hand knowledge of the 


| products of every important factory 


found to be successful in con- | 





BUCKEYE 
CONDUIT 
Stays Sold— 


Salesmen selling Buckeye 
Conduit never fear ‘“come- 
backs.” They know when a 
customer purchases ‘Buck- 
eye,” the transaction is ended 


with the sale of the goods. 




















Buckeye Conduit is made 
by the largest independent 
manufacturer in America, 
who governs production from 
the mining of the ore to 
finished conduit and is there- 
fore able to assume complete 
unit responsibility for each 
piece of conduit leaving the 
plant. 


You cannot go wrong in 
staking your reputation on 
such a product of merit en- 
dorsed by leading architects 
and electragists everywhere. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 
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“A Prosperous New Year — 


May all your orders be good ones” 








A TYPE FOR EVERY INSTALLATION 





Seema eae as ae 


HB Straight Bar Hanger 


— 








HD me Offset Bar Hanger “‘Raco”’ Pat 


EE SE oy, en Sore 


For Better Profits in 1927 Sell More 
““Raco” Boxes and Hangers 









HS Shallow Offset Bar Hanger and Set-Up Boxes 
The ever popular and practical “Raco’’ Bar 





HO Old Work Bar Hanger 


Hanger with adjustable stud has met with increas- 


ing demand by the trade. 








HC Universal Box Cleat The newly developed Lath Support for Bar 

Zz Hangers makes as complete and finished an installa- 

"BS gos tion as was possible with the old style wooden 

SU-10 “Raco” Cable Box and Straight Bar strips or headers, by providing an easy method for 


Hanger 


‘‘Raco”’ Patented Extended 
Ear Boxes 


One of the recent outstanding developments of 
the industry is the ““Raco’’ Extended Ear Box furn- 
ished with these convenient supports attached ready 
for installation. No separate parts to handle. 


The adjustable feature of this type of support, 
applied with screws either to ends of box for 
Switches, or sides for Receptacles, is one of the big 
factors in their popularity. 

Despite these conveniences, there are some ter- 
ritories still using old and wasteful methods of in- 
stallation. 

Increase your sales and profits in 1927 by preach- 
ing the gospel of better and quicker installations the 
““Raco” way. 


securing the cut laths at outlets. 





Showing “*Kaco” Extended Ears and Lath 
Support Applied to “Raco’” MC Box for BX 





ROACH-APPLETON MANUFACTURING CO. 


3440 N. KIMBALL AVENUE, 


CHICAGO, ILLINOIS 


BIRMINGHAM DETROIT NEW YORK SAN ANTONIO 
BOSTON INDIANAPOLIS PHILADELPHIA SEATTLE 
CLEVELAND LOS ANGELES PITTSBURGH TAMPA 


DENVER MINNEAPOLIS 





PORTLAND TORONTO 
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a8 bears the 
_ Spotlight 


MASTER GUARANTEED 
MOTORS bear the spotlight 
of rigid comparisons because of 
their reliable performance—the 
only true test of motor value. 
You, will find them upon high 
grade appliances and machines 
because: 

















ean 1927 Sales! 


with 


QUAD 
SWIVEL 
HANGERS 


Contractors instantly approve 
this simple fixture hanger. Ex- 
clusive ball and socket joint 
makes stem hang perfectly 

plumb even when outlet box tilts 45 
degrees. No need to level up with 
hand-cut shims. 
Simple 3 
design, ‘ Adapted to open conduit work under meee 
practical i or saw-tooth roofs—aligns fixtures regardless 
use, low it of ceilings—minimizes breakage—swings free 
cost if accidentally struck. 


Quad Swivel Hangers cost no more than 
stud, hickey, and .canopy—three parts unnec- 
essary when a Quad is used. 


Send for a sample and selling information 


QUADRANGLE MFG. CO. 


553 W. Monroe St. Chicago 


VAP 


SWIVEL HANGER’ ) 














in his industry, who has compared de 
| signs and prices, noted the prevailin; 
| styles and who is as well posted a: 
though he had spent six months visit 
ing factories, show rooms and othe; 
dealers’ stores, or the stay-at-hom 
whose knowledge is limited to wha: 
he learns from the salesmen who oc 
casionally drop in on him and to in 
formation derived from manufactur 
ers’ catalogs? 

To ask the question is to answer it 
Everyone prefers to deal with the man 
who knows his business thoroughly 
And no one—dealer or manufacturer 
—can obtain in so short a time and at 
so little cost so much information that 
will be useful to him as he can by 
mixing for several days with hundreds 


| of men who are engaged in the same 


line of business as himself. 

For two years there has been no 
convention * of lighting equipment 
dealers and no exhibit by lighting 
fixture manufacturers. But early next 
year, dealer will meet dealer and man 
ufacturer will meet manufacturer and 


_dealers, jobbers and manufacturers 








will meet one another at the Hollen 
den Hotel, Cleveland, Ohio—January 
31 to February 5. More than a hun 
dred leading manufacturers will show 
their latest designs at this time and 
these exhibits will not be scattered 
throughout the hotel in private rooms 
but will be shown in one huge exhibit 
—the greatest display of artistic 
lighting equipment ever assembled 
under one roof. 

By spending a few days at this ex 
hibit any dealer, jobber or manufac 
turer can learn more about lighting 
fixtures than he could by spending 
weeks of time and thousands of dollars 
in traveling about the country. Each 
manufacturer will show what he con- 
siders his best lines and they will be 
hanging side by side so that you can 
compare designs, finish, workmanship 
and prices. And not only fixture 
manufacturers alone but manufactur- 
ers of portables, lamps, illuminating 
glassware and all products allied to 
the lighting industry will participate. 
It is estimated that manufacturers 
will spend upwards of half a million 
dollars in staging this exhibit. 

The National Association of Light- 
ing Equipment Dealers wil] hold a 
convention in Cleveland on the same 
dates—January 31 to February 5. No 
dealer alive to his own interest can 
afford to stay away from Cleveland at 
this time. Make up your mind now 
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Giclusive feature 


of the PEIRCE 
TRAIN INSULATORS 


Write for your copy of 
the November Line- 
builder which gives 

complete listing of 
these Insulators 


AY 


& 
_ 
ks 


Cutaway section of Peirce Insulator showing wide bearing surface 
of the bolt on the Insulator 
Now! For the first time, you can obtain a Strain Insulator designed 
for use with a Clevis. An Insulator with a hole having the same 
radius as that of the Clevis bolt. This exclusive feature increases the 
strength of the Insulator by providing a wider distribution of the 
strains. It reduces breakage caused by localized strains due to insuf- 
ficient bearing surface on the bolt, the fault of ordinary Insulators. 
Two types: Standard, Dry Process — Miulti-fin, Wet Process. 
Carried in stock and sold exclusively through the leading Electrical Jobbers - 


Peirce Insulator No. 516 
Hubbard Clevis No. 828 
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Quality 
Electrical 
Instruments 


Constant touch with industrial 
and consumer requirements has 
enabled our engineers to develop 
instruments that are second to 
none in value to their user. Jewell 
instruments embody many distinc- 








Pattern No. 2 Portable 


tive features of design. 
ae : Voltmeter. Available in 
Our sales organization is very both A C. and D C. types 
complete and efficient and is Es pi a 
backed by 27 years of merchan- 


dising experience which has ironed out much of salesman trouble. 
papers keeps the people and trade acquainted with our product. 


Jewell quality, dependability and outstanding value make a combination 
which any salesman can be proud to represent. 


Jewell Electrical Instrument Co. 
1650 Walnut Street : : Chicago 


“27 Years Making Good Instruments” 


A perpetual advertising program carried out in the industrial and radio | 














ull Dos 


REGISTERED 


Assembled Split Knobs 
for STRENGTH! 


That’s the outstanding feature of 
these knobs! Look at the illustration 
—Note that all grooves and depres- 
sions are in the lower, stronger section 
while the smaller top part is strength: 
ened by projections above and below. 
Strength is also gained by the use of 
fine grained porcelain and a nail of ex- 
ceptional quality, carefully covered 
with resin and protected at its head 
with a tough real leather washer. The 
convex metal washer below the knob 
makes “crimping” unnecessary. Once 
attached, a “Bull Dog” Knob stays put 
with all the dogged persistency of its 
canine namesake. 








MACOMB, ILLINOIS 























to be there. This is the one oppor- 
tunity of the year, (and it comes right 
before the spring selling begins) - to 
get posted on the lines of lighting 
equipment it will be most profitable 
for you to handle and to pick up the 


merchandising ideas you need. 
* * # 


incuill Emdovees Rell Sell Plan 


Samuel Insull, president, Common- 
wealth Edison Co., Chicago, speaking 
before more than 1200 members and 
guests of The Electric Association at 
a dinner tendered in his honor at the 
Drake Hotel, Chicago, November 18, 
declared: ‘‘Whilst 15,000,000 homes 
in the United States are wired for 
electricity, millions of them lack ade- 
quate outlets for either light or ap- 
pliances. A canvass of any city will 
show this. The lack of standardiza- 
tion in connection with the adequacy 
of house wiring is of most immediate 
concern in Chicago. There are 910,- 
000 homes in this district, ostensibly 
wired for electricity but thousands 
and thousands of them are inadequate- 
ly wired and lack a reasonable num- 
ber of outlets for either light or 
appliances. There you have a poten- 
tial market that is an invitation to 
brains and enterprise. The Red Seal 
movement known to most of you is in 
the right direction. It aims to estab- 
lish standards of wiring and equip- 
ment for the reasonably electrified 
modern home. It at least offers marks 
to shoot at. I commend these appli- 
ance and wiring situations to the at- 
tention of all who are directly or 
indirectly interested in the produc- 
tion, sale and installation of electric 
fixtures and domestic appliances.” 








The attractive feature about L. A. 
Woolley, Inc., Buffalo, N. Y. Left to 
right: F. C. Armbrust, Ann Lindner, M. 
Wasasier, Dorothy Willis, P. F. Brost, 
and Arvilla Stansell. 
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Reputations in 


Reputations go on trial when Switches 
go into the walls. Installed to stay as 
long as the walls, these lighting controls 
must carry the load of reliability and 


permanence of the wiring job. 


If a switch fails after a few thousand 
snaps, someone’s confidence “snaps” in 
the contractor. Can he ever afford to 
risk a name on a thing so small in cost? 
Is he ever wise to yield the point of 
assured performance to a shading in 


price? 





the ‘“‘balance 


So far as switches can safeguard a name 
—your own and your customer’s—rely 
on the “balanced movement.” Here in 
the “8601 Tumbler” is the smoothest 
of actions, the freest from impact: 


mechanically most immune from wear. 


Practical tests of the Balanced Tumbler 
have set up records unparalleled in the 
performance of switches. That’s where 
your H&H workmanship counts:—not 
in claims but in hundreds of thousands 


of snaps. 


The connecting link between good Reputations and good 


reliable Switches is Catalogue ‘‘S.”” Sent gladly if you'll 
drop a line to the ‘‘Makers of electric switches since 1890.” 


THE Hart & HEGEMAN MF<.Co. 
HARTFORD, CONN. 














“THE SWITGH WITH THE | 
BALANCED MOVEMENT 
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Non-Competitive 100% Repeat 
Business! 


Does your present renewable fuse line insure this extra profit? 
Remember—when you sell Trico Renewable Fuses—you get the 
repeat business on Trico Renewal Elements, because they are not 
interchangeable with other fuses on the market. 

The user must come to you for his Trico Renewal Elements and 
he is assured of a dependable and efficient renewal fuse that will 
really satisfy. 

Efficiency to the user and merchandising protection to the Jobber 
is what Trico Renewable Fuses and Trico Renewable Elements guar- 
antee. 

Why not cash in on this profitable, non-competitive repeat business? 
Write today for attractive proposition. 

Also ask for literature and samples on the new Clear-Top Plug Fuse 
and the new Trico Auto Fuse Assortment Display Case. 


TRICO FUSE MFG. CO. 


1003}Cold SpringSAve. MILWAUKEE, wISs. 


RENEWABLE, 
CARTRIDGE 
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FLEXCO-LOK 
pe 


non-locking lamp guards fit all lamps and 
sockets in general use. This is the most com- 
pact line there is and we believe thatthe rapid 
strides made in sales indicate it is the finest. 



































Our eleven salesmen in their regularly as- 
signed territories call on guard users an 
place orders through jobbers carrying stocks. 
Data and small sample on request. 


Flexible Steel Lacing Co. 


4698 Lexington St., Chicago, III. 


HAQUHOU PACTUAL AOL AOA iN 
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Moose Meat 


“T have room to chew a little more 
but I couldn’t swallow it,” said Bob 
Bennett at Van Marker’s moose meat 
lunch at the Chicago Athletic Club 
November 30. ‘That about expressed 
the sentiments of the 30 odd peopl 
at the luncheon after having had their 


third and in some cases fourth help- 
_ ing of delicious slabs of roast moose. 


Van Marker, president of the Re 
vere Electric Co., as you know, is a 


_ mighty hunter and goes up into the 
_ Canadian bush each year and brings 
| back his limit of moose and deer. He 


and Boynton of the National Lamp 
Works travel together. 


Within the last year, Van has be 


| come a motion picture camera fan 
_ and took his outfit up into the woods 
| this trip. He brought back several 
| reels of intensely interesting film 
| showing the country in which they 
| hunted and pictures of the way they 


got their kills. Van says you can 
hear a bull moose coming to the call 
when he is three miles away. 


* * * 


Cates Joins Carter Electric 
Force 
Hugh C. Cates, one of the most 


: widely known and experienced radio 
salesmen in the entire south, has re- 

| cently been added to the sales force 
| of the radio department of the Carter 
| Electric Co., Atlanta. 


The experience Mr. Cates has had 


_ during eight years’ active sales work 


Hugh C. Cates 
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)The Arrow socket identifies the 
lamp immediately as a quality 
article. 


THE ARROW ELECTRIC COMPANY 


e HARTFORD, CONNECTICUT 
=\RROW 


eek Th complete line of Wiring Devices 
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Jobbers and 


Jobbers Salesmen 


Remember These Points 
When You’re Calling on 
Your Trade for Insulator 
Sales. 


Sell Them 
Hemingray 


Their efficiency has been es- 
tablished over many years of 
long and satisfactory service. 


They combine the qualities 
of durability, uniformity and 
low cost. 


They are known universally 
to the trade. 


They are immediately avail- 
able for prompt shipment. 


They are particularly suit- 
able for all low and medium 
voltage lines ranging from 
2300 to 15000 volts. 


These Points Will Make 
Hemingray Glass Insulator 
Sales for You. 





HEMINGRAY 


GLASS COMPANY 
MUNCIE, INDIANA 








|in radio has earned him the justly de- 
| served reputation of being one of the 
‘best all-around radio men ever en- 
gaged in sales work in that part of 
the country. The announcement of 
his connection with the Carter Elec- 
tric Co., known throughout the terri- 
tory as the Pioneer radio distributors 
_of the south, is of unusual interest, in 
that the company was the first distri- 


_ butor in the south to take on radio 


and one of the first two Radio Corpo- 


'ration of America distributors to be 
| appointed in the entire United States. 

In future, Mr. Cates will be in the 
| field working among Radiola dealers. 


Changes in Personnel 

| J. G. Livingston, purchasing agent 
| of the Virginian Electric, Inc., 
| Charleston, W. Va., left to take a 
position with the Gee Electric Co., at 
Wheeling, W. Va. W. A. Reese, sales 
manager, is taking over Mr. Living- 
ston’s duties in addition to his own 
with the assistance of J. T. Levisay, a 
new employee. 


| * * * 
| 


J. R. Haynen has been appointed 
vice-president of the Electric Appli- 
ance Co., New Orleans, La.; M. A. 
Barre, secretary-treasurer; J. Wheat- 
on Flynn, sales manager. Each of 
these gentlemen has been with the 
company for periods varying from 
seven to 18 years. 

















| Four hot members of the Missouri River 
|Club. At the left is Clarence Buscher, 
| of the Buscher Electric Co., Kansas City; 
next is Art Lubeck, of Hart & Hegeman; 
| then Ed Hardey of the Central States 
| Electric Co., Kansas City; last, L. E, Reid 
|of the American Electric Co., St. Joseph, 
| Mo. 


wr 








ee : 
Adelaide Street 


Woodward Ave. 





A New Detroit 
Hotel With A 
Definite Purpose! 


Equipped in the finest and 


most modern manner— 
designed by a firm of 
world-famous hotel archi- 
tects—directed’ by a man 
thoroughly versed in every 
phase of hotel management, 
the function of the new 
Savoy in Detroit will be to 
supply first-class hotel ac- 
commodation, at moder- 
ate rates. 


The Savoy has 750 rooms 
with baths, and is situated 
just six short blocks north 
of Grand Circus Park, on 
Woodward Avenue at Ade- 
laide Street. 


It was designed by Louis and 
Paul L. Kamper (architects 
of the Detroit Book-Cadillac 
Hotel) and has as its manag- 
ing director, A. B. Riley, for- 
merly manager of the Ban- 
croft Hotel, Saginaw, Mich. 
The Savoy’s rates are $2.50, 
$3.00 and $3.50, with suites 
and sample rooms ranging in 


price from $5.00 to $12.00. 


The cuisine of the Savoy is un- 
surpassed. Outstanding features 
of the Hotel are the Bohemian 
Room, the Coffee Shop and the 
Food Shop—the walled-in Gar- 
den Court—the International 
Suites (each decorated in the 
national style of some foreign 
country)—the 20-chair barber- 
shop and the 18-booth beauty 


parlor—the Emergency Hos- 
pital, with a nurse in constant 
attendance — the Valet and 


Checking service—the Florist’s 
Shop—the 
Gift Shop. 
The Savoy opens for business 
on September 15. 
Managing Director 
A. B. RILEY. 


Humidor—and the 
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JEWEL, 


ELECTRIC VACUUM CLEANER 


RETAILS 
ae $ 4 47s 
Attachments Free! 








Attachments 
FREE! 








Guaranteed For 2 Years 


List this Bigger, Better Cleaner 


in your 1927 Catalog! 


You may be successful with the electric vacuum cleaner you 
are now handling. 


But do you realize that you are losing many orders every year? 


You should handle the Bigger, Better Cleaner as there is always 
a demand from your dealer-customers for the best. So, if you 
carry only one cleaner you are forcing your customer to look to 
some other jobber for a better one. 


It costs you nothing to add the JEWEL Electric Vacuum 
Cleaner to your line. All we ask is that you catalog the JEWEL. 
Then order them as you need them! 


You need at least two cleaners in your line. 


You carry many kinds of plugs, sockets, wire, etc. Why? 
Because someone always wants a better article! 


Therefore, handle the Bigger, Better Cleaner—the JEWEL. 


Send for sample JEWEL for comparison with the cleaner you 
now handle. 


Cuts, loose leaf catalog sheets, circulars furnished FREE upon 
request. 
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HARING MIRROR GLASS PLATES | 


REFLECT SALES AND PROFITS 


The day of the soiled brass switch and receptacle plates is 
gone and HARING MIRROR GLASS PLATES are rapidly 
finding their way into the properly wired homes through 
jobbers and contractors who follow the trend of the times. 


BETTER LOOKING 
EASILY CLEANED 
PRICED RIGHT 
SOLD THRU JOBBERS 


FIT STANDARD MAKE 
SWITCHES AND 
RECEPTACLES 


You jobbers and jobbers’ salesmen would be surprised to 
learn the large volume of HARING MIRROR GLASS 
FLUSH PLATES sold in 1926. Every plate sold meant a 
profit to some jobber. Get your share in 1927. 





Write today to 


HARING SWITCH PLATE CO. 


General Sales Offices:— 
Washington Square Bldg. 
Philadelphia, Pa. 





Factory:— 
Perkasie, Pa. 





















L 


THE KEY 











quickly and conveniently attached to the socket and locked with a 
key, one of which is furnished with each dozen guards. 

Send for new catalog No. 21, or for new descriptive bulletin 
describing Loxon Lamp Guards. 


ESTABLISHED 1 


VALPARAISO - INDIANA 








N 
L:AMP]§ GUARD 


TO SAFETY 


Loxounus guard 
against breakage 
and theft. They do 
this double duty at 
a single cost—pre- 
venting theft as well 
as breakage and at 
the same time lessen — 
danger of fires and 
personal injuries 
from hot or broken 
lamps. Loxon Lamp 
Guards are made for 
all types of sockets 
and for both the 
new and_ old-style 
lamps. They are 
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Jobbers Active in Associations 

C. Robt. Churchill, president of the 
Electric Appliance Co., at New Or- 
leans, La., was recently elected first 
vice-president of the Pickwick Club, 
which is one of the oldest and most 
exclusive of its kind in the United 
States. 


C. M. Converve, manager of the 
power apparatus department of the 
St. Paul Electric Co., St. Paul, Minn., 
was elected president of the Minnesota 
Westinghouse Club for the coming 
year. This election took place at the 
club’s annual meeting and stag party. 


E. M. Keatley, president of the 
Virginian Electric, Inc., Charleston, 
W. Va., has been re-elected to the 
state legislature of West Virginia. 

* * * 


A New Record in Pressures 

The Milwaukee Electric Railway 
and Light Co. has started operation of 
a steam turbine-generator which uses 
steam at a pressure of 1200 pounds, 
between three and four times the 
average pressure of today’s generating 
plants and, with one exception, double 
the pressure in use in any station. 
The one exception is the 3,000-kilo- 
watt turbine-generator in the Edgar 
station of the Edison Electric Illumi- 
nating Co. of Boston, which also oper- 
ates at 1200 pounds pressure. The 
Milwaukee machine sets a record how- 
ever, in that it has a capacity of 
7,000 kilowatts, more than twice that 
of the Edison unit. Both are of 
General Electric design and manu- 
facture. 

The Milwaukee turbine receives 
steam at a pressure of 1200 pounds 
per square inch, superheated to 720 
degrees Fahrenheit. It exhausts at 


























Tepe 





Graybar Electric Co. has now in its new 
location at 1120 Capitol Ave. Omaha, 
Neb. The genial A. D. Barber (left) is 
manager while M. O. MclIlvain is service 
supervisor. 
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10" Nuite Ball 
Decoration 1082 


Package doz. 
List, $65.00 
Discount, 50% 


RS 


CONSOLIDATED 


LAMP « GLASS COMPANY «CORAOPOLIS, PA. 


PROFITABLE 
PARROT 


Here is a popular, profitable item 
on which Consolidated Lamp & 
Glass Company Jobbers are 
“cleaning up.” 


Magazine advertising in “Electri- 
cal Merchandising”; snappy, 2- 
color leaflets with the Jobber’s 
imprint; direct-by-mail advertising 
from the factory, and the active 
personal co-operation of the Con- 
solidated sales force are now be- 
ing concentrated upon this fast- 
selling number. 


We believe that our present sales 
and advertising program is the 
most complete, practical and ef- 
fective co-operation ever offered 
to Jobbers by a glass manufac- 
turer. It is developing volume 
business at an attractive margin. 


Write for full details of our plan 
and proposition. Other jobbers 
find it profitable. 
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Emerson Fans—A Complete Line 


A New Emerson Jr.—a 10-inch oscillator 
with increased breeze. Also 9-inch Junior 
oscillator and non-oscillator. 


The Complete Line includes 9, 12, 16 
inch portable fans, 32, 48, 56-inch ceiling 
fans and column fans. 


Emerson Ceiling Fans are now carried 
regularly in stock with and without stem. 


New Bulletins and Price List Now Ready. 


Vv 


SELL 
Emerson Fans 
The only line of fans guaranteed 
for 5-Years. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 50 Church St., New York City 
608 S. Dearborn St., Chicago 











gi ® Taplets Make 
“> Easier Wiring 


The small, but very efficient Flexible Hanger shown in 
the October issue is only one of several forms of such 


necessary 


Conduit PAPLET Fittings 


which this Company makes. 

The Ball Hanger now shown is designed for heavier 
work where a flexible suspension must not only keep the 
lamp hanging vertical, but will allow it to swing through 
a considerable arc if the fixture and stem are accidentally 
hit. This makes it ideal for all classes of mill work. 

It fastens directly to any of our Form 10 Round Taplets 
and will support the heaviest type of Lighting Units on any 
length of pipe. Made for both 34” and 1/5” pipe stems. 

If you do any of this class wiring and a sample will help, 
write us. 


Taplet Manufacturing Co. 
3911 Powelton Ave. 
PHILADELPHIA, PA. 


Chicago New York Boston Atlanta Pittsburgh San Francisco 














320 pounds pressure, the steam being 
conducted at this pressure to the sta- 
tion mains serving several 30,000 
kilowatt machines where more of its 
energy is extracted. Final exhaust is 
at one inch absolute. 

* * * 

The Advertising Club had varied 
its weekly luncheon by offering a 
prize to the person present who could 
tell the best lie. Several members did 
their best. Then a young reporter 
rose and asked if the newspaper men 
present had a right to compete. The 
gracious president jovially replied, 
“Certainly.”” The young man said, 
“Thank you for a very good lunch- 
eon,” and sat down. 

* 7 * 


Granite State-Doubles Space 

The Granite State Electric Supply 
Co., 45 Central St., Manchester, N. 
H., has acquired the two-story and 
basement building adjoining its old 
quarters, which doubles its former 
office and warehouse space. The addi- 
tion gives a total of about 15,000 sq. 
ft. 

A part of the additional space will 
be devoted to a fixture studio and 
warehouse, with Williamson fixtures 
as the leading line. 

The company was established in 
1922 by P. J. Rossiter and J. W. 
Randall, the former being president 
and the latter, treasurer. At present 
the company travels three salesmen in 
New Hampshire and parts of Maine, 
Vermont and Massachusetts and has 
enjoyed a steady and rapid growth. 

















Marvel Peterson of Graybar, Memphis, 
is trying ever so hard to ignore Martin 
Menne’s wise cracks. “Make this picture 
good” said Martin, “she’s to marry a big 
wire and pipe man from Gulfport.” 
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This New 


Automatic Electric Toaster 
is smashing all sales records 


Nothing in the realm of electrical appli- 
ances has ever been so eagerly accepted by 
the public as this new Toastmaster—the 
first and only automatic toaster for the 
home. 


The Toastmaster makes perfect toast 
everytime—without watching, without 
turning, without burning. Golden-brown 
slices. Crisp and crunchy on the outside. 
Soft and tender on the inside. And pip- 
ing hot—so hot that the butter melts in 
an instant. 


All you have to do to make toast with 
this sensational innovation is—1. Drop a 
slice of bread into the oven slot. 2. Press 
down two levers. This lowers the bread 
and automatically turns on the current. 3. 
Pop! up comes the toast when it’s done 
and the current is automatically turned 


off. 





No danger of burning. No guesswork. 
Both sides toasted at the same time. Hot, 
delicious slices of toast everytime. 


A little beauty 


The Toastmaster is finished in flashing 
nickel. It makes a handsome piece for the 
dining room table or server. And it has 
been thoroughly tested. For it is simply 
a compact edition of the Commercial 
Toastmaster which has been used for 
years by famous Hotels, Restaurants and 


Sandwich Shops. 
Have your secretary write 


If you would be interested in handling 
the Toastmaster, simply clip out the note 
to your secretary at the bottom of this 
advertisement and have her write for full 
details—price and liberal discounts. 


This does not obligate you in any way. 
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Reasons why 
the Toastmaster 
will sell quickly 


1. New and different. 

2. The only 100% Automatic 
Electric Toaster. 

3. Attractively finished in 
flashing nickel. 

4. Toasts 2 sides of bread at 
once and takes a larger 
slice than most toasters. 

5. Toast is always piping hot 
when served due to en 
closed oven. 

6. Toast kept warm by re- 
tained heat. 

7. Toasts bread to individual's 
liking. 

8. Fascinating to use. 

9. 3 simple operations do the 
trick. 

10. Electric current shuts off 
automatically. 

11. No watching—no turning 
no burning. 

12. Same as used in famous 
hotels and restaurants. 

13. Other duties can be done 
while toast is being made 
without fear of burning. 

14. Impossible to overheat and 
burn out heating elements. 

15. Hard rubber legs prevent 
burning of tablecloth or 
marring table. 

16. Makes 
toast. 

17. Saves electric current. 

18. Prevents burning of fingers. 

19. Easily operated—even by a 
child. 

20. So well constructed it will 
outlast any other toaster. 


perfect uniform 





1 Drop the bread into 2 Press down the two 3 Pop! When the toast 


*the oven slot. elevers. 





Fhe TOASTMASTER 


*is done, up it comes— 

and the electric cur- 
rent ts automaticall, 
turned off. 


NOTE TO SECRETARY 


Please write to the Waters- 
Genter 
Second Street, Minneapolis, 
Minn., 
send us full details of the 
new Toastmaster proposition 









Company, 215 No 





requesting them to 
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Annual Meeting Federated 


Radio Trade Associations 
The Federated Radio Trade Asso- 


ciations, consisting of a large group 


of state and territorial radio trade 
associations, has selected the Coronado 
Hotel, St. Louis, as the headquarters 
for its annual meeting and election of 
oficers February 14 and 15. 

This will be the second annual con- 
vention of this group of associations 
and is expected to be largely attended 
by the trade from all sections of the 
United States both 
central location and of the interest of 


trade this 


because of its 
associations in national 
body. 

A detailed program of matters to 
come before this national body cover- 
ing a wide variety of problems con- 
the 
The officers of the associa- 


fronting industry is _ being 
arranged. 
tion are: Harold J. Wrape, president 
of the St. Louis Radio Trade Associa- 
tion, president; A. M. Edwards, secre- 
tary of the Michigan Radio Trade 
Association, vice-president; H. H. 
Cory of the Northwest Radio Trade 
Association, secretary and treasurer. 


* * * 


The Three Main Problems 
of Radio 


David Sarnoff, vice president and 
general manager of the Radio Corpo- 
ration of America, in an address on 
“Uncharted Roads of Radio Develop- 
The St. 
recently, de- 
clared that the air will be the future 
laboratory of radio development, and 


ment” delivered before 


Lawrence University 


that the greater service which radio 
envisages is in the hands of the elec- 
trical scientists now being trained in 
American universities. 

The three great technical problems 
of radio communication according to 
Mr. Sarnoff 


and fading. 


are static, interference, 


We 


many palliatives for these ills but no 


have discovered 

cures. 
Static. 

the problem presented by static, as 


Dr. E. F. W. 


The proposed solutions of 


Alexanderson so ably 


points out, have been dominated by 
One is that 
static is a disturbance in the atmo- 


two working theories. 


sphere, different in its electrical na- 
ture from a radio signal. The second 
theory is that the disturbing waves 
resemble the signal but come from all 
the itself 
comes from only one direction. Under 
the first theory we have attempted to 
filter out the static electrically, but 
we find that we often leave a residue 


directions, while signal 


of signal almost too weak for useful- 
The Radio 


America has been much more success- 


ness. Corporation of 
ful in its application of the second 
theory, whereby a system of recep- 
tion is used that responds selectively 
to the waves from one direction and 
excludes those from other directions. 

Interference.—Beyond the highly- 
selective methods of reception already 
adopted, one of the greatest hopes of 
solving the problem of interference, 
that jumble of transmission between 
signals from different stations, lies in 
the further exploration of short wave 
Short 
promise to open up not only new 


transmission. wave lengths 
paths for wave propagation, but a 
large number of useful communication 
channels. Consider that almost all 
the long-wave transoceanic telegraph 


stations in the world are crowded in- 


15.000 
available 


to a frequency band about 
the 
short-wave field below 100 meters in- 
cludes approximately 30,000,000 cy- 
cles, and you will have some indica- 


cycles wide, whereas 


tion what the future may bring forth 
in the way of additional radio com- 
munication facilities. 

Fading.—Of the mysteries of “fad- 
ing,” that largely inexplicable diminu- 
tion of signal strength, we know only 
that there are three kinds: 
the great variation between daylight 


First, is 


and night reception; second, is the 
sharp decrease of signal strength 
which is usually observed around sun- 
rise and sunset; and, third, is the 
sudden variation of signal strength in 
broadcasting, when a sharp rise or a 
sharp drop may be noted of two or 
three seconds or even of many min- 
utes’ duration, down to periods so 
short that the variation becomes an 
audible frequency modulation which 
distorts the signal. 

Mr. Sarnoff further said: “In one 
respect at least this problem [hand- 
ling light and electromagnetic waves | 


has been solved in our electrical 
laboratories, that is, in the synchro- 
nizing of sound and sight. It is no 


longer disclosing a laboratory secret 
to announce that the Radio Corpora- 
tion of America will soon demonstrate 








Here are three men, all full of youthful exuberance, who are making the St. 
Louis Radio Trades Association heard from all over the country, and who were 
also responsible for putting over the St. Louis Radio Show last fall without the 


aid of a professional showman. 
Trades Association. 


Left, Harold J. Wrape, president, St. Louis Radio 
Center, Robert W. 


Bennett, vice-president. Right, William 


P. Mackle, executive secretary and show manager. 
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Sell performance —_ 
ata price 


Radiola 20. Challenging the tone quality and 
performance of its bigger and higher priced 
competitors! Twenty times as selective as the 
average antenna set, and therefore replacing thou- 


oe pe bor sands of other sets in the congested broadcast 
- 
areas. One of the finest values in radio today! 


he traveler 


Radiola 26. A double-purpose set. Portable— 
easy to carry—completely self-contained—for the 
winter vacationist going south. And a very at- 
tractive home set finished in walnut that is richly 
grained. For the living room now—and out-o’- 
doors next summer, for those who are spending 
the winter at home. 


Sell battery or light socket 


operation 


Radiola 28. Eight tube super-heterodyne— 
known for the finest performance in radio. For 
Radiola 28, battery operation. Or for complete A.C. opera- 
list, . $260 ticn, as when it is combined with RCA Loud- 
speaker 104. 





list, $225 





ad te yd ie 


RADIO CORPORATION OF AMERICA 
New York Chicago San Francisco 


This sign marks 

the leading deal- 

er in every com- 
munity. 


A~Radiola ~ 




















, 
—= MADE -BY « ERE - MAKERS - - THE  RADIOTAON *= 
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New Radio Products, Illustrated 

















The new “Thermiodyne” is a seven 
tube, master control, doubly shielded 
receiver manufactured by the Algon- 
quin Electric Co., 120 Broadway, New 
York. It consists of three stages T. 
R. F., three stages audio frequency, 
one stage of which is transformer 
coupled, the other two resistance 
coupled. The design is a 1926 adap- 
tion of the fifteenth century pirate 
chest, and both receiver and speaker 
are made of wrought iron. 








The “Truphonic” power amplifier 
is manufactured by the Alden Mfg. 
Co., Springfield, Mass. It includes 
three “truphonic” couplers and an 
output unit in a lacquered steel cata- 
comb. It has a_ polished bakelite 
socket strip for the three tubes, con- 
necting adapter for attaching to set, 
battery cables and rheostat. 








The Cooper Corp., Cincinnati, O., 
has developed an “A” battery elim- 
inator which delivers current direct 
from the light socket. A _ specially 
constructed transformer and _ full 
wave rectifying element is used in 
connection with a specially designed 
filter circuit. It will operate with 
any standard receiving set. 











R-4lo. 











The Sterling Mfg. Co., 2831 Pros- 
pect Ave., Cleveland, is making the 
Sterling “B”-power tester. This test- 
er, which tests the output of any “B” 
eliminator, contains a voltmeter and 
milliammeter. A coupling switch per- 
mits the two meters being used to- 


gether so that the milliampere “load” . 


may be varied by turning a rheostat 
knob and its corresponding voltage 
output read simultaneously on the 
voltmeter. The meters of course also 
give separate readings. 








The Balkite “B”’-W is manufac- 
tured by the Fansteel Products Co., 
Inc., North Chicago, Ill. This unit 
which furnishes “B” current from the 
light socket is recommended for sets 
having five tubes or less and requir- 
ing 67 to 90 volts. It -+has a separate 
tap for the detector tubes, and it has 
a consumption of seven watts. 








The Rauland “Lorraine” seven tube 
set is made by the All-American Ra- 
dio Corp., 4201 Belmont Ave., Chica- 
go. It contains the All-American re- 
producer and directionally controlled 
loop. It may be had in blended wal- 
nut or green crackle lacquer finish. 











The 
unit is a product of the Magnavox 
Co., Oakland, Calif. 
a two-tone mahogany cabinet with 
built-in Magnavox cone speaker. It 
is 1114 in. high, 24 in. wide, and 17 
in. deep. 


model “Piedmont” receiving 


It consists of 
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Here’s the Sterling way 
of Wishing you 
a Happy New Year 















—by putting quality 
behind a , 
‘B’ ELIMINATOR .<senal 
that boosts your sales, keeps dealers ~~ 
sold—and coming back for more! 6 






S 











the “B” Eliminator of Quality and Price 


192 will be the “B” Eliminator S terling uses standard UX-213 or CX-313 type 
year —and the Sterling No. RT-41 tube; and though no larger than a 45 
Model RT-41 is the Eliminator that will Ps 280° volt “B” Battery, it delivers 3 times 





sell immediately to owners of medium the power—more than 130 volts at 20 
powered sets—sets with 2 to 5 large tubes, milliamperes. 

































or more than 5 peanut tubes. complete with These and other real talking points of 
And, look at the remarkably low price UX 213 tube this fast seller are being pushed home 
of this eliminator—a price that anyone [| to the hundreds of thousands of readers 
who owns a radio can afford to pay. of radio magazines from coast to coast— 





Besides, remember it’s Sterling quality thru and thru. popular periodicals as well as all trade papers your 


The Sterling RT-41 “B” Eliminator is just bristling canine se, 
with splendid selling features. Its voltage can be We repeat —1927 will be the “B” Eliminator year 
instantly adjusted; it is completely free from hum; | —be sure you are ready for it with Sterling. 







CVE YT rr E TTT er Ta ry 





THE STERLING MANUFACTURING COMPANY 
2845 Prospect Avenue - Cleveland, Ohio 


Pe DT a 
te ling Eliminators | 


ALSO RAYTHEON TUBE TYPES 


Supply plate voltage to receivers having any number of tubes. Especially recommended for sets 
using the new No. 171 or No. 210 power tubes. Furnish up to 180 volts at 50 milliamperes 
and “C” voltages including power tube. No hum—ample power— free from distortion. 
No. R-97—“B” & “C” Power, price complete with new type Raytheon tube - - + $55.00 
No. R-99—“B” Power, price complete with new type Raytheon tube ++ ++ ++ + $45.00 





PUETT TTT 



































Model RT-41 
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Utility Models 


MODEL 13—For use with receiving sets 
using 5-volt tubes. Rated capacity .75 to 
2 amperes. List price, $2.00. 

MODEL 14—For use with receiving sets 
using 3-vole tubes. Rated capacity .3 co 
-6 amperes. List price $2.50. 

Models 13 and 14 are identical electrically 
with Models 23 and 24 but are not equip- 
ped with cord and plug or receptacles. 
Connections easily made to binding posts. 


Convenience Models 


MODEL 23—For use with receiving sets 
using 5-volt tubes. Rated capacity .75 to 
2 amperes. List price, $3.50. 


MODEL 24—For use with receiving sets 
using 3-volt tubes. Rated capacity .3 to 
-6 amperes. List price, $3.75. 


Models 23 and 24 are complete with cord 
and plug and receptacle for B Eliminator 
and Trickle Charger connections. 


2833 Prospect Avenue 


Reliable Parts Mfg. Co. 
Cleveland, Ohio 


Name_____ 


Address 


An Advantage 


to Jobber 
Retailer 
Set Owner 


A Jobberwho sells Reliable 
Automatic Power Control 
Switches offers the trade 
a fast-selling radio. neces- 
sity at a price which builds 
big volume business. 


A Radio Dealerwhosellsa 


Reliable Automatic Power . 


Control Switch with every 
Trickle Charger or B Elim- 
inator, insures satisfied 
customers because their 
receiving sets will always 
operate at the highest point 
of efficiency. The dealer’s 
service calls will be re- 
duced too. 


A Set Owner who installs a 
Reliable Automatic Power 
Control Switch will be cer- 
tain that Charger and 
B Eliminator are always in 
the correct operating po- 
sitions. The Reliable 
Switch automatically turns 
on or off either or both the 
Trickle Charger and B 
Eliminator as required. 


THE RELIABLE PARTS MANUFACTURING CO. 


Cleveland, Ohio 


Reliable Automatic 
Power Control Switch 





Please send samples of Models 13 and 23 Reliable Automatic 
Power Control Switch, together with trade discounts. 
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publicly a method of speech anc 
musical synchronizing _ particular], 
adapted to the motion picture art and 
using the latest principles of sound 


reproduction developed for radio.” 
* * * 


President Coolidge on Radio 


Not all, perhaps, read that part o 
the President’s message relating to 
the radio situation. His views as ex- 
pressed in the message are these: 

“The department of commerce has 
for some years urgently presented the 
necessity for further legislation in or- 
der to protect radio listeners from in- 
terference between broadcasting sta- 
tions and to carry out other regulatory 
functions. Both branches of congress 
at the last session passed enactments 
intended to effect such regulation, but 
the two bills yet remain to be brought 
into agreement and final passage. 

“Due to decisions of the courts, the 
authority of the department under the 
law of 1912 has broken down, many 
more stations have been operating 
than can be accommodated within the 
limited number of wave lengths avail- 
able; further stations are in course of 
construction; many stations have de- 
parted from the scheme of allocation 
set down by the department, and the 
whole service of this most important 
public function has drifted into such 
chaos as seems likely, if not remedied, 
to destroy its great value. 

“TIT most urgently recommend that 
this legislation should be speedily 
enacted. 

“I do not believe it is desirable to 
set up further independent agencies 
in the government. Rather, I believe 
it advisable to entrust the important 
functions of deciding who shall exer- 
cise the privilege of radio transmis- 
sion and under what conditions, the 
assigning of wave lengths and deter- 
mination of power, to a board to be 
assembled whenever action on such 
questions becomes necessary. 

“There should be right of appeal to 
the courts from the decisions of such 
board. The administration of the de- 
cisions of the board and the other fea- 
tures of regulation and promotion of 
radio in the public interest, together 
with scientific research, should remain 
in the department of commerce. 

“Such an arrangement makes for 
more expert, more efficient, and more 
economical administration than an in- 
dependent agency or board, whose du- 
ties, after initial stages, require but 
little attention, in which administra- 
tive functions are confused with semi- 





Mi 
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$1000.00 c 


You are Eligible for this Generous Prize. 
SIMPLY SEND A SUGGESTION FOR A NEW NAME AND 
SLOGAN FOR THE MAJESTIC “B” CURRENT SUPPLY. 


Contestants are to suggest an im- 
provement for the words: 


appear 3 “B—Current Supply” 


pet A retaining the name “Majestic,” to- 
50 - - with a slogan and a short 
Metropol- etter telling why the name and 
itan 4A slogan offered are regarded as 
News- appropriate. 


papers Characteristics of Majestic “B” Current 


Supply (helpful in originating a name): 


Present Slogan ... . “Delivers pure 
direct current from your light socket.” 


Better Radio Reception . . . No hum. 


Superior to any source of radio power. 


Dependability ... Maximum and un- 


varying power always available. 


Flexibility ..... Voltage adjustable 
to meet varying conditions on any 
radio set. 


Durability .... No acids or liquids. 
Economy .... Low cost and best form 


of “B” power. 


Contestants will find radio dealers ready 
and willing to aid in originating a name and 
a has age by showing the MAJESTIC “B” Cur- 
rent Supply and giving a demonstration 


In case of a tie, each of the tieing contestants will receive $1000—the full amount 
of the prize. Contest closes at midnight January 29, 1927. Award of judges will be . 
published in this paper about February 15. Address all letters to Contest Manager 


GRIGSBY. SS3cnetidthoa ange" Wibinsscs 
rigsby- runow-Hinds Co., rmitage Ave., icago, Ill. 
ec ree I submit for name MAJESTIC 
- a 


For slogan 
4584 ARMITAGE AVE. 
CHICAGO, ILL. 








My name 


Address. 








(If desired, attach explanatory letter) 
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Teel 


Meistersinger 
CONE 





Packed 
In Wood 


No speaker at any price is more 
carefully packed than the Tower 
Meistersinger. In keeping with 
its high quality as a radio re- 
producer, the Meistersinger is 
shipped in a specially designed 
all-wood box with handle strap, 
—tready to carry out of your 
store. Thus, perfect delivery is 
assured to jobber, dealer and 


consumer alike. 
Wall and 


Bot Table Model 


In addition to this no breakage 
feature, Tower is the only cone 
utilizing an adjustable direct- 
drive unit with eight points of 
contact with the cone—Patent- 
ed. The Meistersinger may be 
used both as a wall and table 
model. It is the only low priced 
speaker with the quality features 
usually associated with more ex- 
pensive types. 





Your dealers can make 
real money wth Tower 
—the fastest selling line 
of radio speakers and head- 
sets on the market. See 
your Sales Manager or 
write us. 


TOWER Mec. Corp. 
Boston, Mass. 











judicial functions and from which of 

necessity there must be greatly in- 

creased personnel and expenditure.” 
* * # 


Pole Climbing Now Passe 

The old order, in which radio 
owners risked life and limb upon in- 
secure poles, has lost much of its ter- 
ror in these days of refinement in 
radio. Receivers no longer work bet- 
ter with each added foot of antenna 
In fact, there is a distinct limit to the 
size of aerial with which a high class 
radio will operate at greatest efficien- 
cy. The indoor antenna, easily in- 
stalled and maintained, arrives to re- 
place the unwieldy structures of past 
years, and set owners are grateful for 
the added convenience and economy. 

The proof of this improvement may 
be seen in the fact that manufacturers, 
who of course are interested in con- 


ditions which get the best out of the 
sets, actually encourage the use 
short indoor aerials. They are labo 
ing to dispel the old idea that fo 
midable outside antennae are prefe 
able. Instead they urge the trial . 
a single wire strung within the roo: 
in which the set is operated. Fr. 
quently an actual demonstration 
needed, even in a good radio sho; 
to win the point. 
* * #* 


A Contractor-Dealer Falls 
for a Jobber 

W. G. Alfred has hooked up wit! 
the sales force of the Electric Ap 
pliance Co., New Orleans. He is wel! 
qualified to consult with his contrac 
tor-dealer trade, having previous] 
been engaged in that business under 
the firm name of- Norton-Alfred 
Electric Co., Shreveport, La. 
































A cluster of seven lights used in a television projector, is the means of which Dr. E. 
F. W. Alexanderson, of the General Electric Co., and Radio Corp. of America, 


expects to reproduce moving objects by radio. 
is revolved at great speed, the entire screen is covered with brilliant light. 


When the drum, with its 24 mirrors 
Here 


is Dr. Alexanderson performing the demonstration of the new invention —“P. & A.” 


Photo. 
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Bradleyohin E 


PERFECT VARIABLE RESISTOR 


This new oversize resistor is used as standard equipment 
by leading B-Eliminator manufacturers such as Acme, All- 
American, Majestic, Philadelphia Storage Battery, and 
Willard. It is the ideal variable resistor for controlling 
plate voltage output. The scientifically-treated discs in 
Bradleyohm-E provide stepless, noiseless, plate voltage 
control, and the setting will be maintained indefinitely. 














- 
oe > 
” Ce 


Sell Allen-Bradley Resistors 
for B-Eliminator Hook-Ups 


RY dealers and jobbers are enjoying a continuous sale 
of Allen-Bradley variable and fixed resistors, because 
these important units are specified for most B-Eliminator 
circuits published in radio magazines and newspapers. Capi- 
talize on this continuous demand and insure a uniform turn- 
over of your radio stock by standardizing on Allen-Bradley 
variable and fixed resistors for your radio trade. 









A new folder giving seven popular B-Eliminator hookups 
will be sent you at your request. Have it handy for reference 
purposes. 







B P A Send for Illustrated Folders 
; Use the Coupon! 





PERFECT FIXED RESISTOR 


The Bradleyunit is used extensive- 
ly by B-Eliminator manufacturers 


















i i P PANY 
mn ie nee rea [ ALLEN-BRADLEY COMPA in 
the ideal fixed resistance unit 492 Clinton er F latest folder 
for B-Eliminator kits. Send for Please send me by return mail your 
latest price sheet giving complete of Allen-Bradley perfect radio devices. 







details and ratings of Bradley- } 
units for every application, eee 
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KANSAS CITY, MO. U. 





THE ECONOMY 


RECTIFIER 


Is The 


Culmination of Years of 
Charger Building and 
Research by Practical 
Electrical Engineers. 


Charges as well with 
burned-out bulbs as with: 
good ones. 


Charging rate controlled 
to the fraction of an am- 
pere. 


Charges batteries in 12 
hours, without injury. 


The charging capacity of the 
Economy Rectifier is from 1 to 
20 six-volt batteries in series, or 
20 to 40 six-volt batteries in se- 
ries parallel, thereby replacing 
three ordinary charging ma- 
chines or rectifiers. 


For small garages and battery 
stations 
charges 1 to 10 batteries in se- 
ries. 


the Pc 


Economy, 


Uses burned-out bulbs. 


When charging batteries with 
the Economy Rectifier, the cur- 
rent consumption automatically 
reduces as the voltage raises in 
the batteries, 
the wasted current which or- 
dinarily flows through the bat- 
teries when fully changed. The 
Economy Rectifier is so con- 
structed that this principle is 
applied regardless of the num- 
ber of batteries being charged, 
up to its full capacity. 


thereby saving 


Distribution through jobbing 
channels only 


ECONOMY ELECTRICAL 
MANUFACTURING CO. 


Agnes Ave. and 14th St. 
S.A. 


| lite and metal. 











Encyclopedia of 
Radio Manu- 
facturers 


The following manufacturers deal 
through the jobber. The data con- 
cerning these companies, their 
products and policies will be found 
of value to the jobber. This list 
is arranged alphabetically and will 
be continued from month to month. 











Howard Radio Co., 469 E. Ohio St., 
Chicago, Ill A. A. Howard, pres.-gen. 
mgr.; Asher Howard, vice-pres.; Tom 
Sullivan, sec.-treas.; M, E. Seegmiller, 
sales mgr. 

Distribute wholly through jobbers— 
electrical 50%, radio 20%, hardware 
20%, automative 20%, sometimes two or 
three in a territory. Jobbers credited 
with all sales in territory. 

Receiving Sets. 

“Howard Neutrodyne,” models 5, 6, 7, 
8, 215, 425. Circuit, neutrodyne, 5, 6 and 
7-tube. Controls, 2 and 8. Panel, Bake- 
Cabinet, wood and metal, 
walnut finish. Standard C battery volt- 
age. List $125, $200, $3875. $215, $425. 


Jefferson Electric Mfg. Co., 501 S. Green 
St., Chicago, Ill. J. A. Bennan, pres.-gen. 
mgr.; F. Himsteger, vice-pres.; A. R. 
Johnson, sec.-sales mgr.; J. C. Daley, 
treas.; C. R. Hansen, adv. mgr. 

Distribute through jobbers—electrical, 
radio, hardware, automotive. A _ large 
number in a territory. Jobbers credited 
with all sales in territory. 

Tube Rejuvenator. 

“Jefferson” No. 175. Uses alternating 
current, for either large or small tubes. 
Size—41, ins. sq. by, 45% ins. high, wt. 3 


Ibs. 100-120v. 50-133 cycles. List $7.50. 
No. 180. 100-120 v. 25-40 cycles. List 
$8.50. No. 176 adapter, UX199, UX120, 


CX299, and CX220 tubes. 
Tube Chargers. 
“Jefferson” No. 275. Charges all tubes 

without removing from set. No, 275, 

100-120v. 50-13 cycles. List $3.50. No. 

276. 100-120v. 25-40 cycles. List $4.50. 
No. 280. For large 201A and 301A 

type tubes only, one socket. 100-120-v. 

50-133 cycles. List $3.50. No. 281. 100- 

120-v. 25-40 cycles. List $4.50. 

No. 285. For filaments of small UV199 

and C299 type tubes. 100-120-v. 50-133 

cycles. List $3.50. No. 286. 100-120-v. 25- 


List $0.75. 


40 cycles. List $4.50. 
No. 176 Adapter. (Permits above 


charger to take UX199, UX 120, CX299 
and CX220 tubes). List $0.75. 

Tube Tester. 

“Jefferson.” No. 195. For 201A and 
301A tubes in the large socket. UV199 
and C299 tubes in the small sockets. 100- 
120-v. 50-133 cycles. List $8.00. No. 196. 
100-120-v. 25-40 cycles. List $9.00. No. 
176 Adapter. (Permits above testers to 
take UX199, UX120, CX299 and CX220 
tubes.) List $0.75. 


Audio Transformers. 
“Star.” Size 23% ins. long, 214 ins. high, 


25% ins. wide. No. 390. 114 to 1 ratio. 
List $2.75. No. 391. 3 to 1 ratio. List 
$2.75, No. 392. 6 to 1 ratio. List $3.00. 
“Concertone” sealed. 381 ins. long. 
2%, ins. high, 3% ins. wide. No. 375. 
List $6.00. 
Choke Coil. 


“Jefferson.” No. 358. 2%, ins. high, 2- 
%% ins. wide, 2%, ins. long, including term- 
inals. List $5.00. 


Interstate Electric Co., 4339 Duncai 
Ave., St. Louis, Mo. J. C. Grindell, pres. 
gen. mgr.-adv. mgr.; E, Ballman, vice 
pres.; Chas, Vanek, sales mgr. 

Distribute wholly through jobbers- 
electrical 70%, music 2%, radio 10%, 
hardware 5%, automotive 10%, miscell 
aneous 3%. ‘Two or three in a territory. 
Credit jobber with all sales in territory. 

Chargers. 

“Handy.” For either 6 or 4-v. batteries. 
Trickle booster type. 110-v. 50 or 60 
cycle, with 2 amp. bulb. List $14.00 
110-v. 25, 30, or 40 cycle, with bulb 
List $16.00. 

“Handy” twin bulb charger for radio 
and automobile batteries. 5 amp. 110-v. 
60 or 50 cycles, with 2 bulbs. List $25.00 
110-v. 25, 30, and 40 cycles. With 2 
bulbs. List $28.00 (add $2 west of 
Rockies. ) 

“Simultaneous.” Charges both “A” and 
“B” storage batteries at same time. Fitted 
with ammeter and milliameter. 110-v. 50 
or 60 cycle. With 2 bulbs. List $28.00. 
110-v. 25, 30 or 40 cycle. With 2 bulbs. 
List $30.00 (add $2 west of Rockies.) 


King-Buffalo, Inc., 254 Rano St., Buffalo, 
N. Y., W. Grant King, pres.-gen. mgr.; 
A. T. Haugh, vice-pres.; B. G. Close sales 
mgr. Advertising counsel, B. Bigelow. 
Branches—527 Howard St., San Fran- 
cisco; 1322 McGee St., Kansas City; 2111 
S. Mich. Blvd., Chicago. 

Distribute wholly through jobbers— 
Electrical, Radio 30%, hardware, automo- 
motive 60%. One jobber in a territory. 
Credit jobber with all sales in territory. 

Receiving Sets. 

“King.” Models 61 and 61H. Circuit, 
stabilized tuned R. F. Cabinet and con- 
sole. Panel, bronze. Cabinet, mahogany, 
two-tone finish. No. tubes, 6. “B” bat. v. 
90-135. “A” bat., storage. “C” bat., volt- 
age 41/, to 40.5. No. controls for tubes, 
2. No. controls for turning, 3. 

“King.” Models 62 and 63. Circuit, 
stabilized tuned R. F. Cabinet and con- 
sole. Panel mahogany. Cabinet, mahog- 
any, two-tone finish. No. tubes, 6. “B” 
bat. v. 90 to 135. “A” bat., storage. “C” 
bat., v. 41%, to 40.5. No. controls for 
tubes, 2. No. controls for tuning (master 
control.) 

“King-Hinners.” Models. 71 and 71H. 
Circuit, shielded neutrodyne. Cabinet and 
console. Panel, mahogany with bronze 
escutcheon. Cabinet mahogany, two-tone 
finish. No. tubes 6. “B” bat., v. 135. 
“A” bat., storage. “C” bat., voltage, 9 
to 30. No. controls for tubes, 1. No. 
controls for tuning, 1. Dim. 13 ins. high, 
16 ins. deep, 26 ins. long. List, mod. 71 
$205. Loop $15.00. Mod. 71H. $8.25 
(aerial op. only.) 

“King-Hinners.” Model 72H. (Loop 
only). Circuit, shielded neutrodyne. Cab- 
inet and console. Panel, mahogany with 
bronze escutcheon. Cabinet, mahogany, 
two-tone finish. No. tubes, 7. “B” bat., 
v. 135. “A” bat., storage. “C” bat., v. 9 
to 30. No. controls for tubes, 1. No. 
controls for tuning, 1. Dim. 40 ins. high, 
22 ins. deep, 836 ins. long. List (with 
built-in loop and speaker) $375. 


Imperial Radio Corp., 21 Ottawa Ave. 
N. W., Detroit, Mich. M. F. Kliepera, 
pres.; G. L. Kliepera. vice-pres.; L. I. 
Dishbrow, sec.; R. A. Hill, treas. 


Distribute partly through jobbers— 
electrical 20%, radio 80% (of the business 
through jobbers.) Also sell in places 
direct to dealer. Jobber credited with all 


sales in his territory. 


Receiving Sets. 
“Michigan.” 


Models 5. Circuit, radio 








January, 1927 


THE JOBBER'SMIJSALESMAN 


97 





KIMBALL HOUTON STARK, the general man— 
ager of my organization, wrote that 
headline. It's my story inasentence. 
Certainly I'm going to try to live up 
to it. Here are the details:— 


The Grimes Radio Engineering Co., Inc. 
is the sole owner of United States Pat— 
ents Nos. 1,517,057.and 1,517,058— 
British Patents Nos. 204,301 and 
225 ,579—Canadian Patent Nos. 241,602 
and 260,787—and Australian Patent 
No. 20,813. 


All these patents cover basic improve— 
ments and inventions of radio receiv— 
ers using the important principles of 
inverse duplex circuit arrangements. 


I am happy to announce that my re-— 
search work during the past two 
years has resulted in 


and special parts needed in the new and 
improved GRIMES RADIO inverse duplex 
circuit arrangement, as well as com— 
plete radio receivers. I have been 
fortunate in bringing into my present 
organization a group of men whose past 
experience in the radio industry leads 
me to believe that a successful future 
is assured. 
A simple, substantial and honest re- 
search, production, sales and adver-— 
tising policy has been arrived at and 
we are now building up a group of job— 
bers and dealers who are happy to sell 
products of my manufacture and who are 
enthusiastically sold on the merit of 
GRIMES RADIO products. 
Our company is also interested in 
granting licenses to companies—par-— 
ticularly in Canada, 





improvements that now 
give the "inverse du- 


Great Britain, and Aus— 
tralia—to manufac— 


plex" principle advan— 
tages not possessed by 
any other amplifier 
receiver circuit. 


My present organization 
(which has always been 
the patent holding com— 
pany and which has to- 
day no other connection 
more than that of licen— 
sor with any company 
bearing or using my name 
or inventions) has been 
expanded to immediate— 
ly manufacture and mar— 
ket both the necessary 





products that eafn “profits” and 
are a “service to the custome:” 


GRID RF CHOKES 
FILTER RF COILS 


ILLUMINATED VERNIER 
DIAL CONDENSERS 


SHIELDED 
ILLUMINATED VERNIER 
DIAL CONDENSERS 


GRIMES I.D.S. KIT- SETS 
Pore 
cArrange to sell 
GRIMES RADIO 








ture and sell radio ap— 
paratus utilizing the 
inverse duplexarrange-— 
ments. 


I shall be happy to tell 
you in detail about our 
future plans and prod— 
ucts. Just ask your 
secretary to use the 
memo below, or better 
still dictate tome your 
own personal letter. 


, i 


President. 


GRIMES RADIO ENGINEERING CO..INC.,~ GRASMERE - STATEN ISLAND -NEW YORK. 


Memo to Secretary: Please write to the Grimes Radio Engineering Co., Inc., 
Grasmere, Staten Island, New York, and ask for complete trade proposition. 
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USEIT'S 
a toUse 


THAT'S the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It ‘Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you, 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 





















HO 


APPROVED BY 
RADIO ENGINEERS 


k 
CHICAGO SOLDER COMPANYS 


4251 Wrightwood Ave., Chicago 





frequency. Cabinet panel, formica, wal- 
aut tinish. Cabinet, walnut. “B” bat., v. 
», 90, 1385. “A” bat, storage or dry. 
“C” bat., v. 4144 to 22%. No. tubes, 5 
No. controls for tubes, none. No. controls 
for tuning 3. List $55. 


Kurz-Kasch Co., S. Broadway, Dayton, 
O. C. A. Kurz, Jr. pres.-treas.; H. J. 
Kasch, vice-pres.; J. D. Kurz, sec.-sales 
mgr.-adv. mgr.; F. A. Benedict, gen. mgr. 
Branches in New York, Chicago, San 
Francisco, Los Angeles, Portland, Ore., 
Denver, Spokane, Wash. 


Distribute wholly through jobbers— 
electrical, radio. More than one jobber in 
territory. Jobber credited with all sales 
in territory. 

Dials. 

“Aristocrat.” No. 566, 4 in. 100 to 0; 


25% in. knob. List $0.85. No. 567, 4 in., 0 
100, 25% in. knob. List $0.85. No. 573, 4 
in., 200 to 0, 25% in. knob., list $0.95. No. 
574, 0 to 200, 25% in. knob. List $0.95. No. 
528, 3 in. 100 to 0, 2 in knob. List $0.60. 
No. 529, 3 in. 0 to 100, 2 in. knob. List 
$0.60. No. 580, 3 in. 200 to 0, 2 in knob. 
List $0.70. No. 531, 3 in., 0 to 200, 2 in. 
knob. List $0.70. No. 505, rheostat dial. 
List $0.40. 

Vernier Port Dial. 

“Aristocrat.” No. 590, 200 to 0. List 
$2.00. No. 591, 0 to 200. List $2.00. 

Vernier Pointer. 

“Aristocrat E-Z-Toon.” No. 792, single 
pointer. List $1.10. No. 793, double 
pointer. List $1.10. 

Vernier Dial. 


“Aristocrat E-Z-Toon.” No. 775, 0 to 


100. List $1.50. No. 776, 100 to 0. List 
$1.50. No. 777, 0 to 200. List $1.65. No. 
778, 200 to 0. List $1.65. 

Knobs. 


“Aristocrat.” No. 706, 1-piece pointer 
knob. List $0.45. No. 702. List $0.80. 
No. 17, arrow knob. List $0.15. No. 
18. List $0.20. No. 705, 2-piece pointer 
knob. List $0.45. 

Rheostats and Potentiometers. 

“Aristocrat.” Single hole mounting. 
Rheostats, 20 numbers, 4 to 30 ohms. List 
$0.75 to $1.00. Potentiometers 8 numbers, 
200 to 400 ohms. List $0.85 to $1.10. 

Magnavox Co., 2725 E. 14th St., Oak- 
land, Calif. F. M. Steers, pres.-gen. mgr.; 
J. C. Sperry, vice-pres.-treas.; F. V. 
Moulin, sec.; F. B. Travers, sales mgr.; 
S. S. Sondles, adv. mgr. Branch, 1315 S. 
Mich. Ave., Chicago., Leon Golder, dist. 
mgr. 

Distribute wholly through jobbers, one 
in a territory. Jobber credited with all 
sales in territory. 

Receiving Sets. 

The “Berkeley.” Two-toned mahogany 
highboy cabinet, built-in Magnavox cone 
speaker, 49 ins. high, 2514 ins. wide, 161% 


ins. deep. List $260. 
Model Junior. List $85. Model 10 for 
table. List. $110. Model 25 for table, 


built-in speaker. List $145. Model 75, 
cabinet with built-in speaker. List $200. 
Model T, interchangeable drawer circuit 
assembly. List $75. Model “Piedmont.” 
Two-tone mahogany cabinet with built-in 
Magnavox cone speaker. List $175. 
Model Eaton. Two-toned mahogany cab- 
inet. List $115. Model PM-4 phono- 
graph unit. List $12.50. 

Cone Speakers. 

“Belvedere.” Carved walnut, gold re- 
lief decorations, 11 ins. high, 1114 ins. 
wide, 6 ins. deep. Wt. 61% Ibs. [List $50. 





\ 
b, 





“Cornell.” Non-resonant metal finish. 
11 ins. high, 91% ins. wide, 4%, ins. deep. 


| Wt. 43, Ibs. List $22.50. 

“Stanford.” In two-tone mahogany 
| cabinet. 101% ins. high, 153% ins. wide, 
' 6%, ins. deep. Wt. 4 lbs. List $35. 
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Model M-20. Mahogany cabinet wi'| 
silk covered opening. 9 ins. high, 16 


ins. wide, 94%, ins. deep. Wt. 10% 1! 
List $80. 

Tube. 

“Magnavox.” Type A. Non-michr 
phonic. 4.5 MMF. List $2.50. 


Marathon Battery Co., Wausau, Wis 
W. H. Thorn, ages E. J. McEachron, 
vice-pres.-gen. mgr.; H. Wheeler, se: 
W. Schofield, a. ‘D. E. Wyre, gen 
mgr. 

Distribute where possible through jo) 


bers—electrical, radio, hardware, auto- 
motive. Sell dealer direct where no jobber 
connections available. Jobber credited 


with all sales in territory. 

“A” Batteries. 

“Marathon.” Designed for radio work 
only. Wt. 2 lbs. Size 214x6 ins. 12 num- 
bers. List $0.50 to $1.50 each. 

“B” Batteries. 

“Marathon.” No: 1540. 15 cells, 22 v. 
Wt. 1 Ib. 33%4x2x2¥% ins. No. 1550. For 
portable cabinet sets. 15 cells, 221% v. Wt. 
1% Ibs. 414x214x2¥%, ins. No. 1520. 15 
cells, 221%, v. (combs. 1614, 18, 19% v.) 
Wt. 5 Ibs. 654x4x8 ins. No. 8020. 30 
cells, 45 v. max. Wt. 91% lbs. 77%%x65,x3 
ins. No. 1551. 15 cells, 2214 v. Wt. 2 lbs. 
21,x21,x6 ins. No. 3051. 30 cells. 45 v. 


Wt. 3 Ibs. 414x21,4x6% ins. No. 1521. 15 
cells. 221% v. 414x31%x7 ins. No. 8091. 45 
v. Wt. 14 Ibs. 83,x44%x7¥, ins. 

“C” Batteries. 

“Marathon.”* No. 3201. 3 and 41% v. 


from positive. Wt. 12 oz. 37%x134x3 ins. 
No. 5501. 114, 3, 414, 6 and TY, v. from 
positive. Wt. 9 oz. 4x7%x2% ins. 


Morse Co., Frank W. 289 Congress St., 
Boston, Mass. Albert G. Morse, pres.; 
Carlton L. Morse, sec.-adv. mgr.; Frank 
W. Morse, treas.; Arthur J. Hurley, sales 
mgr. 

Distribute wholly through jobbers— 
electrical, 35%, radio 20%, hardware 5%, 
automotive 35%, misc. 5%. Jobber credited 
with all sales in territory. 

Sockets, Radio. 

Standard V. T. List $0.50. UV199 or 
C299. List $0.50. UX. List $0.50. 

Rheostat Dials. 

Condenser and 
List $0.35. 3% in. List $0.45. 
List $0.75. 

Switch Arms. 

With 1, 14% or 2 in. arms. With small 
knob. List $0.20. With large knob. List 
$0.25. 

Radio and Phonograph Lamps. 

No. 50, for inside cover. List $1.50. 
No. 4, for inside cover. List $1.50. No. 
46, for any position. List $1.50. No. 34, 
List $1.00. No. 49. List $1.50. 


Mueller Elec. Co., 1583 E. 31st St., 
Cleveland, O. R. S. Mueller, owner.; C. 
S. Ripley, sales mgr.; C. W. Webb, adv. 
mgr. 

Distribute through jobbers—electrical, 
music, radio, hardware, automotive, misc. 
99% ‘through jobber. On rare inquiries 
from consumer, ship direct and then refer 
jobber to this prospect. Have a large 
number of jobbers in territory. 

Radio Clips. 

“Pee Wee.” 
27 nickel-plated. 
1%, ins. long. 

Battery Clips. 

No, 24-A for “A” bats. 
“B” bats. 

Test Clips. 

Radio Clips. 

No. 45. “Pee Wee.” 
48-B, “B” bat. clip, lead-plated. No. 
10 amp. nickel-plated. No, 24-A, 25 amp. 
lead-plated. No. 21-A. 50 amp, lead- 
plated. 


in 
in. 


vario-coupler. 3 
3% 


No, 45. 11% ins. long. No. 
No. 48-B_ lead-plated, 


No. 48-B for 


Nickel-plated. No. 


o7. 
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The New Balkite Charger 


MODEL J. Has a low trickle charge 
rate and a high rate for rapid charging 
and heavy duty use. Can thus be used 
either as a trickle or as a high rate 
charger and combines their advan- 
tages. Noiseless. Large water capacity. 
Visible electrolyte level. Rates: with 
6-volt battery, 2.5 and .5 amperes; 
with 4-volt battery, .8 and .2 ampere. 
Special model for 25-40 cycles with 1.5 
amperes high rate. Price $19.50. West 
of Rockies $20. (In Canada $27.50.) 





t 

Balkite Trickle Charger 
MODEL K. For those who require a 
charger of limited capacity only. Can 
be left on continuous or trickle charge 
thus automatically keeping the battery 
at full power. Converts *A” battery 
into a light socket ““A’”’ panes supply. 
Charging rate about .5 ampere. Over 
300,000 in use. Price $10. West of 

Rockies $10.50. (In Canada $15.) 





Three New Balkite “*B’’s 


Balkite ““B”’ eliminates ‘ ‘B” batteries 
and supplies “B’ current from the 
light socket. Noiseless. Permanent. 
Employs no tubes and requires no re- 
placements. Three new models. The 
new popular priced Balkite “B’’-W at 
$27. 50 for sets of 5 tubes or less re- 

uiring 67 to 90 volts. Balkite “B”-X, 
Gil illustrated) for sets of 8 tubes or less; 
capacity 30 milliamperes at 135 volts — 
$42. Balkite ““B”-Y, for any radio set; 
capacity 40 milliamperes at150 volts— 
$69. (In Canada “ $39; “B”-X 
$59.50; “B’-Y $96 





Balkite Combination 


When connected to the “A” hengery 
supplies automatic power to both “ 

and “‘B” circuits. Controlled by z. 
filament switch on the set. Entirely 
automatic in operation. Can be put 
either near the set or in a remote 
location. Will serve any set now using 
either 4 or 6-volt “‘A’’ batteries and re- 
quiring not more than 30 milliamperes 
at 135 volts of “B” current—practically 
all sets of up to 8 tubes. Price $59.50. 
(In Canada $83.) 

All Balkite Radio Power Units operate 
from 110-120 volt AC current with 
models for both 60 and 50 cycles. The 
new Balkite Charger is also made in a 
special model for 25-40 cycles. 
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Now push the line 


that sells after January 1st 


Balkite sales during the 
1925-26 season were 15% greater after 
than before January 1st 


You know from your own experience in past seasons that 
most radio lines do not sell as well after January Ist as before. 
You also know that to maintain the greatest possible volume 
of sales during the coming months you must push the lines 
that sell after January Ist. 


Balkite is one of those lines. You have the proof in this fact: 
The sales of Balkite Radio Power Units during the 1925-26 
season were 15% greater after January Ist than they were 
up to January Ist. 


Such a record is to be expected. Every sale of a radio set 
creates a new Balkite prospect. In many cases a Balkite sale 
is made at the same time. But in many more the sale follows 
a month or two later. That is why Balkite sales continue to 
mount after the peak of the selling season for sets is over. 
That is why Balkite is one of the lines you ought to push now. 
Jobbers and dealers who concentrated their efforts last year 
on a few live lines secured a much larger volume of sales than 
those whoscattered their effortson manyitems,mostof which 
were practically unsalable at this time of year. 


When you push Balkite you profit by Balkite broadcasting 
and by one of the greatest advertising campaigns in radio. 
This campaign goes right on after January Ist. It is behind 
you when it can do you the most good. 


This is the greatest of all seasons for light socket radio 
power devices. Make the maximum profit out of thisdemand 


by pushing Balkite, the standard line in the field. 


FANSTEEL PRODUCTS COMPANY, Inc. 
North Chicago, Illinois 


Balkite 


Radio ‘Power Units 





THE BALKITE LINE OF ELECTROLYTIC DEVICES IS PROTECTED BY S prea cE EDGAR W. ENGLE U. S. REISSUE PATENT NO. 16 438. DATED OCT. 12, dine 
re 
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—Say felers 


Lookit Henry 
miTh, Pop eyed 
and Too amu oh hight 
on his face, Regular 
V Safery Switch face 
“Sa = and Sure’. 

ae Henr 
hikes JU Switches cuz 
They ave ea sy To pot 
Up, he says. Knock- 
oulTs Cum oo7 clean 
as a hounds Teeth. 
Sum Switch 
"Gal 
nS. Jeo darn busy To 
get my picluve Took. 


66 iad 99 
Safety Switch 
For Oil Burners, 


Electric Refriger- 
ators, etc. 


A Great Little 
Switch 


SAFETY 
SWITCHES 


TRUMBULL-VANDERPOEL ELEC. 
MFG. CO. 





Bantam, Conn. 











Battery Clips. 

No. 48-B. ‘B” bat. clip, screw con- 
nection. No. 24A, 25 amp, screw connec- 
tion. No. 21-A, 50 amp, screw connection 
No. 11-A. 100 amp, lug connection. 

Test Clips. 

In 18 numbers from 10 to 200 amps. 


Mu-Rad Radio Corp., 800 Fifth Ave., 
Asbury Park, N. J. A. S. Blatterman, 
pres.; Philip Boyer, vice-pres.; Howard 
H. Nieman, sec.; Harold E. Keays, treas.; 
E. London, adv. mgr. Branch, room 2230, 
120 Broadway, New York. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive, misc. One jobber in territory. 
Jobber credited with all sales in territory. 

Receiving Sets. 

“Mu-rad Super-six.” Circuit, T. R. F. 
Panel, bakelite. Cabinet, walnut and ma- 
hogany, lacquer finish. No. tubes, 6. No. 


controls for tubes, 1. No. controls for 
tuning, 1. “B” bat. voltage 135. “A” bat. 
storage. “C” bat. voltage 9. Dim. 3314x 


141,,x12 ins. Shipping wt. 53 Ibs. List $195. 


Murdock Co., William J., 347 Washing- 
ton Ave., Chelsea, Mass. William J. Mur- 
dock, pres.-gen. mgr. D. R. Murdock, 
sec.-treas.-adv. mgr.; F. M. Mitchell, gen. 
mgr. Branches in San Francisco, Los 
Angeles, Seattle. 

Distribute through jobbers where they 
have one available, otherwise direct to 
dealer. Two or three jobbers in territory. 
Do not credit jobber with all sales in 
territory. 

Receiving Sets. 

“Murdock.” No. 26. Circuit, neutro- 
dyne. Cabinet, birch and mahogany, wal- 
nut finish. Panel, bakelite. “B” bat. 
voltage 90. “A” bat. storage. “C” bat. 
No. tubes 6. No. controls for tubes, 2. No. 
controls for tuning, 2. Pim. 10x26x12 ins. 
Shipping wt. 35 lbs. List $60. 

Head Phones. 

“Murdock.” No. 
and specifications. 


56. Standard design 
56-A, 2000 ohms. List 


$2.75. 56-B, 3000 ohms. List $3.00. 
Plua. 
“Murdock.” No. 401. 4-way to fit all 


standard jacks. Takes 1 to 4 head sets 
or speakers. List $0.75. 


Muter Co., Leslie F., 76th and Green- 
wood Ave., Chicago, Ill. Leslie F. Muter, 
pres.-treas.; Chas Muter, vice-pres.; G. 
N. Muter, sec.-treas.; Geo, L. Nelson, 
gen. mgr.; A. A. Dailey, sales and adv. 
mer. 

Distribute wholly through jobbers— 
electrical, music, hardware, automotive. 
Large number of jobbers in territory. 
All dealer or consumer inquiries referred 


to jobber. 


Lightning Arresters. 

Antenna Lead-in Insulator. 
Ground Clamps. 

Phone Plugs. 

Audio Transformers. 

Panel Switches. 

Interference Eliminator. 
Aerial Kits. 

Resistance Amplifier, 
Resistance Amplifier Units. 
Aerial Plugs. 

Baby Knife Throw Switches. 
Bakelite Base Throw Switches. 
Variable High Resistance. 
Variable Rheostats. 

Fixed Mica Condensers. 

Fixed Rheostats. 

Special Resistances. 

Variable Grid Leaks. 

Fixed Grid Leaks. 

Variable Balancitg Condensers. 
Variable Grid Condensers. 
Grid Leak Mountings. 

Filter and By-Pass Condensers. 
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Eliminator Blocks. 
Paper Condenser Windings. 
Mydar Radio Co., 9 Campbell St., wy 


ark, N. J. J. R. English, pres.; H. 
Scaman, Jr., treas.; J. P, Burke, a 
mgr. 


Distribute wholly through jobbers 
electrical 20%, radio 75%, hardware, 2%, 
automotive 3%. Two or three jobbers i: 
a territory. Jobber credited with all sale 
in territory. 

Micrometer Dial. . 

“Accuratine.” Bakelite. 
$2.00, $2.25, $3.50. 

Packard Elec. Co., Dana Ave., Warren. 
O. N. A. Wolcott, pres.-treas.-gen. *. 
Geo. Philluis, vice-pres.-sec.; W. 
Parker, sales mgr.; Joseph C. * lal 
adv. mgr. 

Distribute wholly through jobbers 
electrical 5%, radio, 1%, hardware, 5%. 
automotive, 89%. Large No. jobbers in 
territory. Jobber credited with all sales 
in territory. 


List $1.25. 


Radio Cable. 

‘Packard.” Complete line for radiv 
work, including radio harness and aerial 
ground kit. 

Polymet 599 Broadway, New 
York. Otto me rae pres.-treas.; Nat. 


C. Greene, vice-pres.-sec.-gen. mgr.-sales 
mgr.-adv. mgr. 

Distribute wholly through jobbers- 
electrical 35%, music 20%, radio 5%, 
hardware 15%, automotive 20%, misc. 5%. 
Two or three jobbers in territory. Job- 
bers credited with all sales in territory. 

Plugs. 

“E-Z.” No. 200, automatic. List $0.35. 

“Poly.” No. 100, a poly plug, bakelite 
shell. List $0.50. Poly “Claroplug” List 
$1.50. 

Extension Connector. 

Used with loud speaker. 
List $1.50. 

Resistance Kit. 

Bakelite throughout. 

Grid Leak. 

Guaranteed to be within 5% of its 
stated reading. List $0.25. 

Rheostat. 

“E-Z” stat. 
(bakelite) $0.85. 

Precision Products Co., 321 S. Main St.. 
Ann Arbor, Mich. C. A. Verscheor, pres.- 
gen. mgr.-adv. mgr.; C. H. Dunlap, vice - 
pres.-sales mgr.; M. J. McCarthy, sec.; F 
E. Royce, treas. 

Distribute wholly through jobbers- 
electrical 20%, radio 30%, hardware 20%, 
automotive 30%. One jobber in territory. 
Jobber credited with all sales in territory. 

Receiving Sets. 

“Arborphone.” Model 27. Circuit, T 
R. F. Cabinet, walnut finish. No. tubes. 
5. No. tube controls, 1. No. tuning con- 
trols, 2. “B” bat. v. 90 to 185 v. “A” bat. 
storage or dry. Dim. 24x101/,x9 ins. Ship- 
ping wt. 38 Ibs. List $60. 


Pressed Metal Mfg. Co., 151 Barstow 
Ave., Waukesha, Wis. G. A. Noetzel. 
pres.-gen. mgr.; W. P. Ferris, vice-pres.- 
treas.; A. J. Hurdy, sec. 

Distribute wholly through jobbers. Use 
all class of jobbers handling accessories. 
Jobbers credited with all orders in ter- 
ritory. 

Antenna Support. 

“Radi-Mast.” 5 ft. $3.50. 
Out rigger $0.50. 

Antenna. 

“Wave-X.” Condensing antenna. Packed 
in individual cartons. No. 1. List $9.00. 
No 2. List $12.50. No. 3. List $12.50. 

Priess Radio Corp., 693 Broadway, New 
York. William B. Priess, pres.-gen. mgr.: 
E. T. Rigg, sec.; A. M. Rudich, treas.; 
F. Clifford, Esty, sales mgr.-adv. mgr. 


25 ft. of cord 


List $4.00. 


List (composition) $0.75 


8 ft. $4.25. 
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1 type in 1915 
2 types in 1920 


15 types in 1926 
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ADIO progress has set a fast and exact- 

ing pace these past few years. One 
single type of tube seemed adequate ten years 
ago. Four years ago two types apparently 
served the purpose. And today, with its 
greater and more exacting demands for im- 
proved radio reception, the research and 
engineering talent back of Cunningham Ra- 
dio Tubes contributes its share to radio 
progress with fifteen perfected special pur- 
pose types, each one efficiently mastering its 
particular task. 
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Burgess A Battery 
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gee national maga- 

zines and metropolitan 
dailies are telling millions of 
battery buyers about the un- 
equalled service qualities of 
the new Burgess Radio “A”. 
Look for this advertising Tie 
up with it. Let it work for 
you and your store in your 
community. Display the Bur- 
gess “A” in your windows 
and on your counter. 


Its remarkable service will 
help you build a profitable 
“A” battery business. 

A Laboratory Product 


Burcess BATTERY COMPANY 
GENERAL SALES OFFICE: CHICAGO 


Canadian Factories and Offices: 
Niagara Falls and Winnipeg 


BatyS r rs A 
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Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive. One in a territory. Credit all 
sales to jobber in territory. 

Receiving Sets. 

“Straight 8.” P. R. 4A. Circuit, Priess. 
Table, walnut. Panel, brass, bronze finish. 
No. tubes, 8. No. tube controls, 1. No. 
tuning controls, 1. “B” bat. voltage 90 
to 135. “A” bat. storage. “C” bat. volt- 
age 71. List $1.75. 

“Straight 9.” P. R. 9. Circuit, Priess. 
Table, walnut. Panel, brass, bronze finish. 
No. tubes, 9. Tube controls, 1, tuning 
controls, 1. “B” bat. 90-135 v. “A” bat. 
storage. “C” bat. 714 v. List $195. 

“Straight 9.” P. R. 10. Circuit, Priess. 
Table, walnut. Panel, brass, bronz finish. 
No. tubes, 9. Tube controls, 1. Tuning 
controls, 1. “B” bat. 90-185 v. “A” bat. 
storage. “C” bat. 714 v. List $335. 


Readrite Meter Works, 1387 N. Main St., 
Bluffton, O. W. E. Diller, pres.; R. L. 
Triplett, sec. 

Distribute through jobbers—electrical, 
radio, hardware, automotive. Two or three 
jobbers to a territory. 

Pocket Meters. 

Volt meters, for “A” and “B” batteries. 
Various ranges. List $1. 

Ammeter. 

For dry cell. List $1.00. 

Volt-Ammeter. 

For “A” and “B” batteries. List $1.50. 

Meters. 

“Readrite.” Panel mounting. Volt- 
meters, ammeters, milliameters, radiola 
volt meters. Narrow and wide flange. 
Pin jack and desk styles. Lists, from $1 
to $3. 

Radio-Electric Mfg. Co., 442 Clinton 
Ave., Newark, N. J. S. S. Spring, prop.; 
A. Satz, sec., gen. mgr. 

Distribute wholly through jobbers— 
electrical 2%, music 5%, radio 60%, hard- 
ware 10%, automotive 5%. Two or three 
jobbers in a territory. Jobbers protected 
in territories. 

Aerial Wires. 

“Airtrom.” Solid and stranded, bare, 

tinned, enameled and rubber covered. 


Rembler Devision, Gray & Danielson 
Mfg. Co., 260 First St., San Francisco. 
Geo. H. Curtiss, sales mgr. 

Distribute wholly through jobbers— 
electrical, radio, hardware, misc. Two or 
three jobbers to a territory. Jobbers 
credited with all sales in territory. 

Amplifier. 

“Infradyne.” Three stage frequency 
unit adapted for practically all T. R. F. 
sets. Takes CX-299 or UX-199 tubes. 
Panels and controls of bakelite. Copper 
case. List $25. 

Condenser. 

“Twin-rotor.” Made in straight line fre- 
quency and straight line wave length 
types. Maximum capacity .00035 and 
se m. f. The former also made in .0001 

f. capacity 360 degree rotation. Both 
pat of plates rotate. Bakelite gears. 
Made of brass and bakelite. Lists $4.50 
to $5. 

Socket. 

No. 50. For X-type standard base 
tubes. Positive contact. High tension 
springs allow smooth pull. Bakelite. List 
$0.50. 


George Richards & Co., Inc., 557 W. 
Mente” St., Chicago. G. C. Richards, 
pres. 

Branch offices, 1105 Railroad Ave., 
Bridgeport, Conn., 400 Penobscot Bldg., 
Detroit, George A. Gray Co., 910 Howard 
St., San Francisco. 

Distribute wholly through jobbers— 




















Great 


Northern 


Hotel 
CHICAGO 


Jackson Blvd., Dearborn 
and Quincy Sts. 


In the shopping and 
theater district, two 
squares from the finan- 
cial center, and con- 
venient to the whole- 
sale section. 


ONG favored by the 
patronage of visiting 
merchants, buyers 

and salesmen, the “Com- 
fortable Great Northern” 
provides special accom- 
modations for their par- 
ticular business needs. 
Large, light, livable 
rooms at prices not ex- 
cessive. The largest, best- 
lighted sample rooms in 
all Chicago. 

In the famous restaur- 
ants, foods of choicest 
quality at prices in keep- 
ing with the hotel’s policy 
of moderation. 


Accomodations for 
1000 persons 


Rates 











From $2.50 \ Te 
a day 
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Model Five—5 Tubes 
Price $125.00 


All Howard Receivers are adaptable to good A and 
B House Current Supply Units. 


Model Six—6 Tubes 
Price $200.00 


Power Tube Amplification 





Model Eight Console 
Shielded 7-Tube Receiver with Controllable Concealed 


Loop and Reproducer. Price $675.00 


Ee 
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Req.US.Pat. 
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Reputation 


Building toan ideal—cre- 
ation of just the best— 
Howard has established a 
reputation for sheer merit 
that is truly unexcelled. 


There is no substitute for 
good merchandise, and 
every Howard you inspect 
willimpress you the same. 
Here, indeed, is a manu- 
facturer secure in his faith 
that quality isa sound ba- 
sis for success. 


Resolve to sell Howards. 


HOWARD Rapio COMPANY 
451-469 E. Ohio Street, 


Sold Thru Jobbers Exclusively 

















Completely Shielded. 


Entirely Loop Operated 
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Chicago 
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electrical. Number of jobbers in territo 
depends upon territory. 

Vitalizer. 

“Hemco radio tube vitalizer.” No. 201) 
for 201 type tubes UV or UX No. 199) 
for 199 type tubes UV only, can be use: 
with adapter for UX199 type. No. 2019: 
combination of 2 types above. List, Nv 
2010, and No. 1990, $2.85. No. 20199, $5 


The Arnesen Safety Plug Mak 
the Iron an Automatic 
Safety Device 


LIST PRICE 
$2 50 Ross Wire Co., 69 Bath St., Providenc: 
© R. D. A. N. Ross, pres.-sales mgr.; D 
WITH CORD N. Ross, sec-treas. 


Distribute wholly through jobbers. 
electrical 40%, music 5%, radio 5%, hard 
ware 20%, automotive 30%. Two o: 
three jobbers in a territory. Jobber: 
credited with all sales in territory. 

Wire. 

, Braided, stranded, solid copper, tinned 

copper, enameled copper, and_ bronze 

It Had To Come—the auto- —" wires. Loop a. Braided in- 

. a is oor antenna wires. Flat and round 

matic safety plug giving abso braided wires. Covered wires, silk and 
lute protection against fire, due cotton, for set and loop wiring. 


to forgetfulness, negligence or Springs. 


dit; b d th lof Antenna supporting springs. 
conditions beyond the contro!.o Saal Co., 1800 Montrose Ave., Chicago, 


$2.00 
WITHOUT CORD 








the operator. L. S. Gordon, pres.; C. J. Sharp, vice- 
Distrib bei pres.-sales mgr. 
istributors are now being Distribute wholly through jobbers- 
appointed. Write us at once electrical, music, radio, hardware, automo- 
f , = tive. Number of jobbers in a territory 
or territoria arrangements. depends on the market. 
: : Speakers. 
A big margin of profit has “Eccentric” cone. Cone diaphragm of 
been reserved for you. eccentric construction for natural repro- 


duction. Size, 22 ins. high, 20 ins. diam. 


« . cone. List $25. west of Rockies $26.50. 
Electric Safety Devices Co. “Junior eccentric” cone. Same as above 
19 S. Desplaines St. # CHICAGO but 16 in. high and 14 in. diam. List $15, 


west of Rockies $16.50. 

Horn type No. 5. Bell, 13 in. diam. of 
Bakelite. Neck of aluminum. Gold 
crackle finish. Height 211% ins. List 
$22.50, west of Rockies $24. 

Pedestal type. 3 ft. wooden tone 
chamber. Double grill, front and back. 
Non-directional. American walnut finish 
with gold grill cloth. Height 44 ins. List 
$38, west of Rockies $40. 

Phonograph Attachment 

Can be attached to any standard phono- 
graph. List $7, west of Rockies $8. 

Scranten Glass Instrument Co., Inc., 939 
Capouse Ave., Scranton, Pa. J. I. Myers, 
pres.; M. A. Myers, sec.-treas., gen. and 
sales mgr.-adv. mgr. 

Distribute wholly through jobbers— 
electrical 10%, radio 10%, hardware 10%, 
automotive 70%. 2 or 38 jobbers in 
territory. 

Battery Testers. 

“Kant Stick.” List $1. “Scranton.” 
List $.085. “Ayanbee.” List $0.75. “Mar- 
vel.” List $0.65. 

Battery Cap Tester 

Screws into battery replacing vent 
plug. Fits 98 per cent of batteries. Also 
acts a water guage. Furnished in sets of 
3, one for each cell, List $2 per set. 


Showers Brothers Co., Bloomington, 
Ind. Radio Division, 914 S. Michigan 
Blvd., Chicago. E. Showers, pres.-gen. 
mgr.; C. A. Sears, vice-pres.; L. E. Sie- 
benthal, sec.-treas.; H. C. Black, sales 
mgr.; A. L. Golay, adv. mgr. 

Distribute wholly through jobbers— 
electrical, music, radio, hardware, auto- 
motive, misc. One jobber to a territory. 

Receiving Sets. . 

“Future Select Six.” No. 540. Cir- 
cuit T. R. F. 6 tubes. Batteries “A” 
storage, “B” 90 v. “C” 414 v. Controls, 
1 tuning, 2 tubes. Console type. Ma- 
hogany finish. Panel, brass-etched. Size 
17x21x45 ins. 
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Wherever anchors 





are required 


““NEVER- 
CREEPS” 








invariably 


are best! 


ANNOUNCING 
The 


Expanding — Cone — Screw a 
ANCHORS 


, January Delivery 
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, EXPANDING 
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MANUFACTURERS 














Colt Completely Absorbs 
Johns-Pratt 


At the meeting of the board of di- 
rectors of Colt’s Patent Fire Arms 
Mfg. Co. on December 23, at Hart- 
ford, Conn., a most important change 
in the corporate personnel was made. 
This, to be exact, consists of the total 
absorption of The Johns-Pratt Co. 
by Colt’s Patent Fire Arms Mfg. Co. 

The Johns-Pratt Company, for 
years one of the foremost manufac- 
turers of sheet packing, has more 
recently come prominently before the 
electrical industry of the country as 
the pioneer developer of such elec- 
trical protective devices as meter 
service switches, fuses, service boxes 
and high-voltage underground equip- 
ment. 

The control of the Johns-Pratt Co. 
has, for a few years past, rested in 
the Colt’s Patent Fire Arms Mfg. Co., 
and its activities carried on as a di- 
vision of the controlling organization ; 
but now that Colt’s board of direc- 
tors has taken the action it has, the 
Johns-Pratt Co. will cease to fune- 
tion as a commercial entity. 


Those in the electrical industry 
who are familiar with the 90 years of 
manufacturing experience, the facili- 
ties for production, and the financial 
resources of Colt’s, will see in this 
absorption, not just the passing of a 
tine, old concern, but rather the open- 
ing up of an era of development and 
enlargement in the lines so ably pion- 
eered and so intelligently standard- 
ized by The Johns-Pratt Co. 

Colt’s Patent Fire Arms Mfg. Co. 
was established in Hartford, Connec- 
ticut, by Samuel Colt in 1836. From 
a small beginning this company has 
grown, until now its plants cover 21 
acres of ground and its equipment of 
precision machines is one of the big- 
gest and best in the country. 

The Johns-Pratt Co. was estab- 
lished in Hartford in 1886. At first, 
its main activity was the development 
and production of sheet packing and 
pump valves under the trade name 


“Vulcabeston.”” From this beginning, 
its products in this field have multi- 
plied to cover practically every pack- 
ing requirement in power plants, fac- 
tories, etc. 

About 1898 this concern undertook 
the development of the line of elec- 
trical protective devices known to the 
industry as “Noark’”’ products. Not 
only did it originate the idea of steel- 
clad protection of meter entrance 
equipment, but finally consolidated 
the several different units employed 
for this purpose into a highly stand- 
ardized meter service system which 
comprises all service entrance 
switches, fuses, wires, testing clips, 
cut-outs, etc., in a sheet steel cabinet, 
affording the central station positive 
protection against unwarranted med- 
dling, and gave the electrical contrac- 
tors the highly standardized unit in 
forms to meet the various central sta- 
tion requirements as to meter en- 
trances. 

In addition to this, it undertook 
and successfully carried through the 








development of service boxes for lo- 
calizing the fusing and control of 
power lines in isolated and exposed 
locations. And again, its under- 
ground equipment not only met—but 
kept pace with—the demand on the 
part of central station engineers for 
the sectionalization of underground 


transmission. 
* * * 


Grishaber Joins Standard Stove 

C. F. Grishaber, formerly with 
Commercial Electrical Supply Co. of 
St. Louis, has been appointed district 
representative for The Standard 
Electric Stove Co. for Iowa, Illinois, 
Wisconsin and Minnesota, with head- 


quarters at Springfield, Illinois. 
* * * 


Ed. Lindberg Goes with 
Crocker-Wheeler 

Edward F. T. Lindberg, formerly 
manager of the engineering division of 
The Central States General Electric 
Supply Co., is now connected with 
the Chicago office of the Crocker- 
Wheeler Electric Manufacturing Co. 





Janua 
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A new organization to be known as the National Pole and Treating Co., has been 


formed, with headquarters at Minneapolis. 


It represents the expansion of the 


Backus-Brooks and Pendleton-Gilkey interests to include the National Pole Co. 
H. S. Gilkey (left) is chairman of the board. Seymour B. Backus (right) is presi- 
dent and G. H. Ramsey (center) is vice-president in charge of the pole department. 
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The Eagle Electric Mfg. Co. of Brooklyn recently moved to this modern factory 
Luis Ludwig, president of the company, designed the first Eagle 
product in 1920—a plug for electric irons. 
specialties have been developed. These range from small luminous pendants to electric 


at 59 Hall St. 


household irons and heaters. 





From that start, 73 additional electrical 





Death of I. Elkas 


I. Elkas, for the past several years 
special representative of the Wagner 
Electric Co., St. Louis, died recently 
at Greenville, Miss. Mr. Elkas was 
very well known in the electrical in- 
dustry, having been, previous to his 
connection with the Wagner com- 
pany, branch manager of the Robbins 
& Myers Co., in both St. Louis and 
Chicago. 

. + <4 
New Manufacturers’ Agency 
in Philadelphia 

Robert L. Cunningham, for 11 years 
with the Craven Electric Sales Co. in 
Philadelphia and G. D. Montgomery, 
formerly a member of the firm of the 


Eastern Electrical Supply Co., Port 
land, Me., have gone into partnership 
as manufacturers’ agents in Philadel- 
phia where they will be located offices 
and warehouse at 620 South Delaware 





Ave., after December 15. 

“Bob” and “Monty,” as they are | 
familiarly known to their many | 
friends in the trade, are still open to | 
a few good lines of electrical supplies 
or appliances, but the manufacturers 
whom they’ represent will be} 
announced in full at a later date. | 
Needless to say Cunningham and | 
Montgomery have been receiving many | 
congratulations from their friends in 
the trade and everyone wishes them | 
success in the fullest measure. 











Just to show that business was never better and everybody’s happy as can be, the 
members of the home office of Curtis Lighting, Inc., in Chicago, whooped it up at a 
“hard times party” one night, with cider, jazz music, dizzy costumes, and all the 


paraphenalia going with them. 

















“American Brann” 


WEATHERPROOF Wire AND CaBLes 
HAS NO EQUAL 











WIRE BUYERS KNOW 


Most buyers of wire 
know that “AMERI- 
CAN BRAND” wire 
and cable are made to 
measure up to high 
quality not down to 
low price. It makes 
selling easier. 

Are you getting your share 
of the sales? We will be 


glad to help you. Send for 
samples. 
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New Electrical Products, Illustrated 








The Chicago Fuse Mfg. Co., Chicago, 
is now furnishing “Union” outlet boxes 
for sheathed and metallic cable or loom 
with a new type clamp, which is tight- 
ened after the box is installed. The 
box is hung in the usual way, with or 
without bar hangers, the cable or loom 
brought through the knockouts, pulled 
up tight and the clamp screwed down. 
The screw heads are on the inside of 
the box and with the clamps are placed 
diagonally, as shown in the illustration. 
The angle is such that the screw heads 
are easily accessible to the screw driver 
in all boxes, including those with bush- 
ing plates. In boxes 11% in. deep, the 
diagonally placed clamp will fasten the 
loom or cable whether it enters from 
the knockouts in the bottom or those 
in the side. 


























The Simplex Electric Heating Co., 
85 Sidney St., Cambridge, Mass., is 
manufacturing an enameled range for 
kitchenettes where space is at a pre- 
mium. The oven, however, has the 
full height of the large range and is 
only three inches narrower. Specifi- 
cations: Floor space, 41. by 25 in.; 





The F. W. Wakefield Brass Company, 
Vermilion, Ohio, is sending to the trade 
its new “Attachette” demonstratioh 
unit. A briefly worded and vividly col- 
ored card bearing a photograph of the 
device in use on a dressing table, is held 
by two gilded wooden uprights which 
support one or two “Attachettes” on 
display. The unit is 16 in. wide and 
11 in. high—a practical size for either 
show case demonstrations or for use in 
the display window. 








The Ilg .Elec. Ventilating Co. Chi- 
cago, has developed a squirrel cage in- 
duction motor which can be operated on 
single phase by the use of an external 
compensator, and can of course be oper- 
ated on three phase by connecting direct- 
ly to the line, and can be operated as a 
variable speed three-phase motor by the 
use of a special external speed controller. 
When this apparatus is used on single 
phase it. is simply necessary to connect 
three wires of the motor to one side 
of the compensator and connect the two 


’ wires of the compensator to the line and 


the motor can be thrown in directly on 
single phase. 








The Boston Woven Hose & Rubber 
Co., Boston, Mass., is manufacturing 
“Bull Dog” electric tape. The tape 
is so designed as not to ravel. Both 
sides of the sheeting are calendered 
which fills the texture and provides a 
foundation for the final treatment. 
The final coat is a tacky, gum rubber 
compound developed in the labora- 
tories of the company. 








The Edison Electric Appliance Co., 
Inc., 5600 W. Taylor St., Chicago, is 
manufacturing the “Press Kit” illus- 
trated above. It consists of the “Hot- 
point Junior” iron in a patent finish 
leatherette case. Compact, light and 
flexible, it fits nicely into the corner 
of the trunk and traveling bag. It 
is complete with cord and plug. 











The Trumbull Electric Mfg. Co., Plainville, 
Conn., is introducing two new additions to its 
tumbler switch line. The No. 2361, shown on the 
left, is a three pole switeh in a blank enameled 
box, surface type. It has a capacity of 30 amp. 
at 250 volt. 
shown above, is the same as the Trumbull No. 
2221 but without box and equipped with plate for 


The No. 3221 2 pole, flush type, 


~ 








overall height 41 in.; oven 14 by 17 
in., 1514 in. high inside; total load 
6400 watts; shipping weight 32 lbs. 


flush work. It is adapted particularly for use 
with motor driven machines and heavy duty light- 
ing circuits. It fits any standard outlet box. 
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Each unit comes 
boxed complete 
and ready for 


installation. 


Write our nearest office 


| 30 Bank St. 336 Azusa St. 131 State St. 
Philadelphia Los Angeles Boston 


| 109 Lafayette St. 2014 N. Lamar St. 
New York Dallas 


oodrich Electric Company 


31650 Ogden Ave., CHICAGO, ILL. 























(;00DRICH 


PORCELAIN ENAMELED 


KITCHEN LIGHTS 


are made of Armco rustless 
iron covered with white 
porcelain enamel. New inside 
method of suspension makes 
it easy to hang. This Good- 
lite is lighting the Kitchens in 
thousands of homes through- 
out the country. Made in 
three styles; Switch and Out- 
let, Pull Chain. and Keyless. 


Jobbers’ salesmen will find 
that this item will greatly 
increase their business with 
Contractor - Dealers, Central 
Stations, etc. 


*OODRICH 


| > CHICAGO) 
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Porcelain and Slate 
Cutouts — Wirelugs 


Fuse Clips 


Porcelain Bushings 





The entire Multi line has 
been approved by the Un- 
derwriters’ Laboratories. It 
is one of the most complete 
of its kind on the market. 
The materials and workman- 
ship are of the best quality. 
The Multi line is handled 
by all leading jobbers. 





The Powerlet is the origi- 
nal malleable conduit fitting. 
It is rugged, non-breakable 
and rust proof. It has large 
wire chambers and integral 
hubs perfectly aligned. Send 
for samples and selling in- 
formation. 






MULTI 


MFG. CO. 





ELECTRICAL 


1848 West 14th Street 
CHICAGO, ILL. 
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Barrett Made Vice-president 
‘of Union Carbide 

Election of W. F. Barrett to a vice- 
presidency of the Union Carbide and 
Carbon Corp. was announced follow- 
ing a meeting of the board of direc- 
tors at New York on November 23. 
Mr. Barrett began his association with 
the subsidiary companies of the cor- 
poration in August, 1913, when he 
became works manager and chief en- 
gineer of the Linde Air Products Co. 





W. F. Barrett 


In January, 1918, Mr. Barrett was 
elected vice-president and a member 
of the board of directors of the Linde 
company and from that time on ‘his 
progress in the official family of the 
subsidiaries of the Union Carbide and 
Carbon Corp. was rapid. After his 
election to the presidency of the 
Linde company, he became vice-presi- 
dent and then president of The Prest- 
O-Lite Co., Inec., Dominion Oxygen 
| Co., Ltd., Prest-O-Lite Co. of Can- 
|ada, Limited; Union Carbide and 
Carbon Research Laboratories, Inc., 
Carbide and Carbon Chemicals Corp. 
and Glendenin Gasoline Co. 

He is still president of all of the 
above named companies and corpora- 
tions and, in addition, is a director 
in National Carbon Co., Inc., and Ox- 
weld Railroad Service Co. 

A graduate of the Sheffield Scien- 
tific School, of Yale University, with 
the degree of Bachelor of Philosophy, 
Mr. Barrett began his engineering 
career as a levelman and rodman with 
| the Buffalo, Rochester and Pittsburgh 
| Railway at Bradford, Pa. In 1905, 
_he joined the Ogden Gas Co., at Chi- 
/eago and two years later that com- 
|pany was consolidated with the 


| People’s Gas Light and Coke Co. 








— 


With this company, in 1913, wher he 
resigned to join the Linde comp: jy, 
he had risen to the position of as js- 


tant chief engineer. 
* * * 


Fletcher Joins Algonquin 

Affiliation of Harold R. Fletc!er 
with the Algonquin Electric Co., {20 
Broadway, New York has been »p- 
nounced. This company recently .c- 
quired the trade name “Thermiody:.e”’ 
and will manufacture the “Thermio- 
dyne”’ receiver in its factory, located 
at Poughkeepsie, N. Y. 

Mr. Fletcher’s New York associa- 
tions date from 1908, when he tra- 
veled for the W. E. Pruden Hardware 
Co. In 1911 he entered the automo. 
tive industry, as distributor of Hudson 
cars and Stewart trucks, later becom- 
ing the general sales manager for the 
latter organization. Later he became 
vice-president and manager of the C. 
T. Silver Co., eastern distributors of 
Overland and Willys-Knight cars, and 
manager of the Stutz Motor Co. He 





Harold R. Fletcher 


associated himself with radio in 1924 
as director of sales for the Amsco 
Products Co. 

He will direct sales and distribution 
of the fifteenth century period “Ther- 
miodyne” just introduced by Leo 


Potter, president. 
* * * 


Sweet Los Angeles Representa- 
tive for Roach Appleton 
Mr. Walter S. Sweet, 312 Omar 
Ave., Los Angeles, California, has 
been appointed to represent the 
Roach Appleton Manufacturing Co 
lines in the entire state of California 
and will maintain a large and com 
plete warehouse stock at Los Angeles 








J? « .. bed 
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HUBBELL @™ 10 AMPERE 


Polarized Receptacles? onvenience Outlets 
— 














































A feature of the Hubbell Convenience Outlets of the side-wired type, such as the 
duplex outlet shown above, is the face, which is distinguished by its clean-cut lines 
and plain, unmarked surface. To guide the plug cap blades into the Te-Slots, the 
surface of the face is slightly recessed. 


“Hubbell” he answered 


“What make of wiring devices do you 
use?”’ the chief engineer of a large office 
building was asked. 

“Hubbell,” he answered. 

“Why?” 

Rs ay ay “Well, I've been in the game a long time Genvenience Outlet 
ssiihiiiatintiallie tad and Hubbell has always meant quality to So ee 
me. 





























Hubbell Quality; what does it mean? It is not an - 
intangible something. You can see it in every Hubbell 
Device. It means correct design—strong, lasting con- 
struction—large binding screws—plenty of wiring 
space. It means a good, time-saving wiring job. 












HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 


BRIDGEPORT, CONNECTICUT. U.S.A. 













NEW YORK. N.Y. CHICAGO, ILL. 
Polarized Receptacle Convenience Outlet 
3-wire, 10 Amp., 250 Volts Duplex,10 Amp., 250V. 
- with “Cord-Grip” Cap. Plain Face Type 








HBRLECTRICAL SPECIALTIES 
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New York Boston Chicago 





Philadelphia 


o Congratulations @ 


Jobbers’ Salesmen! 


By the end of the year, your efforts 
will have pushed old “Circle T”’ “over 
the top” in grand style. 


1926 sure has been a banner year in 
every way and we look for the equiva- 
lent or even better in 1927. 


May your well deserved prosperity 
continue throughout the coming year. 


Trumbull Tem. 


THE TRUMBULL ELECTRIC MFG. CO. 
PLAINVILLE, CONN. 


San Francisco 


Jacksonville, Fla. 














French Lick Springs Hotel, ac- 
cessibly located in the Cumber- 
land foothills region of Southern 
Indiana is now more than ever 
the place for conventions with 
its new, 1500-seat convention 
auditorium, amply ventilated 
by outside windows on all four 
sides. 


Healthful, natural spring wa- 
ters of world-wide fame, two 
excellent 18-hole golf courses, 
horseback riding, tennis and 
hiking are among the attractions 





French 
Lick 
Springs 
Hotel 


The All-Year 


Convention 
Site 


at French Lick. Rooms and 
meals are included in the rate. 
Before you leave home, you can 
tell, almost to a dollar, what 
your expenses will be. Write for 
illustrated booklet and details 
of convention facilities. 


cAddress Convention Secretary 


FRENCH LICK SPRINGS 
HOTEL COMPANY 
French Lick, Indiana 


“Home of Pluto Water” 











Few men in_ the radio business 
have attained a more prominent place in 
the regard of their clients than Fred D 
Williams, sales manager for Grigsby-Gru- 
now-Hinds Co., Chicago. This is not du 
merely to the fact that Mr. Williams 
strives to give a service to his jobbers 
and dealers that is outstanding, but he is 
the type of a chap who has a good word 
for everyone, and can never do too much 
for anybody who gives him a _ half-way) 
chance. Fred came West after years of 
experience in merchandising in eastern 
cities. Sometimes it is said that an east 
erner, attempting to don the habiliments 
of the west and absorb the “western at 
mosphere” is up against a stiff proposi 
tion finding his “sea legs” on the breez\ 
shores of Lake Michigan, but Fred has 
knocked that theory into the ash can and 
demonstrated his ability to make a solid 
place for himself. 





Miller Co. Announcements 

L. Wood, formerly with the Caro 
lina Power & Light Co., with head 
quarters in Raleigh, became a mem 
ber of the sales organization of Du 
plex-a-lite Division of The Miller 
Co., as of December 1. Mr. Wood's 
special effort will be in the interes! 
of Duplex-a-lite central station cam 
paign operations. He will make his 
home in Meriden, Conn., the head 
quarters of Duplex-a-lite Division. 
but will cover the entire United State: 
in a sales promotional way. 

‘As of January 1, W. E. Trittip: 
leaves the Ivanhoe Division of Th 
Miller Co., with headquarters i 
Cleveland, to become district man 
ager for The Miller Co., with head 
quarters in Atlanta. Mr. Trittip: 
has been with the Ivanhoe Division 
since the war, in which he attained 
the rank of Major, traveling th 
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Use these products as 
leaders in 1927 and 


watch your sales climb 


The surest way to increase your business is by helping 


{| REM 0 LN your customer to solve one of his problems. “If the 
; problem is a surface wiring job WIREMOLD will solve it.” 





Guaranteed 


Surface Conduit System 
Underwriters’ Standard 


At Last! 
Loom With a “Slick-Finish” 
Clean to Handle 
No Mica Dust 


Slick as Ice—Clean as a Whistle 
Improved Quality—No Extra Cost 


WireoucT 





Guaranteed Loom is Loom 
“Slick-Finish” Loom But—*“Slick-Finish” 
Underwriters’ Standard Makes WIREDUCT Different 


Et | Ye = The non-metallic sheathed cable which com- 


bines the most exacting requirements of the 


Er 


c 





2-4 ms - 
St SLICK- 
zitg 
> ar, 
at 
PATENTED O 
OTHER PATE 


Underwriters’ Laboratories with the greatest 


bares convenience of the wiremen. WIREFLEX is 
~ Non-Metallic Sheathed Cable also coated with the celebrated “Slick-Finish.” 


Underwriters’ Standard 


Select your leaders with wisdom and the 


balance of your line will sell itself. 





THe WiremorD COMPANY 


HARTFORDO,CONN. 
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COLLYER. 
Silk gna Cotton | 


southern territory from Texas to the 
Atlantic Coast and north to the Ohio 
river. 

As of January 11, A. H. Bruning, 
now in the lighting service depart- 
ment of the Edison Lamp Works at 
Harrison, N. J., will become southern 
representative of the Ivanhoe Divi- 
sion of The Miller Co., in Cleveland. 
Mr. Bruning will make his head- 
quarters in Atlanta and will cover the 
territory formerly traveled by W. E. 
Trittipo. 


- 


ne ee wee 


ee oe ee ee ee oe 


Premier Extension 
Cords and Battery 
Cables for Radios 


Premier Extension cords of 
the best 10 and 18 strand tinsel 
conductors. With 
Plug. Furnished in 
display box. 


Ll BAe 


>. & 


The Abox Filter 


In the December issue of THE 
JospsBer’s SALESMAN an error crept in 
in the miss-spelling of the “Abox” 
filter. This filter which is manufac- 
tured by the Abox Co., 215 N. Michi- 
gan Ave., Chicago, is exactly what its 
name implies—an “A” battery elim- 
inator. 

The filter system designed on a new 


ca 2 oe eee 


~ 


Connector 
counter 


BATTERY CABLES 
- 


S eanateal 


Radio Battery Cable of the 
best new code rubber over stan- 
dard copper Each 
conductor Equipped 
etc. 


conductor. 
marked. 
with terminals, clips, 


oe ne 





CORDS ano 


a 


5, 6, 7, 8 or 9 wire conduc- 
tor cable in continuous lengths 


of 100 feet or more. 


—— 


EXTENSION 


PROVIDENCE,RHODE ISLAND- 


CRESCENT BRAID 


INCORPORATED 


Makers of 
Premier “‘Blue Ribbon’’ 
and Cables for Radio 


Cord 


“EXTENSION CORDS ano BATTERY CABLES 








1. 


9 
wwe 


FIVE SELLING POINTS 
Which help you sell the A/ueBell 


transformer: 


It is guaranteed by the manu- 
facturer, 

It may be returned to the 
factory for free repair or re- 
placement if not satisfactory. 


3. It is small enough to fit in a 


shallow box. 


. There is a wiring diagram with 


every transformer. 


5. It is fully approved by the Un- 


derwriters., 


BlueBell 


Bell Ringing 


Transformer 


KILLARK ELECTRIC MFG. CO. 


3940 Easton Avenue, ST. LOUIS, MO. 








principle will convert the pulsating 
current of a rectifier or charger into 
|a uniform direct current. The circuit 
| is known as the “brute force filter.” 








About 1905, the late lamented Ernie 
Haughton of the Bryan-March Co. in- 
augurated the first training school for 
|lamp salesmen. Some classy salesmen 
| were turned out (pickwickian sense) from 
this school, such as Max Spaulding, Bill 
Collins and others. But none of the “grad- 
uates” had anything on D. W. Hopper, 
whose face appears above, in sales ability. 
Like some of the other ungrateful gradu- 
ates he left the lamp business flat on its 
back and entered other branches of the 
great electrical industry. Hopper started 
| out selling Brilliant lamps, then with Mon- 
arch Elec. & Wire Co. for about seven 
| years, then he sold fuses and little switch 
| boxes awhile and now he is putting out 
big ones with the All-Steel Equipment 
lee of Aurora, IIl. 











Ask about our 
display rack—it 
makes the sales 


Collyerinsulated Wire Co) 


PAWTUCKET, R.T 





Sheet Mes 


CoS 


Sell These 
For Bigger Profits 


“Loricated” the Pioneer Enam- 
eled Conduit and ‘“Galvaduct” 
the oldest Brand of Galvanized 
Conduit, will bring big profits to 
you in 1927. Their 30 years of re- 
liable service have made them 
great favorites with the trade. 
“Cash in” on this acceptance. 
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Pity the Poor Dealer 
ALKING points—that’s what a deal- Who life—well, one Day-Fan Fan we heard of 
recently had run for 26 years—and is still 





er wants in fans. He wants some- ; 
running. 


thing he won't have to apologize for ’ 
next summer—he wants something that Will Soon Be Mobbed By Day-Fan Fan should go with your sales- 
allows him to say to a customer “Now An Army Of Fan Sellers man. Write us for arrangements. 
here’s a fan you won't find in every store 
—because no other fan is like it. Let me Who Will Find Their DAY-FAN ELECTRIC COMPANY 
how you". 4: «ct: 25. & and he’s well Products Looking Aad DAYTON OHIO 


on the way to a sale. 


Running Alike 










Talking points—and Day-Fan Fan has 














them. Day-Fan gives a perspiring cus- Who Will Find That One 

tomer “extra air delivery’—because the Doesn’t Seem Much Bet- 

blades are big and the motor strong. The 
2 ter Th 

fan with the “big blow” they call it. Day- ” - Any Other 

Fan runs in heat, dirt and dampness— Y 

that’s because its motor is triple insulated et Who MUST Handle . 

in case of just such service. Day-Fans Fan That Has Talking 

are so well armed against heat, they use Points Strong Enou g h 

them in the tropics. Got 38 years experi- ‘6 ” LT: 

ence behind them, too. Economical— To “Sell” His Customers 

they save on the current, and as for long Next Summer 

What Can He Do? 

nares ane Day-Fan Fans Have Day-Fan Motors 
ationally known as i ial Sypoer 
the radio receiver Talking Points Sekeke yee y* 
used by great broad- motors used in 
casting stations to electrically driven 











listen to their own 
programs. 





Y household = appli 








RADIO + MOTORS 
oo 


For;More Than 38 Years Manufacturers of High Grade Electrical Apparatus 
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Quicker and Better 
Connections 


| Agtonintacoo WIRE NUTS 


: a split screw 
A that bites twisted 
f wire ends, 


Show ’em to some of your 

busiest Electragists. Let’em 

see how they clip time off 
their wiring contracts. 


They’ll buy. 


SPELLED OOO ee ew ee wee 


REANUTS 


Approved by the Underwriter Lab. 


For FREE Samples 
Prices and Discounts, Mail This 


Colt’s Patent Fire Arms Mfg. Co. 
Hartford, Conn. 


Send Wire Nut Samples to show to our trade. 








Name 


Address 








Standard 
of 100 Package 1000 











SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
wire 
Magnet wires 





We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! 





SPOOLS 


The Holyoke Co., Inc. | 


611 BROADWAY 


New York, N. Y. 


— 














Latest Trade Literature 
Goodrich Electric Co., Chicago, Ill. 
—Industrial and Commercial Light- 
ing Catalog No. 30, giving complete 
descriptions of reflectors, porcelain 
enameled reflectors, kitchen lights, 
garage outfits, commercial hangers, 
sockets and wire guards. 


Standard Electric Stove Co., To- 
ledo, O.—Bulletin A132 describing 
six shelf type electric ranges recently 
developed. 


3 


Goodrich Electric Co., Inc., Chica- |. 
go.—Catalog No. 30 on “Industrial | 
and Commercial Lighting’ has just | 


been issued by this company. It in- 
cludes illustrations, descriptions and 
list prices on: reflectors; porcelain 
enameled fixtures; kitchen lights; 
garage outfits; commercial hangers; 
sockets, and wire guards. 


C. E. Manufacturing Co., Provi- 
dence, R. I.—An unusually effective 
new type of tube window display and 
counter distributed to jobbers in 
quantities for re-distribution to the 
dealer trade. 


American Blower Co., Detroit— 
Bulletin No. 8001 superseding bulle- 
tin No. 1801 was recently issued. It 
contains 80 pages of information on 
the American “Sirocco” fans and 
blowers. Bulletin No. 2004 on type 


| “SE” steel plate blowers for heavy 


duty blowing applications was _re- 
leased in October 1926. 

















This serious looking chap is brother 
Wessel of “Square D” fame. He admits 
in a burst of confidence that them marines 
really did win the War. 
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Sales / 
Profits / 


Service / 


FITZ-M-ALL 
i OUT-LET Box Hangers 





Trade Mark 193347 


FITZ-M-ALL Outlet 
with Lath Holder are sold wherever 


Box Hangers 


Electrical Contractors know about 
them. 
Extensive national advertising has 


made them known. and used from 
coast to coast. 


The low cost, time and labor-saving 
qualities are convincing, worthwhile 
selling appeals to electrical contractors. 


Free Sample Sets to Dealers 


Mid-West Metal Products 
Company 
MUNCIE, INDIANA 




















CUSTOMERS 
A-PLENTY 


FOR 








2 5 


AISLELITES 


A lot of you fellows have got the idea 
into your heads that the Aisielite field is 
too small to bother about. —Well, we’ll 
tell you now that it’s a mistaken idea and 
that you’re losing out on profits and sales 
by not ridding yourselves of it. 


The Aislelite field has grown to tremen- 
dous proportions in the last couple of 
years. You’ve seen for yourselves the many 
new theatres and playhouses springing up 
on all sides. Don’t you realize that all 
of these buildings must be supplied with 
modern conveniences and that the Aisle- 
lite is one of the most important of these? 
There’s no reason in the world why you 
can’t get a good share of these orders. 
Start today, Mr. J. S., by sending for full 
selling information. 


NATIONAL THEATRE SUPPLY CO. 


Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 30 Principal Cities 
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Mauger Heads Heating 
Device Section 

At the annual meeting of the heat- 
ing device section of the National 
\ssociation of Electrical Manufactur- 
ers, held at Mansfield, Ohio, H. J. 
Mauger, assistant to the president of 
the Edison Electric Appliance Co., 
Chicago, was elected chairman of the 
section, which comprises the principal 
manufacturers of electric heating and 
cooking appliances. Mr. Mauger has 
been active as chairman of the techni- 
cal committee, especially in promoting 
the adoption of better standards, and 
in 1920-22 served as secretary of the 
section. He has been identified with 
the commercial and technical develop- 
ment of electrical heating since 1904 
and has been unofficially called the 


“dean” of the heating device business. 
* * * 


Fretz-Moon to Make Conduit 

The Fretz-Moon Tube Co., Butler, 
Pa., Manufacturers of wrought steel 
pipe recently completed an extensive 
addition to their plant and have in- 
stalled equipment for the manufac- 
ture of rigid conduit, elbows and 
couplings, both galvanized and black 
enameled. 

Harry S. White well known to the 
pipe, tube and electrical trade has 
been appointed sales manager and 
will make his headquarters at the 
general offices of the company at But- 
ler. * 

Production of the new product will 
be started in the near future and will 
be sold under the trade names of 
“Galvite” and “Enamelite.” 

* *& 
A. H. Tutin Appointed New 
England Manager 

The Great Western Fuse Co., 415 
Lexington Ave., New York City, an- 
nounces the appointment of A. H. 
Tutin, 182 Purchase St., Boston, as 
New England manager for the com- 
pany. Mr. Tutin contemplates put- 
ting on a missionary man to assist the 
jobbers in New England in their work 
on industrial plants and render what- 
ever co-operation is possible. 

Mr. Tutin just recently moved into 
his new location on Purchase St. 
where his warehouse facilities are 
larger than his old location on High 
St. The opening of his new office 
and warehouse was featured by a 
party which he gave to 40 of his good 
friends among the jobbers of whom 
“Al” has an enviable number in the 
New England territory. 




















Portable heaters carry their most constant 


load. 


By January the heating elements begin to 





burn out. 


Now is the time for the sales manager to 
start a drive on “Glocoil” heating elements. 


Now is the time for Jobbers’ Salesmen to persuade 


their dealers that it is good business to stock 
“Glocoil” 
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Straight Glocoil 
Cat. No. 415 


Eagle 


59 to 79 Hall Street 





elements for electric heaters. 





Horizontal Glocoil Cat. No. 415B 


The Eagle “Glocoil” heating elements 
for electric heaters represent a complete 
line. 

Made of the best nichrome wire, wound 
on ceramic porcelain they will withstand 
shocks and heat expansion. 

Specifications: 600 to 660 Watts, 110 
Volts. Also 220 and 32 volts in any 
wattage desired for special purposes. 


There are 79 items in the Eagle line. 


Electric Manufacturing Co. 





Brooklyn, N. Y. 
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Cone Glocoil 
Cat. No. 415A 
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New 
Bell Ringing 
Transformers 


Outlet Box Type 


This remarkable new type is receiving 
exceptionally favorable reception from 
contractors everywhere. M-26 and T-26 
represent the greatest degree of efficiency 
in Bell Ringing Transformers. 


M-26 
8 Volt Type 


For both 3-inch and 
4-inch outlet box. 


T-26 
6, 8 and 14 Volt 
DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 





(TRANSFORMERS of MERIT for FIFTEEN YEARS /”.4 














Mr. Distributor 


—you know 


J. M. EHRLICH 


For 
40 Years 
At Your Service 


Always Original 
And Now 
Promoting a New Line 
Of 
Popular Priced 
Lighting Fixtures 


And It’s the 
Spanish Gold Finish. 


Without Obligating Yourself 
Write 


J. M. EHRLICH 


PIONEER LIGHTING FIXTURE CO. 


525 Market St. 


Milwaukee, Wis. 
SAMPLES WILL BE SENT YOU 





| has been placed in charge. 











Lyon and Canning Advanced 
Federal 


Two special representatives of the 
Federal Radio Corporation have been 
recalled from the field to take up new 
duties in their contract with whole- 
salers of Ortho-sonic radio. They 


are W. H. Lyon, who will direct the |’ 


application of Federal’s merchandis- 
ing methods to sales conditions among 
the wholesalers; and R. H. Canning, 
who has been given full charge of the 
solution of service problems in the 
trade. 

The task of interpreting the Fed- 
eral policy with regard to selling and 
distribution finds Mr. Lyon very well 
prepared because of his long exper- 
ience as representative to wholesalers 
throughout the United States and 
Canada. Mr. Canning, who has made 
an extended study of Ortho-sonic re- 
ceivers both at the factory and in ac- 
tual home use, will supplement the 
work of W. L. Whitcomb, service man- 
ager of the Federal company. Mr. 
Lyon and Mr. Canning will alternate 
between the main office and Federal 


wholesalers as the occasion requires. 
* * # 


Little Damage Done by 
Enameled Metals Fire 

On the afternoon of December 7th 
a fire resulting in $50,000 damage oc- 
curred in the enameling department of 
one of the mills of Enameled Metals 
Co., makers of “Pittsburgh Standard” 
conduit. Interruption to the produc- 
tion of the company will not be 
serious. 

A spark from a crane conveying 
pipe that was being dipped into a 
4500 gallon tank of enamel is believed 
to have caused the fire. An adjoining 
tank, containing an equal amount of 
enamel, was effectually protected with 
a heavy iron lid, and the damage was 
confined to one corner of the one 
building. 

Early newspaper reports indicated 
that the fire did more damage than 


was the case. 
* % * 


Robbins & Myers’ New 
Office in Boston 
The Robbins & Myers Co. announces 
that it has established a branch office, 
for handling its motor business, at 
245 South St., Boston. I. P. Sprague 
He will 
not be connected with the fan busi- 
ness, which is still being handled 


through a direct representative in 
New England. 





SELL 
“BETTER” 
CUTOUTS 


We have developed our cutouts year 
after year until now we have a 
line that we feel certain is up to 
the highest point of efficiency. 
Cutouts is all we manufacture but 
these cutouts are of the type that 
every contractor will buy once he 
sees them. 
PLUG FUSE TYPES 


0-0 
30 Amp. 125 Volts 
3-2 Wire Double Branch 


Sell “Heco" Products 
To Boost Your Cutout Sales! 


HEINEMANN ELECTRIC CO. 
‘“‘HECO’”’ PRODUCTS 
PHILADELPHIA, PA. 











12 Yain: 








Model 106 
List Price 


$4.75 
A Hot Cold-Weather Seller 


Right now your dealers have a heavy 
demand for heaters. They prefer the 
Ev’ryday De Luxe Heater because of 
its record for service, its high quality, 
and low price. The reflector bowl is 
adjustable and is 12%” in diameter. 
The long life Chromel heating element 
is of the removable screw type. This 
heater is equipped with a 7 ft. std. 
cord and a separable attachment plug 
and is finished in ebony black. 


MARION ELECTRIC CORPORATION 
MARION, INDIANA 
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Decorate with Artistic Lighting Equipment 


COME TO CLEVELAND! 


National Exhibition of 
Lighting Equipment 


Joint Conventions of National Association 
of Lighting Equipment Dealers and Artistic Lighting 
Equipment Association will be held at the 


On Display 
*Ceiling and wall fixtures 


Table and floor lamps 

Lamp shades and illumi- 
nating glassware 

Industrial and commer- 
cial units 

Lighting equipment — 
parts and supplies of 
all kinds 


Metal furniture, etc. 





A NATIONAL ORGANIZATION 


Watch for this emblem when 
buying lighting equipment. 
It is a guarantee of honest 
merchandise at a fair price. 


t 


Hollenden Hotel, January 31 to February 5, inclusive 


HERE, all that is best and modern in lighting equip- 
ment will be displayed under one roof. This is the 
only exhibition of its kind—nothing of greater educa- 
tional or business building value to the lighting 
equipment industry or to the user has ever before 
been attempted. 


Any lighting equipment manufacturer, jobber, 
dealer, builder, electrical contractor or architect, 
who would know of better artistic lighting equipment 
of quality, should attend this exhibition. Here, also, 
you will gain a more thorough understanding of what 
can be accomplished through co-operative effort in 
increasing lighting equipment sales and installations. 


Come to Cleveland—your attendance at this ex- 
hibition will result in knowledge that can be turned 
to profit. 

Certain days this exhibition will be open to the 
public, also, and these buyers are certainly interested 
in what you can provide them in better and more 
artistic decorative lighting equipment, properly de- 
signed to harmonize with their surroundings. 


Again, come to Cleveland! The most modern 
equipment for the home, factory or public building 
will be displayed here. 


Complete Details—Reduced R. R. rates will 
apply. Those desiring information as to space for 
exhibits may secure all details by writing or wiring 
Artistic Lighting Equipment Association, 424 Guar- 
antee Title Bldg., Cleveland, Ohio. 
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The Handy Package 
Jobbers Like 





Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
Providence, R. I. 
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A MAGNIFICENT NEW HOTEL 


400 Rooms with Baths 
$322 and up for One Person 
*4°° and up For Two Persons 









N 
os ‘NEW YORK & 


WEST 45" STREET 
Just East of Broadway 
Times Square 
Heart of 
Jheatrical and Shopping District 
























































Edward H. Schwab, a _ brother of 


| Charles M. Schwab of the Bethlehem Steel 


Corp. was elected president of the Split- 
dorf Electrical Co. at the November meet- 
ing of the board of directors. He suc- 
ceeded N. W. Bartlett, who has retired 


| from the business. Mr. Schwab has been 
| chairman of the Splitdorf board since 1924 


when the company, which was founded in 


| 1858 and is one of the oldest electrical 


concerns in the country, joined forces with 
the Bethlehem Spark Plug Co., of which he 
was president. 





Merchandising Idea 


A new auto fuse assortment dis- 


| play case has just been placed on the 
| market by the Trico Fuse Mfg. Co., 


Milwaukee. This case comes in two 
different assortments from which 99 
per cent of automobiles, trucks, bat- 
tery chargers and eliminators can be 
serviced. The fuses themselves are 
packed in neat, durable cartons. of 
five fuses each, or 20 cartons to as- 
sortment number 1—and 22 cartons 
to assortment number 2. 

The idea of packing five fuses in 
a box enables the dealer to sell five 


| fuses, whereas otherwise he would 





only sell one, and at the same time 
providing the purchaser with spares. 
* + = 


Oehmler Joins Staible 
Organization 

Fred E. Staible, of Fred E. Staible, 
Inc., Denver, Colo., makes the an- 
nouncement that beginning November 
1, Chas. F. Oehmler, former city 
electrician, became associated with his 
firm as special representative for the 
Erie Malleable Iron Co. in the Den- 
ver trade territory. This company 
manufactures the ‘“Kondu Box” 
threadless conduit fittings. Mr. Stai- 
ble reports that Mr. Oehmler is pre- 
paring to call on the trade personally, 
but in the meanwhile will be glad to 
hear from any of them. He will be 
pleased to demonstrate the threadless 
fittings to any electrical contractor 
who might be interested. 
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Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let -as help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit. 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 


1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
—- Rochester 

enver Sac 

Detroit Sacramento 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 

















IN MINNEAPOLIS 


Your Choice of 


Hotel 
Radisson 


For Business Reasons is 
justified by every standard 


of good judgment. 





Visit Our Flame Room 


On Seventh Street between 
Nicollet and Hennepin! 
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A cordial invitation is ex- 
tended to all our friends in a 
the trade to visit our factory ce 
and inspect our modern 
manufacturing equipment 
and facilities. 











Write for Our 
New Catalog 


Leviton wishes you a Happy and 
Prosperous New Year 


NINETEEN twenty-six has been a good year for the electrical 
industry —and the electrical industry has made it a good 
year for Leviton. For which we thank you. 


See Us in Cleveland 
At Booth No. 3 


For the New Year we are presenting new items. A new Toggle 
Switch, a new Candle Socket, and a new type Lamp Cluster. 
Each has distinctive selling features that will mean additional 
sales and profits to Leviton Customers. 


The Leviton Line is a Complete Line 
85 Different Wiring Devices 


LEVITON: MANUFACTURING CoO. 


226-242 Newell Street 
Brooklyn, N. Y. 
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LIGHTING FIXTURES 
Wy, Pie Bangs 


LZ, Bungalows 
—= Chur hes 
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ae Garages 
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W arehouses 
Residenc es 


Jobbers all over the country 
are increasing their sales with 
Herwig Fixtures. Nationally 
PYehastaatite mm tate mem eleuen 
duction. Every contractor a 
prospect. A fixture for every 
out-door purpose. Send for 
our catalog No. 25, 200 
illustrations for your 

salesmen. Will furnish 
electrotypes for your catalog. 

The 
Yerwig Company 


MANUFACTURERS 
Established 1908 


1753-59 Sedgwick Street 
Chicago, Illinois, U.S. A. 





Subscribers 


You can’t afford to miss a sin- 


gle issue. Give us your new 


address if you have moved. 
WY 
Be a Booster 


Tell your friends about 


The Jobber’s Salesman 











‘“‘The House of a Thousand Lanterns’’ 


Weatherproof 


Copper Lanterns 
Never Rust 


Hetp 
Sales 


Make More 
With Less 
Effort 


Sold Thru 
Distributors 


Write for Booklet #15 


Gruber 


392 Broadway 


Brothers 


New York, N. Y. 








After the Crooks 

More than $600,000 has been ré- 
covered from fraudulent bankruptcies 
since June 1, 1925 by the nation-wide 
operations of the Credit Protection 
Department of the National Associa- 
tion of Credit Men according to re- 
ports from committees. 

The reports show that about 150 
bankruptcy crooks were jailed 
through the efforts of the association 
since it raised its million dollar fraud 
fund in June, 1925. These convic- 
tions were obtained in every industry 
of any importance and covered the 
country. In New York City alone 
there were about 60 convictions in 
this period. 

At present there are more than 215 
indictments pending that may not re- 
sult in trials for about four months. 
The delay is often accounted for, the 
committees find, by the “stalling” 
tactics of dishonest bankrupts to wear 
down the patience of creditors. As 
the association’s credit protection 
work is largely in the hands of paid 
executives, the factor of endurance no 
longer exists, the committees point 
out and cite cases where the associa- 
tion has fought for a trial for more 
than two years. 

“Our success in obtaining evidence 
has been so gratifying,’ J. H. Tre- 
| goe, executive manager of the associ- 
| ation, said, “that we are now raising 
| an additional $750,000 that will make 
|it possible for us to carry on for at 
| least another three years. 





We have 
operatives in all important cities and 
| are prepared to pick up cases any- 
| where in the country. United States 
_attorneys are with us and the judges 
| are realizing more and more the value 
|of our work,” 


* * * 


Jobbers’ Sales Activities 
Unirep Exvectric Suppty Co., Salt 
Lake City, Utah—A 


campaign 





on | 


_ Freed-Eisemann radio was put into ef- | 


| fect by this company last month. 


Evectrric APPLIANCE Co., New Or- 


leans, La.—This company has organ- | 


ized special sales campaigns on “Fan- | 


doliers,’ “‘Essco” traffic signals and 


Stromberg-Carlson radio 
| sets. 


Ca; , 


Orleans, La.—A sales campaign was 


INTERSTATE ELECTRIC 


receiving | 


New | 


begun on Christmas appliances last 


month. 





Superior Quality 
Supplied with 
Superior Service 


Four Hundred 
Jobbers Stock 
S I Goods! 
SUPERIOR INSULATING 
TAPE CoO. 
3046 Lambdin Avenue, 
St. Louis, Mo. 


Blandin 
| WW Bacio Cabinets 


JOBBERS! 


The new Blandin Line of Radio 
Cabinets is one that no jobber can 
afford to pass up. Many new fea- 
tures make this line a fast seller and 
profit maker. Send for circulars. 


BLANDIN PHONOGRAPH CO. Inc. 
1000 16th St. RACINE, WIS. 


= "xy 





























Wrigley for Quality 


STEEL TOGGLE BOLT 


HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
Can be put through smaller 
than average toggle bolt. 
First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman St., Chicago, IIl. 


holes 




















Every Business 
of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 
Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—superiority 
of engraving and _ the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence. 
The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1157 Fullerton Ave. ‘ 
705 Peoples Gas Bldg. CHICAGO 
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Do You Need 
Representation in 
Michigan? 


A manufacturers representative 
with an office established 
Detroit with a large following 
among the jobbers, contractors 
and the industrial trade is open 
for another high class line to 
handle in the Michigan territory. 
Must be a connection with a 
first class manufacturer. 


of references. Box 333. 


in 


Best 














Universal Fuse and 
Circuit Tester 


Shocks, burns and loss of time 
never occur with the Universal. 


EVERY 
Electrician 


Building Engineer 
Trouble Man 


Meter Man 
Motor Man 
Line Man 
Inspector 
SHOULD 


CARRY ONE 
Fully Guaranteed 
Lessens the hazard of 
every electrical worker. 
D.C. 110 to 
Retail, $5.00. 
TESTER 
co. 


Tests A.C. or 
600 volts. 
ELECTRIC 

MFG. 


346 Sherlock Bldg. 


Portland, 


Oregon 





















PRESTO_ 
FLASHER PLUG 
“The Plug of 1000 uses’’ 


MORE COMPACT 
LONGER SERVICE 
MADE BETTER | 
PRICED RIGHT 





Manufacturers of all types of Ther- 
mostatic flashers. 


PRESTO PRODUCTS CoO. 
128 East 23rd St., New York, N. Y. 
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NORTHERN WHITE 





WESTERN RED 





SSS 





GUARANTEED GRADES 





24Hour:< Service. 





BUTT TREATING 








ANY SPECIFICATION 





Let Us Show You How 





To CashInOn BELL Poles 














SEND FOR BOOKLET COMTAINING-+ 
, VALUABLE 








eS 
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Martin Wolfe Addresses 
Chicago Sales Managers 

The Chicago Sales Managers As- 
sociation was fortunate in securing as 
one of its speakers at the December 


St. Louis, and past president of the 
St. Louis Sales Managers Bureau. 
He took for the subject of his talk: 


pany.” 
* * * 


Under-Sea Lighting 


Electric light has conquered dark- 
| ness wherever man can normally live. 
| Night flying is made practicable by 





have long been carried on by artifi- 
cial light. Least has been done with 
light at appreciable depths below wa- 
ter. Perhaps this is due partly to 
the increased difficulties which immer- 
sion in water presents. However, it 
is probable that the lack of develop- 
ment of “deep-sea” lighting has been 
chiefly due to lack of demand for it. 
Of course, swimming pools have been 
illuminated for years by under-water 
equipment, and many other applica- 
tions of the same order have been 
made. But the attempts at deep-sea 
illumination have been comparatively 
few and sporadic. Motion pictures 
have been taken under water for a 
number of years, but this has been 
done from behind a plate glass near 
the bottom of a large vertical tube 
sunk into the water. Combinations of 
telescopes and lighting units have been 
tried. 

In recent years several applications 
of electric lighting have been made in 
salvaging operations which show such 
lighting to be feasible. The most re- 
cent of these was in connection with 
the exploration of the submarine S-51 
before it was raised to the surface. 
Great pressures of water and the delec- 


chief difficulties. However, these have 
been successfully overcome by strong 


precautions in regard to insulation. 
There appear to be many possibilities 
of under-water illumination, besides 
salvaging and scientific studies of the 
sea bottom by means of artificial light 
and photography. Lighting of the 
bottom of bathing areas in the inter- 
est of safety and the finding of the 
| bodies of drowned persons would seem 
|to be feasible. 





'the use of beams of artificial light. | 
Underground operations of all kinds | 
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13 luncheon, Martin J. Wolfe, sales | 
manager of the Bussman Mfg. Co., | 


“The Sales Manager and His Com- | 





terious effects of salt water are the | 


metal and glass housings and special | 








Bob 


George 


CUNNINGHAM & MONTGOMERY 


PRESENT 


lines of proven merit and 
made by well known manu- 
facturers to the electrical 
jobbing trade in Philadelphia, 
Baltimore and Washington 
territory. 

Doing business as manufac- 
turers’ representatives with a 
policy and a keen desire to be 
of real service. Backed by 
20 years’ experience in the 
electrical business. 


Office and Warehouse 


620 South Delaware Avenue 
PHILADELPHIA, PA. 











Y AGER’S 
Soldering 





Salts Paste 


They will stand all the pushing 
They sell because 
they do good work and are 


priced reasonably. 


you can do. 


ALEX. R. BENSON., Inc. 
Hudson, N. Y. 














GENERAL 
PORCELAIN CO. 


eee US 


Parkersburg G P.co W. Virginia 


r 
PAR: 
Pat off 






Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 
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CEDAR POLES. 
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Hamilton Beach 


=NecessaryElectricalDevices= 





Sscssscsecadesccscccseas’ 









Motor Makes an a 
Electric of Any 
Sewing Machine. 











Fractional H. P. Motors for Grinding, 
Polishing, Buffing. 





(Seisis ii iddscccccaceseccsuscsccncessceccsvecuecsseusseccs: 


will be more extensively advertised in 
1927 than ever before— 


Next year’s campaign will be persistent 
and consistent,—month after month. 
Dominating space will be used in the 
leading Women’s Publications reaching 


over five and one-half million (5,500,000) 
of America’s Best Homes. 


SALESMEN 


This line is sold exclusively thru job- 
bers. You can increase Your sales and 
income by making Full Line Dealers of 
Your dealers. 


Hamilton Beach Mfg.Co., Racine, Wis. 
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Full Line of Vibrators. 


Full Line of Hair Dryers. Famous Hamilton Beach Vacuum Sweeper. 









Drink Mixers. 
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A Metal-to-Metal 
Clamp Socket 


No Breakage 
No Mishaps 





Quicker Assembly 


Lowered Costs 





Can be used on any Sup- 
port designed for Porcelain 
Screw Ring Receptacles 





The Ideal Socket for Com- 
mercial Fixtures and Wall 
Brackets 











Carry a Sample with you to 
show your Customers you 
know what is the newest 
thing in Wiring Devices. 





HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston Il, MassacHuUSETTS 


\ 






EBER 
IRING 


EPENDABLE 
EVICES 
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To Sell Paranite 
You Must Know Its 
Selling Points 


1—By using good wire such as 
PARANITE the Workman can 
pull more footage per day than 
with inferior grades. 


2—PARANITE has always been 


more than the code requires. 


3—Every coil of PARANITE is 
500 feet, no more, no less, thus 
eliminating any possible mistake 
by stockmen. 


4—Five coils of PARANITE of 
500 feet each are first individ- 
ually paper-wrapped and then 
packed in a fibre-box container, 
making a very desirable stock 
for the dealer’s wareroom. 


5—All PARANITE stranded and 


solid saturated braid fixture wire 


are put up on spools of 1000 
feet cach. | 


6—PARANITE has been consis- 
tently advertised for years to 
your dealers. 


7—Once a PARANITE customer 
alwaysa PARANITE customer. 


8—And remember if it’s PARA- 
NITE it’s right. 


9—PARANITE pulls easier thru 
pipe. On warm days PARA- 


NITE won’t jam conduit at the 
bends. 


10—Finish on PARANITE wire will 
not soften in warm weather and 
soil interior decorations of 


homes and offices. 


INDIANA RUBBER AND INSULATED WIRE CO. 


JONESBORO, INDIANA 


CHICAGO LOS ANGELES 


KANSAS CITY NEW YORK 

















Under the Glare of Light 
a Life Hangs in the Balance— 


Lainie those penetrating white beams, a surgeon’s scalpel creeps 
among the convolutions of a brain. A hair’s-breadth deviation would 
bring death. But tense nerves guide the steady hand. Powerful light points 
out the tiny path the knife must follow. .. . 


Suppose faulty insulation plunged that operating room in darkness 


Where light means life, that dare not happen. 








Now-—It’s so 
Easy to Strip 
Armored Cable! 


With the new Triangle 
Armored Cable Tool, you 
just slip the grip on the cable, 
open and close the handles. 
That's all! No struggle. No 
possible chance to hurt the 
insulation—or your fingers. 
It’s a wonder for working in 
tight 
corners, 
Length, 
11}2in. 
weight, 
21bs. 
Fitted 
also 
with 
straight 
cutting 
device 
a ¢ 
wide- 
mouth 
pliers. 
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Wherever Insulation Must Not Fail— 
In many hospitals, and in other installations where the 
lighting circuit must be fool-proof and accident-proof, 
Triangle Products are specified. 

If you could inspect Triangle Factories, you would quickly 
see why. All known processes (some of them exclusive) are 
employed to make Triangle products flawless; and every 
known test is applied—again and again—to keep them flawless. 


Triangle Quality Never Varies 
All Triangle products fulfill (and often exceed) Under- 
writers’ requirements. All are inspected and passed by the 
Underwriters, and bear the Triangle label and guarantee 
that assures your getting every inch we say is in the coil. 
Huge stocks of all our goods are kept at central manufacturing 
and distributing points. You can count on Triangle service. 


“Making it easier for the Contractor” 


TRIANGLE CONDUIT CO., INc. 
General Offices: Dry Harbor Road and Cooper Ave., Brooklyn, N. Y. 
Factories : Brooklyn, N. Y.—Chicago, Ill.—Butler, Pa. 

In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 








TRIANGLE 
PRODUCTS 


ARMORED 
CONDUCTORS 
(Round and Flat) 


FLEXIBLE 
STEEL CONDUIT 
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FLEXIBLE 
NON-METALLIC 
CONDUIT 
RUBBER COVERED 
WIRE 
_ 


“TRIEX” 
(Non-Metallic 
Sheathed Cable) 

a 
RUBBER COVERED 
LEAD-ENCASED 
WIRE 
RIGID STEEL CONDUIT 
(Enameled and Galvanized, 
Elbows and Couplings) 
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BULL DOG “® 
CUTS PRIZE MELON — 


for ELECTRICAL CONTRACTORS 


and offers 


$100” In Prizes For Jobber’s Salesmen 


Bull Dog is putting over a big $500 Cash Prize 
Contest for electrical contractors. This Contest— 





$100 IN CASH PRIZES 


beginning January 1, 1927, and closing July 1, 
1927—+equires installations of Bull Dog or Bull 
Dog, Jr. Safety Switches in a group. Entry in 
this Cofttest is made through photograph of in- 
stallation. In case of a tie, equal prizes go to each 
tying contestant. 

This Contest will mean additional business to 
jobbers. But more than that—to jobber’s sales- 
men, Bull Dog is also offering several cash prizes 
for the largest number of entry blanks submitted. 
Just get the contractors to sign the blank saying 
they will enter. Then send us these blanks. Each 
blank counts for you even if the contractor does 
not submit an entry in the contest. The same time 
limit and rules regarding ties apply here as in the 
contractor contest. Get in touch with the trade 
and win one of these cash prizes. 


Write today for entry blanks 
for your contractor trade. 


MUTUAL ELECTRIC & MACHINECO. 


Detroit, Mich., U. S. A. 
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TCHES 


ARDS-CABINETS 


SWITCHBOARDS 





FOR JOBBER’S SALESMEN 


Ist Prize 
pS REE i, Reta LAE Reta, 
3rd Prize 
4th Prize 








Installation of “BULL DOG” Safety Switches at the 
plant of Ruggles & Rademaker, Manistee, Michigan 








MUTUAL ELECTRIC & MACHINE CO., 
Detroit, Mich. 


Send me —— entry blanks for me to use in obtain- 
ing contractor signatures in your prize contest. 
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